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STRAIGHT 
FACTS 

ABOUT 
HOLO-KROME 
SOCKET 
SCREWS 


30 seconds to separate fact from fancy! 


Holo-Krome Socket Screws are far 


tougher than you might think. Their 
sockets easily withstand at least 50% 
more torque than can be exerted by a 
hex key in ordinary hand-tightening. 


Power tool tightening is different. 


FACTS 


Then tightening force depends on the 
torque of the driving tool, strength of 
the bit, and the inherent toughness of 
the socket. H-K sockets are guaran- 
teed to give unfailing performance. 


Holo-Krome sockets have sharp hex 
corners, untapered socket walls, sock- 
et depth scientifically proportioned, 
continuous metal fibers reinforcing 
the socket wall. 


Your best insurance against socket screw failure is 
H-K's exclusive forging method. For the toughest in 
socket screws—and hex keys—look to Holo-Krome! 


HOLO-KROMEm@ 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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Merry Christmas—Happy New Year 
An editorial 


A Delightful Day in Detroit 


Here's a letter that was really o 
pleasure for an editor to write 


Management Course Draws 
Industry Leaders 


89 distributor executives enroll 


85 Answers to Price Cutting 


Brainstorm session at Evansville firm brings 
forth quantity and quality responses 


Yes, Virginia, Santa Does Call on the 


Distributor for Help 
Belleville, N.J., and Erie, Pa., distributer salesmen 
make sales to toy-producing firms 


Pinpoint Your Customers for Better Delivery 96 


Plotting trip and sales data on area map 
helped get results for Cincinnati company 


Are You Wasting Your Time? 
Some advice on how to find time for constructive, 
look-ahead plann ng 


What's the Difference? 


Knoxville salesman discusses the difference in 
approach in selling as an agent and as a 
distributor salesman 


... So He Made His Own Market 
New Jersey salesman brought industry into Millville 


Pittsburgh Forum Spotlights Problems .... 
441 attend joint NIDA and American regional forum 


What You Should Know About Ceramics .. 


Both advantages and disadvantages cre cet forth 
in this article 


Index of indystrial Distribution Articles .. 
Here's what appeared in ID July-December 1956 


Looked at Your Letters Lately? 
Some “Before” and “After” tips to help you write 
a better business letter 


What About Direct Mail? 


Manufacturers find out whet distributors like and 
dislike in direct mail literoture 








THE DISTAFF SIDE 


> 


The fair sex comprises the 
entire staff of a Detroit 
distributor firm. If you 
need further proot that 
our editor fully enjoyed 
his call there, you'll find it 
on page 82 





SANTA CLAUS 


+ 


Iles important to distrib 
utors too \t least two 
salesnen—from Belleville 
N ]., and Erie, Pa.—say so 
and with good reason 
Read about their sales to 
toy plants on page 94 





DO IT YOURSELF 


—s 


This Millville, N.J., dis 
tributor did just that. And 
when “that” refers to mak 
ing your own market, it's a 
pretty big undertaking 
Page 102 fills in the de 








REGULAR FEATURES 


You Saidit....... 

Talk of the Trade ............ 
Supply Sales Trends .. 
Outlook for Business 

What's New in Merchandising 





“There's a time to ponder...and a time to decide... .” 


me 
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, 
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eg 
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now to make 1957 
bigger and more profitable with 


RED-F 
CENTERS 
WHY 


REDE is best for you 


Tremendous diversity—over 200 models, equipping you to satisfy 
every grinding and turning need + Precision engineered, ruggedly built 
to make friends and good will « Close harmony franchise 
thet protects the distributor 100% + Plenty of advertising 
and publicity « Helpful engineering literature to use 
in clinching difficult sales * Personal interest in your Center 
problems—a brand of follow-through service that keeps 


RED-E absolute tops in the estimation of leading distributors 


Christmas 
with Best wishes for a Mery sor from the 


and a Joyous, TOOL New DANY 


READY 


563 lranista 
CENTER 5S 


n. 
Avenue Bridgepo"' 5, Con 
n 
peciolists since 1908 
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Service Records Prove Importance 


Of Link-Belt Chain Specialization 


chain provides 
wear-life; is 
exposed 
high-im 


Link-Belt LXS 
extra strength and 
especially popular on 
drives where abrasive 
pact conditions exist 


Whereas ordinary chains lasted 
6% months on this inclined 
conveyor, single-strand Link 
Belt SS-150 with $-10 attach 
ments operated for 24 years 


Right Chain Choice From Complete Line 
Brings Exceptional Life, Economy 


Whether a particular convey- 
ing or drive requirement in 
volves abrasion, cor 
rosion, high impact or 
heavy loads there's 
a Link-Belt chain with 
the individual design 
characteristics vital to 
long, trouble-free op 
eration, under varying 
conditions. And the wide se- 
lection of attachments offers 
an economical method of 
adapting standard chains to 
specialized requirements 

The amazing performance 
records of the three chains 
shown above reflect the low- 
cost, long-life efficiency possi- 
ble through proper selection 
of chain for a given job. Ad- 
ditional benefits include fewer 
drive and conveyor § shut- 
downs, lower replacement ex- 
pense, minimized mainte- 
nance. 

In addition to roller and 
silent chain, the Link-Belt line 


* Sales 
Meeting 
in Priat 


includes cast, combination 
forged and fabricated types 
Many are available in 
stronger, longer-wear 
ing Promal for greater 
abrasion resistance, 
extra strength for 
heavy loads under se- 
vere conditions. 
Link-Belt also 
makes a complete line of cast 
and cut-tooth sprockets in 
types, sizes and metals to meet 
every requirement. They, too, 
help extend chain Wife. 
Standard Products Catalog 
950 gives chain selection data 





LINK-BELT COMPANY 


Plants in 

Indianapolis ¢ Philadelphia 
Chicago « Adanta « Colmar 
Pa. ¢ Houston « Minneapo 
lis © San Francisco « Pos 
Angeles « Seattle “me 
Offices in Principal Cities 
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Roadbed of Link-Belt idlers 
provides smooth rolling for con- 
veyor belt 


Link-Belt Idler 
Selection Unlimited 


It's easy to select the right belt 
conveyor idler from Link 
Belts over SOO sizes and 34 
type These include standard 
and heavy-duty 20° trough 
ing, 45° troughing, variable 
troughing, rubber cushion belt 
training, flat belt and return 
idlers 

All include today's most ef 
fective grease-in 
BK slanced 
urfaces and cdges 
prevent damage to belt. Rug 
ged frames support rolls in 
perfect alignment-——will not 
spre ad under load 


I DF 


Series 6600 Series 400 
Relies Bearing Roller Bearing 
Pillow Block Pillew Bleck 


dirt-out seal 
with 
rounded 


rolls smooth 
This Link-Belt $S-856 steel chain 
at a cement mill was still service 
ible after handling 18,000,000 


tons of raw materials in 26 years 








Series 200 Bell 
Bearing Pillow 
Block 


lll 


SELF-ALIGNMENT. . . Key to 
efficient bearing performance 


Link-Belt offers industry's 
most complete line of Self 
Aligning ball and roller bear 
ing units, providing the proper 
bearing for any service condi 
tion pillow block, flange, 
flange cartridge cartridge 
hanger and takeup units—plus 
Self-Aligning roller bearings 

Data Book 2550 contains 
complete information for easy 
selection 











bearings are part of 
complete line 


These three 
Link Belt's 


SELF-ALIGNMENT, a key 
feature of all Link-Belt ball 
ind roller bearings 
full load-carrying capacity by 
compensating tee shaft or 
support misalignment in serv 
ice and possible inaccuracies 
im supporting structures. No 
wonder that so many bearing 
users are specifying Link-Belt 
for efficient bearing perform 
ance 


ameute 
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THREADWELL'S New 

TAP PRIMER 

—for the newcomer to the 
metalworking field an introduction 
to the science of tapping explained 
in simple terms. 

—for the old hand, a convenient 
refresher and reference. 


Here's another example of the 
factual, hard-hitting sales tools 
that are boosting sales for 
Threadwell Distributors. 

Why don't you get the whole 
Threadwell Story# 
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The Cover 


Christmas has come a little early for 89 
industrial distributors -in the form of en- 
rollment in the management for industrial 
distributors course at the Harvard Gradu- 
ate School of Business Administration. 
Good luck to them! May they and all of 
you enjoy the best and happiest holiday 


season ever. 





Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
Senior Associate Editor John A. Wertis 
Associate Editor D. A. C. MeGill 


Associate Editor Dennis C. Orphan 


(Chicago ) 
Assistant Editor George L. Bottari 
Assistant Editor J. Van Ness Philip 
Assistant Editor Leugel Foss 
Editorial Assistant Domenica Mortati 


McGraw-Hill Domestic News Bureaus: 
Atlanta, Cleveland, Detroit, Houston, San 
Francisco, Washington, D. ¢ 


McGraw-Hill World News Bureaus: i 
principal cities 


Publisher 
Arch M Morris 





District Managers: E. N. Grantvedt, Chi- 
eago; E. J, MeOsker, Cleveland; John 
P. Ora, New York and Philadelphia; 
W. A. West, New York and Boston; 
John W. Otterson, San Francisco; IH. | 
Keeler, Los Angeles; Gordon L. Jones 
Dallas; Business Manager, C. H. Hold» 
worth; Advertising Production, T. W 


I owe. 
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Member of ABC and ABI’ 
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founded by Ernest H. Smith) 
Published monthiy with an additional directory nun 
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New Tools in the PROTO Line 


Sharply Increase Your Sales and Profits! 


Continuous expansion of PROTO’s huge 
line of professional-quality tools ena- 
bles you to meet your customers’ needs. 
With thousands of standard and special 
tools in the complete line, you can serve 
many markets ...add customers... in- 
crease tool volume... gain one-source 
buying advantages of lower inventory, 
less paper work. PROTO also gives you 
unequalled promotional support .. . im- 
pulse-selling merchandisers, extensive 


magazine advertising, over 40 sales aids. 
Yes, tool business is BIG business when 
you handle PROTO. Send for catalog of 
entire line to PROTO TOOLS 


2235 Santa Fe Ave., Los Angeles 54, Calif 
Lastern Warehouses factory, Jamestown, NY *Cenadian factory, Londor 


PROTO meens ROtessionel TOots 
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LEADING MANUFACTURERS 
ARE LICENSED BY DODGE TO 
MANUFACTURE TAPER-LOCK HUBS 
FOR USE IN THEIR PRODUCTS OR PLANTS 


C= 
= 


TAPER ‘LOCK 


Dodge Distributors serve an ever-expanding market as the Taper 
Lock method of mounting wheels to shafts is adopted as standard 
in thousands of plants. With 68 licensees incorporating Taper-Lock 
in their products such standardization is becoming more and more 
universal, One bushing fits sprockets, sheaves, couplings and 
pulleys — both timing belt and conveyor. Off-the-shelf availability 


makes Taper-Lock an ideal Distributor line 


DODGE MANUFACTURING CORPORATION 
500 Unien Street, Mishawaka, indiana 








& of Mishawaka, Ind. 


MANUFACTURER OF MODERN POWER TRANSMISSION MACHINERY 
AND ORIGINATOR OF TAPER-LOCK 
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TAPER-LOCK LICENSEES 


The Als Prehecter Corp., New York 

Alex Flexible Coupling Co, inc, Westfield 
American Con Ceo., Pacific Div., Sen Francisco 
American Machine ond Metals, inc , Eos! Moline 
Sub. Cos. Bethiohem Steel Corp, Bothichem 
The Block -Clawsen Co, Middistown 

The Brewster Co., inc., Shreveport 

Chein Bett Company, Milwevkee 

Chicege Paeumetic Teo! Co., New York 

The Cleveland Worm & Gear Co., Cleveland 
Cocker Machine & Foundry Compeny, Gostonia 
Colment-Cuvetier, Lille, France 

Continental Can Ce., tnc., New York 

Crucible Steel Co. of America, Pittsburgh 
Dexter Folder Compony, Peorl River 

Diemend Chein Ce., inc., indienepolis 

The Dureloy Company, Scottdale 

Ericsson Merritt, inc., Lockport 

Foirment Railway Motors, inc., Fairmont 

4. 4. Penner & Co., Uid., Merflest, Engiend 

4. 4. Pletcher & Ce., Huntington 

Foremost Machine Buliders, Livingston 

The Fuller Brush Co., Hertford 

The Goodmen Mig. Co., Chicege 

Gevid Peper Ce., Lyons Falls 

Hemmend leundry Cleening Mach. Co., Waco 
Hetherington end Berner inc, Indianapolis 
Humphrey end Sens Co., Joliet 

iMineis Gear & Machine Co., Chicego 

imperial Paper and Color Corp., Giens Falls 
Industriel Specialties Co., Pawtucket 

lowe Manufacturing Co., Cedar Rapids 

The Jeffrey Menufecturing Co., Columbus 


Jones Machinery Division, 
He witt-Robins Inc., Chicago 


Kelley Geer Works, inc., Bridgeport 

The Kerl Kiefer Machine Co., Cincinnati 
Keyes Fibre Compeny, Waterville 
Lemsen Corporation, Syracuse 

&. PF. Lawsen Ce., Inc., New York 

Link -Belt Compeny, Chicege 

The Leng Company, Ook Hill 

Leper Machine Works, Monroe 

Levejcy Flexible Coupling Ce., Chicage 
4, W. Minder Chain & Geer Co., Los Angeles 
Merse Chein Compeny, Detroit 


Niegere Chemical Division, 
Food Machinery & Chemical Corp Middlepert 


Ol Well Supply Division, 
United States Stee! Corp., Dallas 


Porter-Way Harvester Manutacturer, Waterloo 
Potter & Johnston Co., Powtucket 

Preger incorporated, New Orleans 

Proctor & Schwerts, Inc., Philadelphia 
Remeey Chein Compeny, inc., Albeny 
Robert Reiner, inc., Weehoewken 

R. J. Reynolds Tebecce Co., Winston-Salem 
St. Regis Paper Company, New York 
Shenenge-Fenn Mold Co., Dover 

Sonntag Scientific Corporation, Green wich 
Stenderd Steel Spring Div., New Castle 
Strenehen Geer Co., inc., Philedeiphia 

M. 4. Treadwell Compeny, inc., New York 
The Union Chain & Mfg., Co., Sendusty 
United Mates Rubber Co., Philadeiphic 

4. A. Vance Ceo., Winston -Setem 

Werner Electric Brake & Clutch Compeny, Beloit 
The Waterman-Western Compeny, Exeter 
Webster Manufacturing, Inc., Tiffin 

White weter Menvtecturing Co., White water 
The Whitney Chein Compeny, Nertferd 








Crabby? .. . diseontented? .. . think your 


job future is behind you?——don't worry 


it’s middle age sic 


minds, also. are brai 


© This letter was sent out to the 
membership of the Hardware Trade 
Association of New York. We re 
ceived a copy, read it and thought 
you'd like to see it too. 


Middle Age Blues 
New York, N. ¥ 


Recently there have been several 


articles written in magazines and 


the dwelling upon a 
that afflicts all men 
The 


an wunreasoning dis 


news pape rs 
serious malady 

at a certain period of their life 
symptoms are 
content with life, a feeling of futility 
that sears the soul and a sour and 
This 


“middle 


deadly 
age sick 


men ag4r 


crabby disposition 
disease is called 
It strikes 


ness.” when 


fiftyish, give or take a few years, and 
spares no one, Catches most people 
by surprise—and often with deep dis 
may; you are tired of yourself, you 
think you are the world’s champion 
failure, your job future is behind 
you, and the grandiose dreams of 
your youth will never be realized 
Feel that way? Well, don't worry 
You are just average. Listen to the 
old “sec” for a minute 

We laugh in this country at elder 


*kness:; on readers’ 


nstorming, sales quiz 


lands that still practice 


worship 


ancestor 


But older lands than our: 


laugh at us for two ot our common 


TX ligions uccess 
Let's 


est 
youth worship 
ig member who i 


ble hi 


passed 50 Owns own 
his home 
it), has kept his famuly 
fed, sheltered and clothed—all 
healthy. He has ed the 
job and income of which he i 
able. By 
are a success 
than 
kind’s 


been a long search for 


ichie 


ali\ ch ible 


ind have dom 


most men throughout 


troubled history, which 
satety 


out 


tomach, a warm place of 
cold to dream in for a while 
ibout if haven't 
bad 

Now “about ' 
vou ve had it, but would 
it? You lived through 


world wars, a deadly depres 


now you 


our youth 
have 
MO 
nm international police 
That's for the 
the grace of God you still posse 
faculti 


be 


pat course, and 


your hopworn 
During these tryi 
thing 


time when the things you learn 


they olay 


times you learned som 


with vou forever. In the winter 


wore “long-handled 


wear that fitted vou like a 


skin when new; you breakfasted « 
| that ij 
kitchen 
bread 


soul-supporting oatmea 
back of the 
coal stove all night. You 
that homemade, heavy 
yellow Your 


ighast 


mered on the 
ate 
was 

and rich 


would have been it 
thought of feeding 
tables, 


powdered coffee 


canned orange 


Of 


puuice 
course 


rushing years have 
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worship an 


at 
ta 


you frozen vee 


take our aver 


pushing or just 


or has a good leg up on 
omfortably 
ine 
top 
ip 
tandard you 
better 
man 
has 
» full 
the 
How 


don 


I rin 
you trad 
two 
ind 
action 
by 
il] 
though 


wook n under 
econd 
it 


1} 


and 
Mothe T 
the 


ind 
the 


brought sore 
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You Said It 


advance loday's bathroom boasts 
the Taj Mahal and 
the modern refrigerator gets enough 
} nud 


on these 


wonders of the 
ulvertising without any more 
pages. But there has never 
yet invented that had the 
excitement of the open trolley and 
the 
tand 


today 


been ! bu 


band on the covered band 
the park had it all over 


hundred ymphony 


brass 
iti 
piece 
orchestra. You had vour heroes, too 
You walked with giant: You stood 
beside a killer named Dempsey and 
counted out hundreds of fallen vi 
tin You loped around the bases 

it the 
atter 

You ran inter 


of tin heels of 
mighty Ruth 


out of the park 


thousand 


the he bombed 
ci 
ference for a will-o-the-wisp named 
id you personally knew a 
backheld, who 
thundered across opponents goal 


horse-back You called 
when Walter Johnson 


(range 
fabulow legend has 
it 
lines on 
the trikes 
threw guided missiles 
- you covered William 5S 
dared the cattl 
undown After a 
by W. ( Fields your 
ore for and Van 
ang fit for 


ind who among the youth 


at dazed bat 
Hart, 


rustler to 


ters 
when he 
tay after per 
formance 
ver 1 week 
and Schenk 
the god 
of toda’ 
lb airbank 


i 


icle 


rr lody 


ould keep up with Douglas 
5, Sr., the 
e ran up the side of buildings and 
l hose 


Pound 


way you did, as 


wert 
for 


youth got 


iled church teeple $? 


your heroes, brother 


pound—what have today 
to match? 

Being 50 has compensations, too 
You learn to play position, and you 


don't depend purely on peed and 


here is hardly a situation 
faced that 


Decisions 


ritine le 


to be you haven t faced 


hefore iwc casier, and 


Continued on page 10) 








200 Ib. S.P 
400 Ib. W.0.G. 


150 Ib. S.P 
300 Ib. W.0.G 
Yq to-2 Inches 


® BRINALLOY 


SEATS AND DISCS 
Entirely New Flat Design 
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APPLICATIONS 


boosts KEY-LINE SELLING opportunities 


The new higher-pressure LQ600-200 coupled with the widely acclaimed original 
LQ600-150 fits in perfectly with your Key-Line selling and gives such programs 


new support. 


LQ600-200 opens literally thousands of new selling opportunities in services 
where LQ600-150 could not be used because of pressure limitations. Now, with 
both valves, you can offer LQ600 dependability for every application where bronze 
globe vaives are used in the pressure range. You can concentrate on LQ600 along 
with the rest of the complete Lunkenheimer Valve Line. 


In five years of actual field use there has not been one reported case of leakage or 
failure of an LQ600 Valve. This on-the-job proof has included a wide range of 
“normal” bronze globe valve installations and “‘killer’’ services where the valves 
replaced by LQ600 lasted only a few weeks to a few months. Brinalloy* Seats and 
Discs are far more resistant to wear and corrosion than 500 Brinell Stainless Steel, 
even outlast case-hardened Stainless Steel exceeding 1000 Brinell. 


What better KEY-SERVICE could you render your customers! 


L Shdtgfy WG. \0.600-200 or FIG. 10.600-150 ON YOUR ORDERS 
.BRONZE - IRON - STEEL - PVC 


TRE ONE NAME IN VALVES 


wn Gm aeme Rm 
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WINNER MILL & FACTORY’S 
"FEATURE PRODUCT AWARD” 
s OCTOBER, 1956 You Said It 


Starts on page 7 








yore often right. You still hear the 
ft, murmuring call of romance and 


ou probably have a storehouse of 





nemork that would interest a 

Hollywood producer. How about 

e t, now,—have | made my point? 

Middle age isn’t the critical point 

ee f no return in your life It is 
merely another bend in the road 





New Power Drili Attachment ind not a bad place for you and 
Taps to Highest Stendards... HOW IT WORKS: your wife to pause and have a picnic 


Cuts Breakage ...Lowers Costs ARNOLD Martin 


Secretary 
Mill & Factory Magazine's Board of Review has 
yp Beeeer. Hardware ‘Trade Association 


of New: York 


designated Supreme's new Push-Pull Tapper os 





winner of their “Feature Product Award” for 








October. This Board is composed of a group of 


a —) 
engineers, editors and production experts who 
each month study hundreds of new items thot Push and the tap runs in smoothly 
are being offered to industry for the first time 


Brainstorm Session 


They select the one product they feel is the most 









needed by all industry 

The Supreme PUSH-PULL TAPPER is on instont- 
reversing speed reduction unit made expressly 
for tapping. It attaches easily to either the spin- 
dle or chuck of any portable drill. Detachment 
after use is equally simple. The speed reduction Pull and it comes ovt easily ber issue of Inpusrraian Disreist 
of 7:1 gives more than adequate power to tap Thot's olf ~ PION | happen to be chairman of 
in ail materials, and the instant-reversing means a Push-Pull rl 
thet the direction of the tap can be reversed 
without stopping the drill motor. Thus the tap can 
be moved into and ovt of the hole at will. 


MINNEAPOLIS, MIINN 
| read with great interest the arti 





le on brainstorming in the Septem 


















thi brainstorm panel in this office 
| We're going to be on the program 
| of the Upper Midwest Sales Execu 




















Reduces Tap Breakage tives Conference to explain brain 
Tap breakage is held to minimum when the PUSH- torming and creative tec hnique ‘ 
PULL TAPPER is used, because the operator has ind to stage a fishbowl! brainstorm 
@ better “feel” for his work. When in use the } le ble 
TAPPER housing is held in the finger-tips, and ,—— The seven sales problems 


any unusual strain is felt immediately. Releasing 
the fingers stops the tap instantly. 
Handles Taps Up to 5/16” Dia. 


The complete PUSH-PULL TAPPER Kit, No. 9000, 
costs just $29.95, includes everything except 
tops. Order from your Industrial Distributor. 

| wonder if you could send me 


Now Aveilable SUPREME PRODUCTS CORPORATION | 


Te Distributors 2222 SOUTH CALUMET AVENUE, CHICAGO 16, ILLINOIS 


ind sub-problems suitable for brain 
torming in your article would be of 
msiderable interest to the chair 
man of the program committee for 





thi onterence 


Continued on page 14) 
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THIS is No Ordinary Power Hack Saw Blade 


This is the unbreakable MARVEL High- 
Speed-Edge Hack Saw Blade—the first 
bi-metal blade—invented, developed and 
introduced by MARVEL. This blade is a 
combination of two materials best suited to 
the requirements of an efficient hack saw 
blade a narrow high speed steel cutting 
edge permanently welded to a tough, non- 
brittle alloy steel body. Each blade is triple 
tempered to assure long life and maximum 
toughness to the cutting edge. Develop- 
ment of this high-speed-edge blade made it 
possible to cut any kind of material from 
the free machining steels to the toughest of 
alloys, fast, accurately and economically 
Just one type blade to handle any job — no 
switching blades to cut different materials 
Like all good things, attempted copies of 
this blade have been numerous, but its per- 


formance has been unequalled by any of 
the imitators 

The MARVEL high-speed-edge hack 
saw blade can be tensioned from 200% to 
300°, tauter than any ordinary hack saw 
blade, a definite advantage which permits 
heavier feed pressures to be used without 
deflection or fear of breakage 


An extremely rugged cutting tool, this 

one type blade, the MARVEL High-Speed 
Edge Hack Saw Blade, will cut any ma- 
chineable metal with outstanding economy 
accuracy long life and complete salety —it 
is unbreakable. 
You can sell MARVEL Blades with 
complete confidence that your custom 
ers are getting the finest hack sav 
blades built. 


ARMSTRONG-BLUM MFG. CO. 5700 W. Bloomingdale Ave., CHICAGO 39, U.S.A. 
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wricut Safeway Hoists 
have been redesigned. In the 
Safeway line you are selling 
the utmost operation effici- 
ency over the widest range 
of lifting applications. The 
twelve sizes and capacities 
of hoists handle loads of from 
! gto 50 tons. 

These rough, tough hoists build repeat business. 
Their long service life is promoted by a sealed construc- 
tion which suite them for both indoor and outdoor 
service. All vulnerable parts are enclosed in high grade 
analysis steel housing (see illustration). These features 
make good prospects of cement mills and foundries 
where excessive dust prevails, heat treating installa- 
tions with their high temperature, and outdoor appli- 
cations with cold or wet ezposures. 

Be sure YOU have the WRIGHT Hoist 
for every customer requirement 


for complete information on the WRIGHT / J 38" S eB 


line items shown, send for these booklets: 


Safeway Hand Hoists: Bulletin DH-164B 
Speedway Hlectric Hoists: Bulletin DH-133B 
Pull-A-Way: Bulletin DH-163B , 
Jit Cranes: Bulletin DH-300 
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WRIGHT Hoist Equipment is 
to fit any job 


WRIGHT Safeway Hoists 

wricut Safeway Clevis- 
connected Hoist with geared 
trolley. For close head room 
operations or where easy de- 
tachment of hoist from trolley 
is not desired. 
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WRIGHT 
Speedway 
Electric 
Hoists 
Ideal lifting units for loads 
from \% to 10 tons. Most 
dupendtiie for production 
jobs. Easiest to service. 








TTT LTT. 
#4 & HRs 


Roller-bearing Trolley 


WRIGHT roller-bearing 
trolleys, in plain or 
geared models, provide 
smooth handling of 
loads from '4 to 40 tons. 
Other trolley types with 
proportional strength 
and flexibility for lighter 
industrial applications. 


WRIGHT Jib Crane 

wricut Jib Cranes are 
extremely desirable to su 
plement regular traveling 
cranes or monorail track, or 
for individual use in bays, on 
side of shops, etc. 
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HELLER 


Gmerican Stirs 


SWISS PATTERN 


a. 


Get freer—faster 
cutting action with 


VIXEN 


MILLED CURVED-TOOTH 


FILES 


The HELLER VIXEN cuts freer—faster—and pro 
duces a smoother finish than any other milled curved 


tooth file. 


Deep gullets and wide pitch enable chips and filings 
to drop free—thus leaving a smooth, even finish 


The exclusive undercut of the teeth gives a positive 
cutting action—bites deep and removes metal fast and 
evenly, 


The HELLER VIXEN saves your customers money 
The exclusive type of alloy steel teeth stay sharp 
longer—and can take many re-sharpenings if needec 


Originally designed for metal finishing, the VIXEN 
is now being used in a variety of applications. You 
can confidently recommend this amazing file for any 
job where stock needs fast, even and economical filing 


Stroke for stroke, the HELLER VIXEN gives your 
customers more file value than any file on 
the market. It was the original and it's 

still the best! 


LLE K igelo] Meier 


NEWCOMERSTOWN, OHIO 
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The Little Professor says 
D-A’s Super Sorvice 
Pays 


Courtety, Lakeland Engineering 
Equipment Co., 
Minneapolis, Minn 


= 


Off! 


HERE’S HOW INDUSTRIAL SALESMAN 
OSCAR ULRICH TURNS DURKEE-ATWOOD’S 
Super Service INTO PROFITABLE SALES 


Vital selling information ...like engineering data, power ratings 


service factors, construction features, supply and prices . 


.. help 


Mr. Ulrich (at left in photo) of Lakeland Engineering Equip- 
ment Co., Minneapolis, supply V-belts with Durkee-Atwood 
Super Service to the Ochs Brick & Tile Co., New Ulm, Minn. 

Ochs’ Plant Superintendent, Don Schrepfer (at right in photo), 
requires efficient power transmission plus long belt life in his 


heavy duty rock crusher. 


He gets it from the Durkee-Atwood team . . . because Durkee- 


Atwood Super Service is sales co- 
ordinated between factory, dis 
tributor and customer to supply 
the right V-belts for any indus- 
trial application. 


/ / na ov ow 
Wr ite. DURKEE-ATWOOD’S 


SUPER SERVICE can work for you 





Today! Write for the complete story on how the 
Little Professor can supply you with new and impor 
tant ways to boost your sales with Durkee-Atwood 
products and Super Service 


WRITE DEPT. 10-12 


DURKEE-ATWOOD COMPANY 


SHEETING 


DURKEE 
ATWOOD 
V-BELTS 


~ 
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You Said It 


Starts on page / 





sheets of the article and the 
[hanks in ad 


tear 
problem mee for 
you} help 

A. N 
Duristine & 
Osborn, In 


Crist 


Batten, Barton 


Sales Quiz 


hha 
Sales 


DIsTRIBUTION 


JACKSONVILLE 

ive been followi y 
(Juiz m 
ror auit 


vondering if these ar 


your 
INDUSTRIAI 
and | am 


ome tin 


available in 
book form or in reprint form 
Ceorce BLACK 


Ihe George Black Co 


@ Our Sales Quizzes have been re 


printed in a 64-page booket and 
copies are available at $1.50 a copy 


Slight Miscalculation! 


Fresno, Cau 
On page 93 of the September ID, 
“Fund Raiser,” let 


put big feathers in Leon Peters’ hat 


unde { iption 
valued it 
$1,000,000 
Shouldn't it be $2,230,000? 
a lot 


[he deadline you 


$1,230,000 is hort 
A mil 


even to a Man 


Hon dollars l 

ving i-ditor!! 

I know Mr 
ople bigger just to know him 

| V MorGAN 

Salesman 

Federal Pipe & Supply Co 


Peters and it makes 


Helpful Reference 


Youncstown, Onto 

Congratulations on your August 
urticl ‘Six You Should 
Know.” In it you refer two or three 
times to a book entitled “Planning 
of Your Busi 


nes Could you give further in 


Vhings 


the Future Strategy 
formation as to the author and pub 
lisher of this book, as it sounds like 
it might be very interesting reading 
In the 
Continued on page 15 


same issue, in the artick 











One more good reason why it pays to 


sell CHICAGO fasteners 








SUPREME TESTS FOR FASTENERS 


moving mountains, hauling payloads, 
scraping roadbeds. Proven ability to withstand 
brutal jolts and shivering vibration earns 
CHICAGO fasteners quick acceptance by 
famous manufacturers like Caterpillar, 
Cummins Diesel, International Harvester. 


For the toughest jobs, top companies 
buy CHICAGO fasteners! 


Leading manufacturers of big, 
rugged machines rely on CHICAGO 
fasteners. This reputation for de- 
pendability is worth a good deal 
to you. It makes cHIcaco fas- 
teners easier to sell. 


CHICAGO fasteners are fast to 
win customer loyalty. They're 
stronger, last longer, can take more 
punishment. Each sale sets you 
up for profitable repeat business. 


CHICAGO makes a complete indus- 
trial line of threaded fasteners 
including cap screws and ‘‘Safety- 
Plus’’ socket screw products. Fas- 
teners favored by top companies 
in industry. Fasteners pre-sold by 
consistent advertising. 

Like to distribute this fast-mov- 
ing line? Then write our Standard 
Products Division for facts. The 
sooner the better. 








@ Preferred by leading man- 


ufacturers. 

Continuing sales help. Fasa- 
tener experts selling with 
you and for you, 


@ Full protection on all sales 


in your territory. 


@ A complete fastener line . 


over 4,000 catalogued stand- 
ard itema. 

Superior fastener rform- 
ance, Chicago's unique car- 
bon restoration process and 
rigid quality control make 
it possible. 

Fact service and delivery. 
Specialized engineering and 
metallurgical services. 





THE CHICAGO SCREW COMPANY 








DIVISION OF STANDARD SCREW COMPANY @¢@ ESTABLISHED 1872 


2503 WASHINGTON BOULEVARD, GELLWOOCD, ILLINOIS 
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Thank You, 
Mr. Dealer... 


FOR BRIGHTBOY’S BIGGEST YEAR! 


Proof of the new, wider concept of Abrasive Finishing 


1956 will be the biggest production and dollar-volume year for Brighthoy Rubber-Cushioned Abrasives. 


We appreciate the consistent, increasing distribution gains of 
Brightboy dealers and their salesmen. Continually increasing 
NEW USES that Brightboy pioneers, create a completely new, 
wider concept of abrasive applications. With progressive 
dealers and their keen salesmen we look forward to an even 
greater 1957 Brightboy year. 





NEW ABRASIVE APPLICATIONS 
NEVER BEFORE ASSOCIATED WITH FINISHING 


“JOB-MATCHED” STOCK ABRASIVES 
HAVE YOU SHARED IN MUSHROOMING BRIGHTBOY SALES? THAT DO THE WORK OF “SPECIALS 


WRITE US if you are not presently selling BURRING, FINISHING, CLEANING, POLISHING 
Brightboy, which revolutionizes and broadens IN ONE OPERATION 
the scope of abrasive finishing. Unusual sales 


and profit opportunities are detailed in our Metal working plants can now combine 


work operations, replace slower, costlier 

methods, because of Brighthboy’s unique 

catalog. -pateae ; 
rubber-and-abrasive action. 


interesting dealer proposition and in our new 


STOCK. JOB-MATCHED GRAINS AND 
BRIGHTBOY INDUSTRIAL DIVISION TEXTURES not only do the work of 


WELDON ROBERTS RUBBER CO. “specials” bat countless usual finishing 


jobs also 
95 North t3th Street Newark 7, N. J. 
America’s Pioneer Manutacturer of Rubber-Bonded Abrasives 


Silicon Carbide and Aluminum Oxide 
grains, each in combinations of grain 
sizes and textures from extra fine to extra 
coarse, in soft, firm and tough rubber 


binders 


Made in wheels as well as in a full range 
of accessory products-—rods, sticks and 
blecks—for machine and manual opera- 
tions. 


PROMPT DELIVERIES! 
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@ For three quarters of a century, the STANDARD 


roo. maw has been serving Industry making 


sound, profitable recommendations to improve 
metal-cutting methods 


The Standard Tool Man is a specialist in all types 
YOUR STANDARD TOOL 
DISTRIBUTOR STOCKS 


of metal-cutting operations. His services are yours 
THE COMPLETE LINE 


without obligation 


YARD | OOL 








4 
- 


1 —- 
STAN] 


THE STANDARD Line Twist Drills - Reamers - laps - Dies - Milling Cutters - End Mills - Hobs - Counterhores - Carbide Tipped Toole - Gages 





950 CHESTER AVENUE CLEVELAND 14, OHIO 
rorer * Otteortr CWICAGO «+ DALLAS «© SAM FRANCISCO 
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Which distributor 
are you? 


Industrial distributors CAN appear alike to an operator 
looking for the “right” source of equipment he requires. So 
ne can't and won't judge by appearances 

Naturally he'll check to be sure of the quality of you 
line of mechanical power-transmission equipment or bulk 
materials-handling machinery or whatever he needs. But 
then to choose his supplier wisely, won't the prospective 
customer check on your product availability and service? 

You know that the plus factors of immediate availability 
and superior service are always important and often permit 
you to save customers from work stoppage and production 
loss. That's the kind of service which persuades customers 
to choose you, service which frequently enables you to get 
orders you otherwise would lose 

FORT WORTH quality products are offered throughout 
the nation by service-minded industrial disributors to whom 
FORT WORTH provides the premium of superior indus 


trial service. 


stem a 
ORT WORTH! 
COMPANY 
SHEAVES ~ V-BELTS ~ SPROCKETS ~— MATERIALS-HANDLING EQUIPMENT 


Werchouse Stocks in ¢ Port Worth « jersey City «¢ Memphis ¢ Atlanta « Chicago 
St. Lows © Kansas City © Shreeeport « Howton ¢ Oklahoma City ¢ Denver 


Los Angeles « San Francisco ¢ Portland 
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llow Well Do You 
t Value,” 
Selling and Merchandising 
Division of Research Institute of 
America, In 
further information as to just wher 
this might be obtained? 


Again, congratulations for a very 


Interpret 


reference is made 


Could you give us 


mad very pertinent artic 
LD). Ff, Maton 
Sales Manager 
Stambaugh Supply Co 


Planning the Future Strategy of 
Your Business” is published by 
McGraw-Hill Book Co., and edited 
by Edward C. Bursk and Dan H. 
Fenn, Jr. The address of the Selling 
& Merchandising Division, Research 
Institute of America is 589 Fifth 
Avenuc, New York 17, N. Y. 


Page Perforations 


TONAWANDA, N, ¥ 
lor the first time in yout publica 


hon September 
} 
' 


I could not help 
uit notice the convenience of page 
perforation his is excellent and 
if it possible to do so, I would 
ertainly like more of it 
l'earing pages out of an issue has 
liarly provided me and my office 
m with better opportunities for 
filing teresting material by the 
ubject as against retaining the com 
plete issue for extended periods 
The help which the perforations 
provide of course, obvious 
F. T. BenyamMin 
Manager of Field Sales 
Columbus McKinnon Chain Corp 
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ICTURED above is the plaque recently awarded 

to Goodyear by the Joint Advertising and 
Awards Committee of the National Industrial 
Distributors’ Association and the Southern 
Industrial Distributors’ Association. Also shown 
are some of the advertisements which prompted 
this award. 
Naturally, Goodyear was proud to receive this 
honor. But, more important, is its significance to 
you. The sole purpose of reproducing the plaque 
and the winning advertisements is to show you 
one of the many ways in which Goodyear sup- 
ports its Industrial Products Distributors 


In addition to this “distributor” campaign, 
Goodyear places many more product advertise- 


GOOD/YEAR 


<0 caneres: eames © fwewee 


What this 
advertising award 
means 
to you 


Guichest may to clear op fat ben : 


Ned rt hong 


OCT cece 
Orton. 


nd] 


ments in both national business and trade maga- 
zines—and each and every one of these directs 
interested readers to the Distributors for “fast, 
dependable service.” Moreover, all the promo 
tional efforts on Goodyear Industria! Products 

direct mail campaigns, sales literature, technical 
bulletins, sales aids—are designed with a single 
to sell more goods through the 


COOD/itan 


objective 
Distributor. 
To appreciate fully the meaning to you of the 
award shown above, you should have the full 
story on all that Goodyear does to build sales 
for its Distributors. You can get it, simply by 
writing to: Goodyear, Industrial Products 
Division, Akron 16, Ohio. 


GOOD/ZYEAR 


THE GREATEST NAME 
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Put yourself Tool Sales ahead with these 
BLACKHAWK Hand Tools that save time 
and trouble for your customers! They are de- 


signed by mechanics for mechanics to handle 


industrial maintenance jobs quicker, easier 
and better—to sell fast and make more 
profits for you! 

BLACKHAWK offers you a complete Line 
of top-quality Tools—all fully covered by 
the BLACKHAWK Guarantee — including 
the basic Tools your customers use every day 
plus hundreds of special-purpose Tools for 
industrial repairs and service. 
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> Black}aus/ 


THE STANDARD OF INDUSTRY FOR 
MAINTENANCE and REPAIR SERVICES 


MANY SPECIALIZED 
These great Tools have the precise fit, per- BLACKHAWK TOOLS FOR ALL 
fect balance and rugged turning power re- FACTORY MAINTENANCE AND 


quired in industrial maintenance. The 


famous BLACKHAWK Socket Wrenches MANUFACTURING OPERATIONS 


and Drive Parts handle the toughest nut 





turning job with ease—and their triple-plate, 
Chrome finish gives them eye-catching ap- 
peal through a rust-free lifetime of service 


Moreover, a// BLACKHAWK Hand Tools 


measure up to the same high-quality stand- 





ard. They are job-engineered, made of the 
finest materials and finished to the peak of 
perfection. 

You'll find BLACKHAWK Hand Tools easy 


to sell—and hard to beat in rugged indus- 





trial service. Ask about these sales-active 





Tools today! Write for complete Cutslog 
and prices. The New Britain Machine Co., 


New Britain, Conn. 

















NE ae d baer tin “ 
Blackhaurk TOGLS ¢ NEw BRITAIN, CONN. 
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SCREW COMPANY 


STATESVILLE NORTH CAROLINA 


Through continuous national advertising and satisfied 
customers from coast to coast, Southern packs a triple 


meaning. Through this symbol, you are sure of 


QUALITY 


Finest material, advanced production methods 
top technical skill, rigid inspection keep South 
ern quality consistently high 


SERVICE Mile on mile of shelves arranged to expedite 
shipment. Orders filled as fast as received, tele 


typed, phoned, wired, or written 


CONVENIENCE Widest range of types and sizes at Southern 


gives you a single source for all your fastener 


needs. Test it for convenience! 


Write tor color Label Chart, Bulk Stock List 
Box 1360-ID, Statesville, N.C 


wood screws *® machine screws * A&B tapping screws ® dowel screws 
wood & type U drive screws °* stove bolts ¢ roll thread carriage bolts 


hanger bolts ©* nuts, machine screw 


Warehouses: NEW YORK CHICAGO DALLAS LOS ANGELES 
Sold Through Leading Wholesale Distributors 
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How J-M National Advertising 
backs up its Packings and Gaskets Distributors 


Each magazine represents 
acampaign of many advertisements 
aimed at your customers each year 


MANAGEMENT 
Business Week 
GENERAL INDUSTRIAL 
industry and Power Purchasing 
Power Industrial Zquipment 
Combustion News 
Power Engineering New Equipment Digest 
Notional Engineer Pacific Factory 
DESIGN 
Applied Hydraulics Design News 
Machine Design Product Engineering 
Product Design and Development 
PROCESSING AND PAPER 
Chemical Engineering Chemicel Processing 
Petroleum Refiner Ol! and Gas Journol 
Pulp ond Paper Topp: 
Paper Mill News 
RAILROADS AND MARINE 
Modern Railroads Railwoy Age 
Railwoy Purcheses and Stores 
Marine Engineering—The log 
AVIATION 
Aviation Week Aviotion Age 
Aeronautical Engineering Review 
PETROLEUM PRODUCTION 
Drilling Contractor 
METALS 
tran and Stee! Engineer 
DISTRIBUTION 
Industrial Distribytion 


Drilling 








Your best customers and prospects read J-M Packings 
and Gaskets advertisements regularly in these magazines 


Strongest advertising program in packings 
and gaskets field presells your customers 


Ir vou are a Johns-Manville Au- 
thorized Packings Distributor, the 
largest advertising program in the 
packings and gaskets field works for 
you. It embraces a number of adver- 
tising campaigns, each aimed at a 
major market, and placed in the 
magazines with the most influence 
on that market. Your customers, in 
aviation, chemical processing or 
manufacturing, metal working, 
paper, petroleum drilling and refin- 
ing, transportation and other indus- 
tries are targets of this advertising. 

And because Johns- Manville 
Packings and Gaskets advertise- 
ments are hard hitting, tailored to 


the needs of industry, and feature 
items that offer maximum perform- 
ance at lowest cost, they presell 
your customers make orders 
easier to get 


When you handle Johns- Manville 
Packings and Gaskets, you have the 
benefit of the year-in, year-out ad 
vertising that has helped make 
Johns-Manville one of the oldest 
and most respected names in in 
dustry. But advertising is only one 
of the advantages of a Johns-Man 
ville Distributor Franchise. For the 
complete story, write Johns- 
Manville, Box 14, N. Y. 16, N. ¥ 
In Canada, Port Credit, Ont 


Johns-Manville PACKINGS, GASKETS & TEXTILES j Vv! 
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BIG MONEY 


if you do // / 


V40 TOOL ROOM WHEELS have been engineered to meet 
the needs of every tool room and tool shop in the country 
For two years their performance has been proving the 
excellence of this engineering. Field engineering...costly 
trial and error selling...is not necessary with V40 


v4o te 


Start capitalizing on the strength of this PROVEN product 
by selling the tremendous TOOL ROOM MARKET 
right in your own backyard! 


ONLY CARBORUNDUM offers you V40 tool room wheels 
There's only one bond... ordering, pricing and stocking are 
a cinch. Turnover is terrific. Prospects are everywhere 


GET THE FACTS about these outstanding tool room wheels...and the NEW planned program to sell them. Ask 
your CARBORUNDUM field representative or write direct to The Carborundum Company, Niagara Falls, New York 


CARBORUNDUM 


REGISTERED TRADE MARK 


... more DOLLARS for you with ABRASIVE programs that make SENSE 
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WIRE NAILS AND STAPLES complete line for every industrial use. Alo STEEL PIPE— for plumbing, heating, air conditioning and all other building 
ideally wited to and accepted by the building trades. Made from steel wire and industrial uses is available in a full line, in sizes you need, 
specially produced for nail manufacture, 


REPUBLIC 


RRS) Woldi Widest: Range of Standard, Stiols 
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Take a good look at that blue seal on the left-hand 
page. 
It's the official label of the National Sanitation 
Foundaticn, Ann Arbor, Michigan, and certifies 
R 2 nd U $3 Li Cc that any plastic pipe thus usted ta unconditionally 
approved for handling drinking water and other potable 
liquids, 


H é L P yy YO U s E L 4 Here, at last, is official recognition of plastic pipe 


quality by a group that spent 2% years studying the 


effects of various plastic materials on drinking 
water. Countless tests proved conclusively that only 
plastic pipe made from virgin raw materials was 
completely safe for handling potable liquids. 


We, at Republic, welcome the rigid standards set 
forth by the Foundation, and are proud to display 
the blue seal on our FE (flexible polyethylene) Plas- 
tic Pipe. More important, we believe your salesmen 
can use this badge of acceptance as a powerful 
selling tool. 


Republic is further helping you sell by softening 
up the market with hard-hitting advertisements in 
leading trade, industrial, business management and 
consumer publications. Millions of sales messages 
reach your customers and potential customers every 
month, pre-selling for you in all the markets you 
service. 


Mail the coupon below to receive complete infor- 
mation on Republic Plastic a or any of the other 
profitable Republic products shown on these pages. 
Do it today. 


PR OF 


CHAIN PRODUCTS — include all types of welded ROOF DRAINAGE PRODUCTS a complete line FASTENERS — over 20,000 types and sizes of stond- 
and weidiess chain, chain slings and accessories that's competitively priced and ready for we. ard bolts and nuts ore wpplied in eye-catching, 
for home, form, product or production use. intelli- These high-quality products ore available in gal- tough, non-smudging pockages that moke attrac- 
gent packaging and labeling speeds handling vanized steel and ENDURO® Stainless Steel tive self-selling displays 


and identification. 


REPUBLIC STEEL CORPORATION 
Dept. C-1185 


3156 East 45th Street, Cleveland 27, Ohice 
Please send more information on 

C) Flexible Plastic Pipe [) Chain Products 

C) Steel Pipe C) Cold Pinished Bars and 


() Fasteners Shafting 
C) Nails and Staples ©) Root Drainage Products 


and, Stak Product Pe ve 


(Company 


Address 


ee eee nena ae eneeseunemseusemennenl 


City... 


Len aearas 
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“Here’s the big reason 
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PROMINENT DISPLAY of Delta tools in Horror, Rickard & McCone's 
large, well-lighted showroom. A well-planned advertising and direct 
moll program brings prospects in to see Delta tools demonstrated 


COMPLETE INVENTORY of Delta tools, ports ond accessories is 
maintained at all times to insure immediate delivery. 





we sell DELTA,” 


says Charles L. Haynes, President of 
HARRON, RICKARD & McCONE, Los Angeles, Cal. 


“We believe that good tooling is the life 
blood of industry. Not just tooling, but 
good tooling...that means DELTA to us.”’ 


Harron, Rickard & McCone’s eighty-one years of 
continued growth and expansion is a result of adhering 
to the firm’s one basic policy: carry only the finest 
industrial products, back them with alert, helpful 
service to the customer. 


SALESMEN ENTHUSIASTIC OVER DELTA 

Harron, Rickard & McCone’s salesmen really like 
Delta because it’s a complete top quality line of 
versatile tools—gives them a tool for every customer 
from the small one-man shop to big mass production 
plants. There’s another important reason why they 
like Delta, according to William F. Wolf, Vice 
President-General Sales Manager, who says: “Delta 
has consistently been a profitable line——even during 
depression years.” 


AGGRESSIVE SERVICING KEEPS CUSTOMERS SOLD 
Handling the finest quality products is only half the 
job at Harron, Rickard & McCone. Equally important 
is to back quality products with the highest type of 
cooperation and service. Here’s how the firm's “service 
that sells” policy has continued to keep customers 
sold year after year: 


Be Aware Of Customers Problems Making regular 
sales calls is important to customers, but even more 
important is that all Harron, Rickard & McCone 
salesmen are primarily engineers who can understand 
customers’ problems. And because they're thoroughly 
familiar with the Delta line they can be of rea! service 
in helping customers solve problems. 


Back Salesmen With immediate Delivery — Filling 
customers needs promptly is a vital part of Harron, 
Rickard & McCone’s day-to-day selling efforts. 


oe ral another product by 
“¥" ROCKWELL 


Left to right ore C. L. Haynes, President; W. F. Wolf, Vice 
President-General Sales Manager; Mulvey White, Vice 
President-Treasurer. 


For that reason a complete inventory of Delta 
tools, parts and accessories is maintained at all 
times—customers get what they need, when they 
need it. 


Promote Services [In addition to organized 
sales calls, Harron, Rickard & MeCone keeps 
customers informed of the firm's services through 
a continuous and well-planned direct mail pro- 
gram. A permanent Delta display, frequent dem- 
onstrations and advertising in industrial and 
trade publications also play important roles in 
promotion services. 

The continued growth and success of Harron, 
Rickard & McCone with Delta is typical of 
leading industrial distributors throughout the 
country. The reason: When Delta Quality is 
backed by dealer service of equally high quality, 
the result has proved to be ever larger and more 
profitable sales. Delta Power Tool Division, 
Rockwell Manufacturing Co.,634M N. Lexington 


Ave., Pittsburgh 8, Pa. 


DELTA QUALITY MAKES THE DIFFERENCE 





Witnessing the ex- 
trusion of a 2,000-ft. 
length of %" syn- 
thetic tubing for 
gasoline pump hose 
are Roy Shoemaker, 
Cletus Sursely, 
Charles Robinson 
and Russell A. Mac- 
Phee, dr. 


THEY LEARN TO EARN 


How H-R Distributors get ‘‘selling edge” at Training School 








DISTRIBUTOR PERSONNEL ATTENDING 
HEWITT-ROBINS TRAINING SCHOOL - OCT.15-19, 1956 


Arizona 

Pratt-Gilbert Hdwe. Co., Phoenix 
Roy Shoemaker 

Winois 

Mechanical Rubber & Supply Co, Peoria 
George Rosewoll 

Indiana 

Coffield Supply Co., South Bend 
R. P. Levert 

lovisiana 

Coastal Plains Supply Co., Shreveport 
Alien Leo 

Standard Supply & Hdwe. Co., New Orleons 
George LoPour, Jr 

Maine 

Russell A. MacPhee Co., Waterville 
Russell A. MacPhee, Jr 


Massachusetts 
Pittsfield Supply Co., Pittsfield 
Don Walsh 


P. T. Standard Ports Co., Pontiac 
Charles Robinson 
Cletus Sursely 


New York 
American Industrial Sales Co., East Syracuse 
Frank M. Smith 


Ohio 
Bigelow -Gibson, Toledo 
Robert Frank 
Bornell Supply Co., Piqua 
|. C. Hemilton 
Pennsylvania 
John Bridge Sons, Chester 
Cy Rishel 
Utah 
The Galigher Co., Selt Lake City 
D. E. Zimmerman 
Washington 
W eshington Belting & Rubber Co, Tacoma 
R. 5. Scott 


Wisconsin 

Machell Rubber & Supply Co, Milwoukee 
wi ter 
FH. Mochell 

Milwaukee Leather Belting Co, Milwaukee 
Howard Craft 
Fred Fritz 
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Distributor representatives from 
13 states recently spent a week at 
Buffalo as guests of Hewitt-Robins. 
They came to learn, and they 
weren't disappointed. They took 
part in class discussions on mate- 
rials, construction and application 
of conveyor belting and hose. Un- 
hurried tours revealed manufactur- 
ing and testing techniques and 
sales department procedures. Ef- 
fective use of Hewitt-Robins sales 
aids was demonstrated. The week’s 
activities included an afternoon 
tour of Niagara Falls and an eve- 
ning banquet. 

This session was the latest in a 
continuing series of seminars avail- 
able to all Hewitt-Robins distribu- 


tor personnel. 


1956 





BELT BUSINESS ® 


A Hewitt-Robins belt inspector explains how every 
foot of conveyor belting is carefully inspected. Inter. 
ested distributor “students” are (|. to r.) George 
LaPour, Jr., D. E. Zimmerman, Robert Frank and 
R. P. Lovett. 


@ PRECISION PROCESS 


R. S. Scott and Howard Craft examine rayon cord 
on 36-carrier vertical braider in H-R's Lead Press 
Hose Department. Precise braiding insures uniform 
hose behavior under high pressure and assures maxi 
mum resistance to burst with minimum weight 


SEEING THE SIGHTS ® 


Here, looking over Niagara Falls and Rainbow 
Bridge, are (1. to r.) George La Pour, Jr., Allen Lea and 
William Kerr. The tour included a sail on Niagara’s 
famous “Maid of the Mist” 


@ DIAGRAM DISCUSSION 


In the classroom, Elmer Wind of H-R's Belt Sales 
Department, discusses components of tensions de 
veloped in a conveyor belt installation with Fred 
Fritz, R. 8. Scott and Howard Craft 


FOR SERVICE AND INFORMATION 


OW BELTING AND HOSE 


DISTRIBUTOR SPOTLIGHT CALL YOUR LOCAL HEWITT. ROBINS 
INDUSTRIAL SUPPLY DISTRIBUTOR 


This notice appears in every advertisement in our Indus LISTED 1] THE “YELLOW PAGES” 


trial Rubber Products Division to direct readers to your LA 
listing in the local classified telephone directory —_—— 
ZB 


HEWITT-ROBINS, STAMFORD, CONNECTICUT 
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“TOP BILLING” EXTINGUISHERS 
MEAN PROFITS FOR YOU! 


The famous Kidde line has top billing as the world’s 
finest fire extinguishing equipment. Kidde is first 
in advertising and promotion . . . first in quality and 
performance 

And there's more! Our national marketing policy 
restricts the number of distributors in any given area! 

As a Kidde distributor, you can sell the complete 
line of Kidde fire equipment . . . a line which sealeden 
wet chemical santalibe with choices of container 
metals, construction, and operation; pressurized or 
cartridge-operated dry chemical units; and trigger 


or squeeze valve-operated carbon dioxide extinguish- 
ers; pressurized or cartridge-operated water and 
jor star units. More than thirty models in varying 
capacities to choose from! 

Kidde operates conveniently-located warehouses 
waiting to serve you. That means maximum con- 
venience of selling a minimum of inventory 

With these advantages, selling the Kidde line 
means profits for you. So, get into the act now! Write 
to the Kidde Market Development Department 
today! 





Walter Kidde & Company, Inc. + INDUSTRIAL AND MARINE DIVISION 
1222 Main $t., Belleville 9, N. J. © Welter Kidde & Company of Cenede lid., Montreal - Toronto 
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CUSHMAN 


=o Chucks -abilit 


Cushmon Chucks give Chuck-obility o “plus 
valve advertised in the leading metalworking 
trade journels read by your customers. Cushmen 
helps you sell Chuck-ability by offering distribu 
tors the following chuck selling tools designed to 
increase chuck soles and keep good customers 
sold. Write today for details 


No. 65C Condensed Catalog Twelve-page, two-color, 8% x 11 illus 
trated catalog listing prices of all Cushman Manually Operated Chucks 


Bottom of front cover imprinted with your company name and address 


No. 196C Chucks Requiring Adapter Plates Sixteen-page, two-color, 
3% x 6% booklet listing prices of all Cushman Manually Operated Chucks 


for mounting with adapter plates. Bottom of front cover imprinted with 


your company name and address 


No. 196D Cam Lock Spindle Nose Chucks —- Same as No. 196C, but 
listing prices of all Cushman Manually Operated Chucks for mounting on 


Cam Lock Spindles 


No. 196E Long Taper Key Drive Spindle Nose Chucks —— Some format 
as No. 196C, listing prices of all Cushman Manually Operated Chucks for 


mounting on Long Taper Key Drive Spindles 


No. 54 Magazine Insert — A two-color insert designed for use in MILL 
AND FACTORY, and available for use in other standard-size (8%," x 
11%") magazines. General description of Air Operated Chucks on one 
side and Manually Operated Chucks on the other side. Your company 


name and address printed at bottom on both sides 


Pocket Catalog — For your prime accounts! This pocket catalog com 
bines in miniature size the two Cushman General Catalogs on Air and 
Manually Operated Chucks. All chucks fully described, detailed and priced 


Your company name imprinted at bottom of front cover 


Advertisement Reprints — Two-color Cushman advertisements currently 





appearing in national metal-working trade papers. An excellent piece to 


be included in your direct mail program. (Not imprinted.) 


CUSHMAN 
CHUCKMAN 


a world standard for precision ‘alae SOLD THROUGH INDUSTRIAL DISTRIBUTORS 
CUSHMAN CHUCKS ... 


@ Product of Americon Quality, 
leber and Moterials. 
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MORSE TWIST DRILL & 
MACHINE COMPANY 


Subsidiary of Van Norman industries, inc 











lebor and Moterials Air Operated Chuchs, Cylinders, anc Accessory Equipment The Cuyvenman 
Power Wrench . Cushman Manually Operated Chucks and Face Pinte Jaws, ’ 
- 


oR, — 1 















Write for Catalog GW 


M.B. SKINNER CO., South Bend 21, ind. 
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Designed for rugged use, the Emergency Pipe Clamp is a clamp of 
almost unlimited strength. You might say it looks fairly simple. Yet fifty years 
of experience have gone into its design... the heavy ribbing to “take” the 
bolt-pull, the skillful shaping of the bolt lugs for terrific strength and a free 
wrench swing. The full length, massive hinge which no strain can loosen! The 
over-thickness of metal throughout to make child's play of any pressure! The 
glove-like fit... result of shaping each clomp over an occurate mandrel, 
pulling it down with a | 2,000 pound air vice and sledging to complete snugness 

Made in all pipe sizes 2" to 12” for steel pipe and in cast iron pipe 
sizes from 2” up 


Carried in stock by over 1300 distributors! 





| SKINNER-SEAL 
—— lhl 


EMERGENCY PIPE CLAMP. 
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sales meetings for your 
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THE JEFFREY MANUFACTURING CO, COLUMBUS 14, OnI0 
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NOW! 


SPANG 


CW GALVANIZED FINISH 


IS BETTER THAN EVER! 


New quenching facilities at Etna produce improved bonding, 
longer pipe life for your installations 


Spanc takes the lead again in product improvement by 
the addition of new quenching facilities in the manu 
facture of galvanized CW Steel Pipe. These facilities 
handle 4" to 4” pipe after it has been galvanized, cooling 
it in a sodium dichromate solution from 800 F to 160 f 
under close control 

This careful quenching results in a better bond between 
the layer of zine and the steel surface of the pipe, and 


increases the ductability of the zine coating. 


Here’s what it does for you 


> 
First, the stronger bond gives you added assurance that 
the galvanized finish on Srpanc CW Pipe will not crack, 
flake, chip or peel, even under the severest bending strains 
Second, the chemical reaction of the sodium dichromate 
on the finish retards the formation of white rust on the 





in adding extra service life, 


pipe, an important tac 
especially when ocean shipment ure involved, In addi 


tion, the galvanized, lustrous finish stays brighter longer 


Add io this all the othe quality control feature that go 


into the manufacture of Spanc CW md you have a 
top quality produc t for lop quality imstallation i steel 
pipe that s clean, uniform, strong, easy to work with 
lake acvantage ol SPAN quality control Order 
Spanc CW Pipe from your nearby Sranc Distributor 


He carries the complete ling 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 






Office, two Gateway Center, Pitteburgh, 
¥ ices AN@a, Bow 7 0 Howeton 
s, Mew York, Prbadeipotie, Pittet wh . Lows 
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ad a Osberw Brushes 








BY OSBORN 


*K 


TOP PROFIT LINE of brushes 
that selis on every industrial call 


Make extra profits from the steady demand for 
all types of industrial brushes. Sell Osborn 
maintenance, paint and power brushes on every call 
Your customers are already sold on Osborn 
through consistent advertising. Proved quality has 
established unequalled acceptance of Osborn 
brushes 
On your next call—and every call—ask for a 
brush order. The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Obio. 


> 
OSBORN MAINTENANCE, PAINT AND POWER GRUGHES «© FOUNDRY MOLDING MACHINES 
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with BONNEY TOOLS 


you can sell anywhere! 


It's true! When you carry the full line of BONNEY TOOLS—you have 
the key to any door. In the automotive, aviation, construction, railroad, 
refrigeration, shipbuilding fields... throughout general industry .. 


you can sell precision-built, quality tools made for the job. 


eeepc a aE ES Hast it w sony 


Bonney Tools rate tops in mechanic preference, 
too. And when it comes to something special, 
different — you can always count on Bonney to 


bring you the newest tools. . . first 


The right tools the right brand... the right kind of 


g » desk — regular, consistent advertising in the magazines your cus- 
many tools to customer specification. tomers read—they all add up to a real sales winner. Ask us 
Write to us about any tool problem. to show you how it pays to stock and sell Bonney Tools 


BONNEY FORGE & TOOL WORKS + ALLENTOWN =~ PENNSYLVANIA 
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These Smoother Running V-Belts 
Lower Your Customers Operating Costs 


are measured at the factory under controlled humidity 
and identified for precise matching. They are then vac- 
uum-sealed in moisture-proof aluminum lined bags. The 
result—no shrinkage or elongation in storage sus- 


Condor V-Belt engineering makes the difference. The 
strength member is micro-positioned in heat dissipating 
rubber for a smoother running, cooler running drive 
for longer life with the heaviest power loads. Condor 
V-Belt sidewalls are made straight to put positive 
preesure on the sheave grooves for more grip 

leas slip. Straight sidewalls help support the super 
strength synthetic cords of the belt in a straight line eo 
that all cords pull equally deliver their maximum 
share of power. Controlled length is accomplished 
through prestretching during manufacture to remove 
inelastic stretch that might otherwise occur on the job 


NOW ...Moisture-Proof Vacuum Packaging 


R/M's exclusive new vacuum sealed moisture-proof 
packaging assures positive V-belt length control for 
users of longer lengths in C, D & E cross sections! Belts 


MANHATTAN 


tained uniformity on the drive! Length is certified 


from the factory to the field 








R/M Poly-V* Drive 


A New Belt Drive Concept For Heavy-Duty 
Power Transmission. Eliminates V-belt match- 
ing problems. Delivers up to 50% more 
power in the same space as regular V-belts 
or equal power in less space 

Write far copy of Poly-V Drive Bulletin #6638 


(*Poly V is o registered Roybestos Monhotten trademark 





RUBBER 


RAYBESTOS-MANHATTAN, 


JERSEY 


INC. 


DIVISION—PASSAIC, NEW 


& ® Re Re iS tee OD 


Flot Belts Conveyor Belt 


Roll Covering Tank Lining Abrosive Wheels 


Other 8/M products inctude: Industriel Rubber * Fan Belts * Radiator Hose * Broke Linings * Broke Blocks * Clutch Focings 
Asbestos Textiles * Pockings * Engineered Plastic, and Sintered Metal Products * Loundry Pods ond Covers * Bowling Balls 
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Wherever you sell your products 
The Yellow Pages 


Helps Industrial Buyers Find YOU! 


It’s as true for the distributor with a thousand prospects as it is 
for one with a hundred ...asure way to sell your line of industrial 
products is to advertise in the Yellow Pages. 


Remember—Buyers of industrial equipment and services rely on 
the Yellow Pages when they’re looking for sources of supply. 


For more information, get in touch with the Classified Directory 
Representative at your local telephone business office. 


Advertisers of branded industrial products 
are using this emblem to tell buyers 
where to find their local distributors 
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- From micro-mechanics to forgings-there's 


a NICHOLSON or BLACK DIAMOND 


file for every purpose 
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On The Distributor’s Team 


Warren Tool Corporation offers distributors 
5 ways to lower overhead —raise profits. 


NEW DECIMAL PACKED CARTON 


Designed for saving warehouse or shelf 
stocking space. Stacks as high as you want 

there's no danger of ediinn be 
cause tools inside support the extra weight 
Quicker inventory .. . each Flanders Blue 
carton’s contents plainly marked. 


FAST SHIPPING 


Operation procedures from receipt of order 
to shipment are based on a 3 day schedule. 


PRODUCT AND PRICE 


The complete Warren-Teed line has been 
designed and tested to stand up under 
toughest conditions . to make Warren- 
Teed tools better products with more features 
to sell at a competitive price. 


INQUIRY HANDLING 


All inquiries received at the Warren Tool 
plant are processed within 24 hours and 
sent to the distributor nearest the prospect. 
You get the inquiry while the prospect is 
still interested. 


EASY-TO-USE CATALOG 


An attractive, colorful presentation of all 
the tools in the Warren-Teed line, complete 
with prices, sizes, weights, etc. “Easy 
reference” design saves you time. Got 
yours? If not, let us know. 





WARREN TOOL CORPORATION 


Mewefacturers of Harren leed and Dew! ralway tract tools 
General Offices Warren, Okie 


Rapert Division . - 10 Cherch Si New Vert NF 
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You get MORE 


with a Fexr ope 


r P 
os Drive 


% 


Texli 77 4 
Bac iy aa 6Franchise 
os 


oo Profitable stocking plans nation-wide 





sales assistance organization... selective 
appointments. rapid deliveries through 
expanding manufacturing facilities and 


Vari-Pitch field stocks ... national advertising... free 
promotional aids such as imprinted liter- 


Sheaves ature, displays, working models, direct 
mail, films, and identification material . 
sales schools... engineering help... it’s 
all part of a Texrope drive franchise 


AND all of it, plus the invaluable selling 
power of the Allis-Chalmers and Texrope 
drive names, is now available to selected 
industrial distributor 

FOR DETAILED information on these 


profitable franchises, get in touch with 
your nearest Allis-Chalmers District Office 


Magic-Grip 
Sheaves 


or fill out and mail the coupon below 


FOS 22S SSS SSS SSS SSSSSSEASSASSSEASASISEGEOM, 


Allis-Chalmers wr 
General Products Division 
Milwaukee 1, Wisconsin 


I am interested in hearing more about 
the advantages o exrope tranchim 


Please have ‘ resentative call 


Magi-Key 
Sheaves 


Texsrepe, Teslite, Vari Pitch 


eee eee eee eee eee eee eee eee 


Mag: Key are A + Che SPSS SSS SSF SS SSS SS eee KH ee ee ee ee ee eee 


ALLIS-CHALMERS 
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TO YOUR 
BEARING PROBLEMS 


The availability of oil-filled, self-lubricating sintered powdered 
Bronze Bearings is greatly enlarged by the many sizes that are 
included in the new Bunting Standardized sintered 

Bronze stock line. Chemical and physical specifications of these 
Bunting stock bearings are ASTM-B202 Type I, Class A. The 
material also meets the requirements of SAE Type I Class A, 
AMS-4805 and MIL-B-5687A Type I Comp A. The basic 
composition is 90% copper and 10% tin of high purity. 


This high quality powdered bronze with built-in lubrication 
together with Bunting Cast Bronze Bearings made of Bunting 
No. 72 Bronze (SAE-660) give mechanical production and 
maintenance the means of finding the simplest, best and most 
economical answer to any bearing problem. 


Boru Bunting Cast Bronze and Bunting oil filled, 
self-lubricating sintered powdered Bronze Bearings and 
Bars are available to you through your nearest 
Bunting Distributor. He has in stock all sizes for your 
immediate needs. Ask him or write for complete lists 
and dimensional data on Bunting Cast Bronze 

and Bunting Sintered Bronze Bearings. 


dues in 


This edver | appears a 
tren Age ©¢ Mill & Factory 
Machinery © Modern Machine Shop ® 





Seuthern Power & industry ¢ Steel 


BUSHINGS, BEARINGS, BARS AND SPECIAL PARTS 
OF CAST BRONZE AND POWDERED METAL 


The Bunting Gress end Bronze Company + Telede 1, Ohie + Branches in Principal Cities + Distributors Everywhere 
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WITH ALEMITE 


Scores of 
plants need the 
savings 
you offer... 


material handling pumps 


Any plant can have efficient, clean transferring of 
Deliver any semi-solids and fluids—with fast, powerful Alemite 
VERSATAL Pumps! Man-hours spent in hand 
material direct from transferring of materials are eliminated 
No waste .. . drums are pumped completely 
original drum! empty! No shutdowns for refilling! 
Save tabor, time Materials flow through fully-enclosed 

systems. Floors are kept clean, dry, 


sanitary! Heavy materials can be 
and materials! pumped, at lower temperatures, 
higher, farther, faster with 
Alemite Versatat Pumps! 





VERSATAL MODELS 


fit wide range 
of applications 


Powerful, VERSATAL “Super- 
0” Pump, illustrated, gives 15% 
faster output than comparable 
models. High-speed pump with 


tremendous reserve power (4 


TUT to 1 ratio). Big 3° Sealed Air 

Motor. No exposed moving 

parts. No adjustments. No oil 

: wea - ing required. Lightweight with 

— increased efficiency. Weighs 

VERSATAL only 43 Ibs.! 
Material Handling Equipment 
Products of STEWART-WARNER CORPORATION 
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C/VE YOURSELF A 


$< Page 


ON INDUSTRIAL 
BRUSH 


W hen you sell MILWAUKEE Industrial Brushes you 
sell customer satisfaction. You not only have a line to 
offer where each individual type fully meets the need 


but a line that rewards you through re-orders. 


Quantities of any type, purchased any time, are uni 
form throughout. Here you can get full cooperation to 
smooth the way to sales—here you can always depend 
on top quality—here is your logical source of supply 


whether for standard or special types 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R-54 
IT FEATURES 
THE COMPLETE LINE 
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HOLLYWOOD 
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Dore Schary, Head of M-G-M Studios, tells how 


‘| send Liz Taylor home every night!’’ 
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Planned with 66-year tesi 
the finest facilities Girecte cha'ne of valves tor new Rochester home of 
tobuiliad * . WILMOT CASTLE COMPANY 
the finest of cars 





.., equipped with 
JENKINS VALVES 


JENKINS 
VALVES => 
— 


Oe 











From Cast to Weer be re age jermine Valves help 


contemporary schools 


, , . : » tit 1e 
Where pipelines are life lines meet strict economy tests 


JENKINS 


———— 


VALVES @> 
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For the buildings 
that set today’s 
top standards... 


JENKINS VALVES are the choice of more and 
more leaders in the construction field—and of 
managements concerned with future operating 
economy — whether the buildings are industrial, 
commercial, or institutional. 


Jenkins spreads this news with advertisements 

like these, featuring outstanding installations, in 
FORTUNE, BUSINESS WEEK, and leading mag- 
azines read by architects, contractors, consulting 
engineers, plant engineers, and purchasing agents. 








This sound evidence of builder preference gives 
the Jenkins Distributor a solid support in his bids 
for new building business. And every new Jenkins 
installation sets up a good customer for mainte- 
nance stocks of Jenkins valves and discs to take 
care of piping system changes, extensions, and 
normal replacements. 


JENKING VALVES Being.» a4 , Ma 
—eesittiotendin ant Intensive cultivation of the important building 
Hebert of bee cing eMeeny market is only one phase of Jenkins promotion. . . 
just one of the many reasons why it pays, and pays 
well, to be a Jenkins Distributor. Jenkins Bros., 


100 Park Ave., New York 17. 


JENKINS 


LOOK FOR THE Ciamone Mate 


EVAN VALVES= 


VALVES @> } 
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Starved bearings kept 3 men per shift on 
the jump until Keystone ended the trouble 


Lazy lubricants for bearings on vibratory screens 
and conveyors made constant trouble for a major 
coal company. Lubricant separation in the lines 
caused air blocks and these led to starved bearings 
and repeated, costly shutdowns. 


The electrical signal system, installed to warn of 
lubricant stoppages, was constantly busy. 3 men per 
shift worked full time to answer the red light warn- 
ings to disconnect and free the valves and pipelines 
of separated grease. Meanwhile, lubrication costs 
were soaring—lor even under normal conditions, it 
costs at least $3 to apply $1 worth of lubricant! 


Over a 2'4-year period, the Company tried many 
lubricants—always without success, The trouble con- 
tinued and went from bad to worse. It ended only 
when the nearby Keystone Distributor and 
Keystone’s Lubrication Engineering Staff teamed 
up on it. Out of Keystone’s experience and the 
Distributor’s knowledge of local conditions came a 
specific recommendation, And out of the Distributor’s 
stock of Keystone products came the very lubricant 
needed to end line stoppages—Keystone No. 44 


When you have 


involving temperature, 


a critical lubricating problem— 
pressure, speed, moisture, 
vacuum or resistance to corrosion—don’t look for the 
answer in “all-purpose or “economy” greases. 
Instead, get in touch with your Keystone Distributor. 
He can simplify your ordering, reduce your inven- 
tories, and save you time and trouble by helping 
you choose a lubricant formulated for the specifi 
job one of Kevstone’s Spe ialized Lubricants, backed 
by 72 years of experience. Keystone Lubricating Co., 
2ist & Lippincott St Phila. 32, Pa.—Est. 1884 


SEND FOR FREE 
APPLICATION 
GUIDE 


Ful nformation 
on how to avoid 
lubrication trou- 
ble s yours for 


ey Be SPECIALIZED 
get one from your +UBRICANTS 
Ke yatone Distrib 
ut 


TRAGE Mane 





MR. DISTRIBUTOR: Here's another report on savings 
and increased production resulting from the use of a 
Keystone Specialized Lubricant. We urge you to utilize 


this, as well as other Keyst use studies in your selling 
for such lubricant performance can help you win new 


customers—and keep them sold 
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Ils A Situation Like This 


Sealing Your Profits 7 


Srey 


This fellow’s boss should know about Lamson’s new Stack-Pak 
Packaging. It could save him plenty in terms of time, trouble 


ond cold cash 


Téke, for instance, the new Lamson Stack-Poks made from 
tugged corrugated board. The structural strength of the cases is 
such that you can safely stack them 16 high. They’re light-weight 
yet tough, which means real savings in shipping and easier 
faster, less expensive handling. In a carload, for example, 
there's 1800 Ibs. difference between the weight of wooden 
boxes and the new corrugated cases. You can save as much 


as $35.00 per carload by buying bolts in Lamson Stack-Paks 


Finally, products are packed in case sizes in accordance with 
their sales expectancy which means there's no need to over 


order or invest in large inventories 


Lamson Cartons, too, have been completely redesigned They 
are made from Solid Kraft Tufbord", will not break open, and 


bright new labels readily identify the contents 


es, Lamson Stack-Pak packaging can save real money for 
the distributor in handling costs. Insist upon it when you buy 


bolts and nuts! 


Send for your free brochure giving the whole Stack-Poak story 


LAMSON 


1971 West 85th Street - Cleveland 2, Ohio 
PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM «+ CHICAGO 
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p with... 


for efficient, oqpacmica! use of steam—recommend the tra 


just one moving part 


...for easy maintenance 


The simplicity of Nicholson steam traps three basic elements, just 
one moving part... pays off big in performance for the user, and in 
profits for you! 

There’s a big, broad market for Nicholson wherever steam is used 
And simplicity ... Nicholson simplicity gives you an important 
product superiority to sell. On such simplicity can rest the economical! 


use of steam... the efficiency of process operation 


Powerful valve action 

Tight, positive shutoff 

No dribbling, no steam waste 
Each unit service tested 


Sell simplicity. Sell Nicholson. 


Write today for new 
Bulletin 10-55 


Ot Nicuo LSON cod Conpary 


TRAPS + VALVES + FLOATS + METAL PARTITIONS 
LAUNDRY, DRY CLEANING AND PRESSING MACHINERY 


14 OREGON STREET, WILKES-BARRE, PA + SALES AND ENGINEERING OFFICES IN S98 PRINCIPAL CITIES 
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U.S. Gasket—Belmont Packing 
Distributor Sales Aids 
help you cash in on 
their powerful 
National Advertising 


an 
i "AChince®” 





Attractive, informative, complete Literature on all products, im THE U.S.G.—~BELMON 
printed with your name; Direct Mail Material, Traveling Exhibits, 
Catalog and Publication Inserts for your own local advertising * 


lets you take full advantage of all U.S. Gasket— Belmont Packing y- 4 DICTRIBUT 
National Advertising in your territory P 8 OR 
If you are not a U.S. Gasket—Beilmont Packing Distributor but 
wish more information, write Harry Stott, Gen. Sales Mgr., Box MOST WANTED LINE 
648, Camden, New Jersey Eleven Profit Leaders 


NATIONAL ADVERTISING 
4 Million Messages Annually 
Many thousands of Inquiry Referrals 


, lJ S e745 431 ° DISTRIBUTOR TIE.IN MATERIAL 
oO 4 . _ Attractive informative Literature 
BELMONT Mailing campaigns, Traveling displays 


NATIONWIDE FIELD FORCE 
for Distributor Sales Assistance 
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TO NORTON DISTRIBUTORS’ SALESMEN: 


Great news about your broadest market 


for grinding wheels... 
general purpose wheels 


Norton general purpose wheels offer you a big opportunity for profitable sales. 


They are used by more of your customers than any other type of wheel 


As you read this, your customers are reading about the 
top-ranking advantages you can add to their general 
purpose bench and floor stand grinding, and mounted 
wheel operations. Popular metalworking magazine ads are 
letting them know that you supply Norton wheels in 
every abrasive-and-bond combination they need — to save 
time and money across the widest range of grinding jobs. 


They're learning more, too, about 44 aLuNDUM® abra- 
sive — the new, revolutionary Norton development that’s 
tops among all non-premium priced aluminum oxide 
abrasives. You can add plenty of proof that tough, versa- 
tile "44" wheels will solve plenty of grinding problems 
with outstanding performance for less 


for new users 


money. 
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We're putting you on the map 


Our messages to your customers also 
map out how convement you are to them 

and promote you as their contact with 
the largest, most efficient service and sup- 
ply system in the entire abrasive field. 
Your prompt deliveries are mentioned, 
too, as well as your ability to give details 
on how Norton wheels — including the 44 
ALUNDUM abrasive newcomers — bring the 
product-improving, profit-boosting 


"Touch of Gold” to every general purpose 


grinding job. 


Full of facts and prices 
that help you sell 


This latest Norton wheel catalog contains plenty of information and 
recommendations on the types of wheels that give best results in par- 
ticular grinding jobs. List prices 
are there, too — as well as a brand 
new supplement covering dis- 
count net prices for the complete 
line. 

Remember, these good selling 
tools are made even better by the 
advantages we're crediting to you. 

All of which add up w bigger 
profits for your customers and 
yourself, so cash in on Gus promo- 
tion! Nonton Company, Worcester 


6, Mass. Export: Nortou Beblr- ite 

: *Trade-Mark Reg U.S. Pot. OF. and foreign Countries 
Manning Overseas Incorporated, 
Worcester 6, Mass. 
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Here's your 


“Buide 


to the world's 


ab at-t-1at- baled lol -1-to ite (-T- balebaha-y- 


standard enclosed 
gear drives 














Gu* 2 Tp 
Foote Bros. 
Line-O-Power Drives 


Available in straight line and right 

angle units, Line-O-Power drives 

feature Duti-Rated gearing. Foot or 

flange mounted, single, double, triple Louis Allis Gearmotors 
or quadruple reduction. Cast housing Famous, dependable Louis Allis 
assures permanent alignment. Ra motors and Foote Bros. quality Duti 


ties to 2726 to 1. CATALOG LP NO.3 Rated Gearheads form a pertect com 
j bination for power. Capacities range 


to 150 h.p., output speeds to 780 
r.p.m. Available foot or flange mount 
ed, horizontal or vertical models 
CATALOG MO 


7 
Foote Bros. 
Maxi-Power Drives » 
Compact, rugged helical geared units 
provide years of trouble-free, de- 


pendable performance. Designed tor 
severest service. Available in ratios Foote Bros. Mygrede Drives 


up to 360 to |, capacities to 1950 h. o Here's high efficiency and load car 
CATALOG mPs tying capacity for heavy duty. Preci 
) sion worm geared Hygrade drives are 

available in ratios up to 4108 to 1 

capacities to 260h.9.CATALOG HGB 





















































For complete details on 
any one, or all, of the 
drives shown here, 
write for informative 
literature note 
specific catalogs 
designated. There's a 
Foote Bros. size and type Foote Broz 
Worm-Helical Gear Drives drive to meet every need 
Vesigned tor heavy-duty stirring, 
mixing of agitating applications, 


Foote Bros. Worm-Helical Drives are ; =! 
available with horizontal input shaft, ; ~ 
vertical up of down or both output 
shalt. Ratios range to 285 to 1, ca- 
pacity to 128 h. op. CATALOG WHB us. PAT. OFF Fiallde Townes om eomge — i. 
FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 $. Western Bivd., Dept. 10, Chicago 9, Illinois 


















































————— 
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Here's 
a fine product 
that your 


customers need ..... 


with plenty of 

convincing features 
that you can 
demonstrate 


fo a really 


big market ......+++- 


ALKER- URNER 


You can sell more Walker-Turner 
“Light-Heavyweight” Tools this way... 


Unusually fine engineering — the 
kind you normally find only on 
heavy, expensive machines. 


One-piece head casting — no slots or 
clamping devices to impair accuracy. 


10-spline spindle, with full 6” travel. 


e 4. Wide range of five speeds — 260 to 
2600 rpm, or slower, depending on 
choice of motor. 


> 


This precision tool is needed in every 
plant doing fast production drilling and re- 
lated operations in metals, wood or plas- 


Walker-Turner “Light-Heavyweight” 


20” Drill Press — Hand or Power Feed — 
full 6” spindle travel - 1100 Series 


Four ball bearings; double-row 
spindle nose bearing. 

Can be equipped with Power Feed 
or Air Feed, 

Available in floor or bench models 
Can be set up in any number of 
multiple spindles 

Rugged dependability is built-in. 
A “big performance” machine at 
a “light machine” price. 


tics. With Power Peed or Air Feed it will 
put any plant doing repeated operations 
in a much better competitive position 


If you're selling Walker-Turner “Liont-imavyweiont” Tools now, 


ask your 


W-T representative for special sales helps; he's there to 


help you make more sales. If you're not now a Walker-Turner 
Distributor, we'll be glad to tell you if a W-T distributorship is 


available in your iocality. 


DRILL PRESSES, HAND AND POWER PEED —- AIR PRED DRILL PRESS ATTACHMENT 


HADIAL DRILLS —— WOOD AND METAL CUTTING BAND SAWS 
LATHES - 


RADIAL SAWS ~~ JIG SAWS -—— CUT-OFF SAWS 


JOINTERS 
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RELY AND DISC SURPACERS — 


TILTING ARBOR SAWS —— 
SPINDLE SHAPERS 
PLEXIGLE SHAFT MACHINES 








_— 
r-SLOT 


Zee DISTRIBUTORS 


AND 


DISTRIBUTOR SALESMAN 


Are YOU—“Cashing-in” on this IMPOR- ¢ 
TANT part of the ARMSTRONG line by 
carrying adequate stocks and promoting 
sales on ARMSTRONG SET-UP and 


HOLD-DOWN TOOLS? \ 


oe 
ARMSTRONG Set-Up and Hold-Down . 


Tools reduce setting-up time—keep men 
and machines producing. Designed for 
use on planers, drill presses, milling ma- 
chines, etc., they hold work securely and 
rigidly, and thereby reduce spoilage and 
prevent costly accidents. 


ARMSTRONG Bulletin SUT gives com 
plete information. 


o ° Write for Circular 


if 
“= - - om A! hve _— 
r 
P STRAP 
OT BOLTS AND Ni LAMPS 


nas ARMSTRONG BROS. TOOL CO. 
ae : 


“The Tool Holder People” 
2765 W. ARMSTRONG AVE CHICAGO 30, U.S.A 
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Twice the 
performance 
at half 

the cost... 


CHUCK 


Jacobs and your industrial supply distributor are 
ready to deliver the chucks you need and the serv- 
ice you deserve. First in chucks . .. first in service. 


THE JACOBS MANUFACTURING COMPANY + WEST HARTFORD, COWN. 


The Jacobs Ploin Beor The Jacobs Rubber The Jecobs Model 96 The Jacobs Bali Beor 
ing Chuck fer drill Flex™ Tap Chuck for Collet Chuck for grind ing Super Chuck for 
presses, portable elec tapping heods ond im ing machines, millers heavy duty ond pre 
tric ond oir tools pect tools and jig borers cision industrial use 


he Jacobs Model 91 


Spire 
hwck for t 


Sie 


N 


om 





‘ 
. 


‘ 4, 


An industrial distributor asks 


3 leading questions about V-belts 


ergo . La 5 

l I'm tired of ‘one belt’ sales! 
] . «99 

Can Veelos build my volume? 
Yes! Selling Veelos is selling volume. You sell by reels, 
not by belts, turn small orders into large orders. With 
four 100’ reels of Veelos (O, A, B, C widths) your cus- 
tomer replaces up to 316 different sizes of endless belts 
Veeloa Belts get used constantly because they're adjust- 
able to any length. No waste—no useless deterioration 
in storage, And Veelos stores in mere inches! 








3 “With Veelos, can I meet 
customer needs quickly?” 


Yes! You never have to over-stock, because Veelos is 
packaged in 100° reels—-each reel in its own tough, cor- 
rugated box. You can ship to your customer in these 
same cartons! There's a Veelos belt for every possible 
requirement, and your storage is as easy as your custom- 
er's. With Veelos, nobody has to maintain a huge in- 
ventory and you can meet customer requests quickly 


and easily! 


) “Is it true that Veelos cuts 
“" installation and down-lime?” 


Yes! You've got a terrific selling point here Veelos is 
an adjustable belt. Veelos adjusts to any drive, any 
length Your customer doesn't have to tear down out- 
board bearings, reset, tilt or move motors to replace a 
belt! Veelos is easily altered by adding or removing 
links-—and you don’t have to stock hundreds of matched 


’ 
sets to meet customer emergencies Veelos cuts cost 





Veelos is sold exclusively 
through distributors. For 
information, write to: 


MANHEIM 


Manufacturing & Belting Company 


Veolos is known os 114 Stiegel St., Manheim, Pa. 


Veelink outside USA 


“Industrial Beit 
Specialists Since 1911” 


MMAEB. Co. 1956 


Adjustable to any length « Adaptable to any drive « Balanced power « Constant power » panne ess power 





the Psychologica) benef 
kaging [re also ; 


nce of oy, belies IN our Prod. 
Uct. Sure ©artons cosy More. Buy We believe a 
good Product deserve, & good Package 


's of 
™Portany It’s 


Please send me « free 


Copy of Keepi, 
Nome 


~@ Faith 
Tithe 

Company 
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RBaW FASTENERS - 57/077 


62 


“Pprecia 





Net pricing for fasteners 


a big hit with distributors 


HEN IMPROVEMENTS can be made, you can 

always look to RB&W to take action. This 
time, it’s in a way especially welcomed by dis 
tributors. Price lists for nuts and bolts are 
now on a net basis 


Is this change in practice a long needed and 
helpful one to the industry? The enthusiasm of 
the letter writers spe«ks for itself. Distributors 
will save time, simplify bookkeeping. avoid em 
barrassing errors. 

Progressive thinking holds true for every 
phase of RB&W's operations. If there's a meth 
od or equipment to help us offer still more 
fastener quality for the money, we install it 
If there's a service that can help bring more 
business your way, we offer it 


You too will find dealing with RB&W good 
business. Everybody knows the quality of 


RB&W fasteners. And prices are competitive 
Contact our nearest office for information 

Russell, Burdsall & Ward Bolt and Nut Com- 
pany, Port Chester, New York 


T11th year 


Plants at: Port Chester, N. ¥; Coreopolis, Pa, Rock Falls, ti. 
Los Angeles, Colif. Additional sales offices at: Ardmore 
(Phila.), Pa., Pittsburgh; Detroit; Chicago; Dalles; Sen Fron- 
cisco, Sales agents at: Milwovkee; New Orleans; Denver 
Distributors from coast to coast 
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Point of any assembly 


Check these Seven | 
important VICTOR Sales Features ) _ 
that Generate | 
GREATER BLADE SALES 
FOR YOU 


From Victor’s Seven Points... 
that Point the way to 
MORE PROFITABLE SALES, 
SATISFIED CUSTOMERS: 





Excellent Marking and Finishing 


Your customers appreciate the fine, clean, craftsman-like appearance of 


Victor blades. What's more, they know the importance of clear, easily read 

markings, for a well finished and well marked blade eliminates rust and 
assures faster, safer work — under all shop conditions. That's one reason 
why they specify Victor Blades — every time. And that’s another good 


reason why Victor Blades are a hands-down favorite for sales! a 


if YOU CAN'T CHECK “YES” TO ALL 7 POINTS 
iT WILL PAY YOU TO CHECK THE VICTOR LINE NOW! we 


; VICTOR SAW WORKS, INC 
SOME TERRITORIES OPEN Middletown, N.Y 


[ ) HAVE SALES REPRESENTATIVE CALL 
FOR QUALIFIED DISTRIBUTORS 
Victor Blades [) SEND CATALOGUE #43V 


are manutactured by 


VICTOR  wecoitrown nr. vss 


Maker: of Hand and Power Hack Saw Blades, Frames 
Metal and Wood Cutting Band Saw Blades 
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Ever try to figure 
pipe service in | 
dollars and cents?® 


Probably not. But we have — because we feel it’s 
something our customers should know. 
Here’s what we've found out: For all-around use, 
in every type of building and industrial application, 
National Steel Pipe gives you the ultimate in service 
for every dollar you spend. 
Where strength, durability, ease of installation 
and quality are concerned, National Pipe is “tops.” 
That's why it is the largest selling pipe in the world! 
Here are some of the more specific advantages 
of National Steel Pipe, that make it, dollar for 
dollar, your best buy in pipe. 
. Compietely Uniform — in metallic structure, ductil 
ity, strength, corrosion resistance, surface finish, wall 
thickness and diameter 

. Threads and Cuts Easily — unvarying quality of 
the metal eliminates slag inclusions, laminations, and 
blisters, The steel cuts clean—retains its characteristic 
strength ever: in the lightest part of the smallest 
thread 

- Makes Sound Joints—for permanent soundness and 
tightness, the uniformity and accuracy in manufac 
turing have made unequalled pipe jointing records for 
National Pipe . . . whether welded or coupled 

. Coils and Bends Well — possesses that full measure 
of strength and ductility needed for smooth coils and 
bends. With National Pipe you can estimate time, 
labor and material closely without worrying about ex 
cessive loss. 

. Rigidly Controlled—from raw material to finished 
product, one organization has rigid control over the 
manufacturing steps that produce Nations! Pipe 


ie 


ntti. 
bc 
“ 


. Thoroughly Tested — the most painstaking tests and 
inspections that can be applied are constantly main 
tained throughout National Tube Division plants 
The result is a product in which the user can put his 


complete confidence 


National Tube Division, 
125 William Penn Place, 


For further information, write to 
United States Steel Corporation 
Pittsburgh 30, Pa 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA 


COLUMBIA GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRISUTORS 


UNITED STATES STEEL EXPORT COMPANY, WHEW YORE 


NATIONAL PIPE 
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SIMONDS 


ABRASIVE Co. 


— ll 


GRINDING 
Ae | = = Se 








for better grinding ’ 








TRUPFIT 











STSet insenrrTs 





Better, more economical grinding for your customers—and bigger, more regular grinding wheel 
sales for you. Simonds literally “‘centers’”’ on this with these new bushings for better spindle fit-~ 
better balance—truer running—less machine wear—and better production 

Advertised in leading industrial publications. 


YOUR SIMONDS 
Es: fl 
SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. } 


Branch Warehouses: Boston, Detrett, Chicege, Portiend, Sen Froncisce Distribyters in Principal Cithes 
Division of Simonds Sew end Stes! Co. Fitchburg Mess. FAST SERVICE 


LOCAL STOCK 








3 i ed exes in Donnelley- compiled catalogs 


are always complete 


That's important to you in building your catalog. It means 
more sales. For when an item is left out of the index it may 


not be found—and so is not in line for successful sales. 


Since an item may be looked for under any of several dif- 
ferent heads (say, ‘'Drills,"’ ''Twist,”’ or ‘‘Aircraft’’) it must 
be cross-indexed so well that the buyer will always find it 


under any key-word he may reasonably use. 


In the index shown here (from Clark Hardware Company's 
new catalog) every item checked is cross-indexed under 


at least two headings. 


Why spend days of your valuable time checking and com- 
piling what may still turn out to be an incomplete or in- 
accurate index of the hundreds of items that make up your 


catalog? Why not turn the job over to experts? 


Below you see Donneiley indexers Savinnah Barr and Mar- 
vel Smith doing a masterly job. Together, they have fifty-nine 


years of experience on catalog work. 


THE LAKESIDE PRESS 


RR. Donnelley & Sons Company- 


Catalog Compiling Department 


350 East Twenty-second Street, Chicago 146, Illinois - CAlumet 5-2121 


The new Donnelley-built catalog for 
Clark Hardware Company— now 


celebrating its 100th anniversary INDEXING is just one of the many responsibilities of catalog 


compiling that we are glad to assume. Let us tell you how 
Donnelley catalog compiling, printing, and binding can 
take a big load off your shoulders. Just drop us a line—or 


give us a call, 
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BRIGHT 


10 O 


COARSE 


FERRY CAP announces 





~J 
Filet Head 
Cap Screws 


: "Shinylend” 
Milled Studs 


FERRY CAP . 


NEW LABELS 


They'll soon be showing up on the packages you receive... 


an entirely new family of labels. 


Of modern design in gothic type, these labels are easily read and 
promote quick, positive identification of packaged products. 
They have a family resemblance—a// of ‘em—quickly recogniz- 


able as Ferry Cap. 


A costly change but, we believe, well worth it. It's a part of 
our program of cooperation with distributors and users 


4 coanse 
White Background 


To facilitate identification, in the case 
of all products, the backgrounds of the 
blocks—imprinted with sizes, quanti- 
ties, etc.—are white for coarse threads 


2153 SCRANTON ROAD 


"ss" |2. 


Green Background 


and light green tor fine threads. This 
imprinting is black for all products 
except for ‘‘Hi-Carbs’’ which has the 
imprinting in red. 


CLEVELAND 13, OHIO 


Pioneers and recognized specialists, cold upset screw products since 1906 
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new accounts recewable system 
saves $10,000 each year 


: ee — 

oA < 

»  SUIAP* 4, 
~ 


¢? 
ae a 


One machinery and supply company is saving $10,000 machines. Fast and accurate credit authorizatior 
each year as a result of installing SUIAP the and automatic, up-to-date collection follow-up com 
Remington Rand *Simplified Unit Invoice Accounting bine to reduce delinquencies and bad-debt write-offs 
Plan, a tried and proven method for streamlining How big a difference SUIAP will make to you depends 
accounts receivable operation on the size and nature of your own activity. To learn 
SUIAP saves by simplifying. Unnecessary and waste- how the installation of SUIAP meant a $10.000 ar 

ful steps, labor, equipment, supplies and expenses nual difference to the Globe Machinery and Supp 

are eliminated, with commensurate savings realized. Company of Des Moines, lowa, write today for cas« 
Charges and credits are handled up to 60% faster history CH781. Address Room 2260, 315 Fourt) 


No monthly Statements, no postings, no accounting Avenue, New York 10, New York 


Remington. Bland 


DIVISION OF SPERRY RAND CORP RA N 
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Roundup of sales information for Authorized Carboloy Distributors 











Highlights of 1956 show 


why Carboloy Distributors 
hit new sales peaks 


Product-line changes, new 
aids to Distributors, helped 
make a more profitable year 


NEWSLETTER 


The past 12 months have been eventful—and profitable—for Authorized 
Carboloy Distributors. There have been many additions and improve- 
ments in the Carboloy* line which built up greater sales volume . . . and 
significant changes in Distributor-Factory relations which helped ease 
their selling job. 

The additions to the Carboloy cemented carbide line include two new 
carbides: Grade 330 for precision steel finishing and boring; Grade 860 
for milling high-tensile gray cast irons. 

Grade 330, an addition to the successful Series 300 line of steel-cutting 
carbides, gave Distributors an extra-performance carbide to sell for every 
machining job. Grade 860 was developed for milling the new, harder types 
of cast iron now coming into use. . . especially in the automotive industry. 

In addition, Carboloy Distributors carry a versatile line of regular and 
heavy-duty toolholders. And they are handling the Carboloy Machina- 
bility Compiter. Not only is the Computer a profitable item to sell. . . 
but it helps make the whole job of selling carbide tools an easier and 
more profitable one. 





This list of new products tells only part of the story. Equally important are 
the many ways Carboloy Distributors have received valuable selling 


assistance and close headquarters support. 


Many of the most significant changes have come through the office of 
the Manager of Distributor Sales .. . a special post set up to open new 
channels of communication and to help coordinate Distributor selling 
activities with the factory’s field salesmen and the manufacturing facilities. 


As a result of this program, Distributors have authored five important 
suggestions for improving the Carboloye offering to customers. . . sug- 
gestions which ranged from increasing the number of heavy-duty tool- 
holders to changing the carbide grade used for two products. 

Also reflecting the Department policy of closer cooperation with Author- 
ized Distributors are two important “‘firsts’’: an order-referral plan, and a 
new type of sales promotion package which helps Distributors organize 
and execute a full 12-month program. 

Add to this list the Department Training Schools for Distributor and 
customer personnel .. . special local clinics for Distributor customers .. . 
tie-ins at Carboloy trade-show exhibits. It all adds up to one of the most 
successful years in Carboloy Distributor history. And there's even more 
in store for 1957. Metallurgical Products Department of General Electric 
Company, 11133 E. 8 Mile Street, Detroit 32, Michigan. 


CARBOLOY 


awe ke ye cAR Biogs 





*Carboloy is @ trodemork of General Electric Compeny 





Allen's ‘‘field men’’ are working 
for you and your customers... 


The Field Sales Representatives 
from Allen cover the country. Their 
job is to help you make more sales 
of Allen products .. . to satisfy your 
own customers thoroughly 

That takes in a lot of territory. 
Allen's field men help train your 
own salesmen — so that they know 
what Allen products will do, from 
A through Z. They work with your 
own salesmen on tough sales calls 
They're prepared to meet any chal- 
lenge in fastening — and they show 
your customers why Allens do the 


job better, for longer, and at less 
cost 

Allen's field men help you to make 
best use of Allen's many sales aids. 
They check your stock — help you 
to keep it up to your customers’ 
needs, Even their individual sales 
calls increase your sales — for, as 
you well know, Allen products are 
sold ONLY through industrial dis- 
tributors. 

These men have plenty of “knows” 
for your business. Be sure to make 
full use of them. 








FoR 
INFORMATION 
write Tro 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut 


@ 


MORE 














should this 
old hero 
be retired ? 


... perhaps he should 
receive a medal, too! 


He’s served faithfully for years . . . having seen action 
nine times, extinguishing fires that could have resulted in 
holocausts! 


He carries his scars proudly, but they are evidence of 

his age . . . the next time he’s called on he might fail you! 
Today's highly volatile materials demand modern, high-quality 
extinguishers that insure dependable, lightning-fast 

protection everytime 


Perhaps you have some of these “old heroes” still doing 

duty for you. If you're wondering about their effectiveness, 
call your nearest Pyrene-C-O-Two Distributor he 

can tell you. He has the backing of Pyrene-C-O-Two's expert 
fire protection engineering service, with facilities to 

suggest the right extinguisher for every fire hazard, plus 
smoke detecting and engineered systems. 


Pyrene-C-O-Two sales and service offices are 

located throughout the United States. Check your 
classified telephone directory for the name of your nearest 
Pyrene-C-0-Two Distributor 


PYRENE-C-O-TWO DIVISION 


THE FYR-FYTER COMPANY © NEWARK 1, NEW JERSEY 
BRANCHES Ii ATLANTA, DALLAS, CHICAGO AND SAN FRANCISCO 


sot wate 
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Could you use sales 


How“3M” Distributor Salesmen have 


AIRCRAFT SUB-~-CONTRACTOR: 
Steel aircraft flap-tracks are rough and 
oversize after forming. A quick, effi 
cient grinding, finishing oad polishing 
method is required, The salesman sug 
gested « pneumatic hand grinder for 
the recessed areas-—-with Three-M-ite 
Cloth PSA dises (grits 60, 80 and 150) 
Manufacturer reports complete satis- 
faction with easy-to-change discs 


MFG. HOSPITAL EQUIPMENT: This 
Pennsylvania company chrome-plated 
bolts, then reworked the threads. This 
was slow, tedious, and often damaged 
chrome plating. Salesman RK. P. suggest 
ed “Scorcn” Brand No. 850 Polyester 
Film Tape. Tape is applied to threads 
bolts are babedle tame is stripped off. A 
good example of a salesman profiting 
from solving a customer's problem 


Six Reasons 
why it pays to be a“ 3M’’ Distributor 


ALUMINUM FOUNDRY: A com 
petitive brand of aluminum oxide belts 
was being used on aluminum castings 
at this Pennsylvania foundry. Sales 
man J. S. G. gave a demonstration of 
No. 36 Three-M-ite Resin Bond Cloth 
Belts to show their superiority. Foun 
dry operator found 3M belts cut faster, 
lasted three times longer. Orders are 
still coming in! 


1, TOP-QUALITY PRODUCTS...always! “3M"’ Products 
are known the world over for quality. Both ‘“Scorcn”’ 
Brand Tapes and 3M" Brand Abrasives are continu- 
ously quality-checked before they leave our plants. 


2. STEADY PROMOTIONAL SUPPORT. A well-planned, 
year-round program of hard-working advertising helps 
pave the way to sales fer you. Both “Scorcn” and “3M” 
brands rank high in recognition and preference! 


3. CONSTANT SUPPLY OF SALES HELPS. These range 
from comprehensive product folders and industry man- 
uals to demonstration kits, movies, and sound-slide 
presentations 


4. FACTORY TECHNICAL ASSISTANCE. Factory sales 
help including recommendations of special applications 
and materials. is always available to 3M Distributors 
to help solve customer problems 


5. SALES PROTECTION. The “3M” Distributor is key 
man in our policies and plans. You get first crack at any 
factory-generated inquiries... you get full credit for 
factory-made sales in your territory 


6. NEW PRODUCTS FIRST! Minnesota Mining and 
Manufacturing Company's continuing program of re 
search assures you a line of the newest and best products 
on the market and having them first! 


CaM} The terme “SCOTCH JM", and “SAPETY. WALK” ore registered trademerts of Minnesota Mining ond Menvtacturing ( 
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like these? 


found extra business 


STORAGE TANK MFG.: Salesman AUTOMOTIVE SUB-CONTRACTOR : STAINLESS STEEL FABRICATOR: 
E.P.R. showed this metal tank shop Usual methods of grinding forged Salesman R.C.K. solved an “impos 
how to cut the cost of time and ma steel axles to size (as well as removing sible’’ problem for this customer wher 
terials to prepare a submerged arc weld defects and high spots) were causing he showed them how to hold non 
from $7.36 to $1.52 each with “Scorcn” plenty of trouble for this sub-contra magnetic stainless steel to a magnetix 
Brand No. 365 Glass Cloth Tape tor. Rejects were running high. The grinding chuck using “Scorcn” Brand 
After a trial order of 12 rolls, E.P_LR 3M salesman gave a demonstration No. 400 Double-Coated Tape. Custo 
received an order for 180 rolls of this of belts, and the customer converted mer now handles special orders they 
high-heat tape. Complete technical in to backstand immediately Result formerly turned down; R.C.K. gets 
formation available. Write for it more business ahead! commissions that formerly didn't exiat! 


Just about every possible type of business is a prospect for ‘Scotch’ Brand 
Pressure-Sensitive Tapes and "3M" Brand Coated Abrasive Products. These 
actual case histories show how other 3M distributor salesmen have increased 
their ‘take home”. Why not you? 


Know these products of “3M” Research... 
PRESSURE-SENSITIVE ADHESIVE TAPES * COATED ABRASIVES * "SAFETY-WALK”’ 





Sold Worldwide under the trademarks 


SCOTCH 


BRAND 


99 Pork Ave, New York 16. N.Y. ln Caneda P.O. Bow 757, Landon, Ontario 
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“40% SALES GAIN IN DAYTON 


“Cog-Belt* plus Factory-cooperation the major factors” 
says O. F. Nixon, Jr., President, Industrial Suppliers, Inc. 


“We're pleased as can be about that 40% increase in 
V-Belt sales. We had many opportunities for new busi- 
ness last year . new plants going up. moderniza- 
tion programs. 

“Portunately, we were able to take advantage of almost 
every opportunity. It was the adaptability of the Cog- 
Belt that turned the trick. 

“A full profit leader, it led to sales of standard V-Belts 
as well as sales in our other industrial lines. And the 


technical help on specific drive problems given us by 
Ken Sparks, our Dayton Representative, put the clincher 
on many a sale 

“Since taking on the Dayton V-Belt line eight years 
ago we've enjoyed a steady increase in volume. No small 
part of that is due to Dayton’s aggressive advertising 
and sales promotion. But the part we really like best is 
knowing the future of our market is protected from 
over-distribution by the Dayton Selective Franchise.” 








V-BELTS RECORDED LAST YEAR” 


4 ‘The amazing grip of the Cog-Belt wa rea 


dramatized when I! firet tried ti demonatrat 

Charles W Nixon, beside me our Vice President 
and Sales Manager, has since put one to use in our 
sales room. It’s one of the most effective salea tools 
we have That's Ken Spark Daytor with the 
sample length of Cog-Belt and John Hubbard, Day 
ton Regional Sales Manager, with the Cog-Belt 


Manual.” 


“We maintain a fleet of trucks to assure custome 


in our area prompt delivery. Here they are parked 
around our LaGrange, Ga fice and warehouse 
where we've been located for well over 20 years 


Ww 














“Handling our counter sales are Paul Peacock (left) and Ronald 


Hoxsie. They've both had a thorough briefing in use of the 
Dayton Handbook of V-Belt Drive Design and Selection from 
The Dayton Representative. That book has sure simplified 





their work and the work of our whole staff.” 


“Ed Morgan of our Sales Staff helps a customer select an 
FHP V-Belt in front of the Dayton V-Belt display in our 


Counter Sales Department. We want people to know we're . 

in the V-Belt business. This display tells them as soon as 
-, they step in the door.” 

4 “Here's one of the drives we've recently installed, a Cog-Belt 
’ variable speed drive. It’s a type that's getting a lot of 
f enthusiasm from textile mill people because of the flexibility 
it gives their machines. That's O. T. Kersey, Vice President, 
| Industrial Suppliers, Inc., and Ken Sparks, Dayton, making 


a follow-up inspection That kind of factory cooperatior sure 
helps make a satisfied, come-back-for-more kind of customer.” 


©. 8 0% "T - 


Gayton Rubber 


World's Largest Monvfacturer of V Belts 





The Dayton Rubber Company, industrial Replacement Division, 
Dayton 1, Ohio 






















“NO QUESTION ABOUT IT, 
WISS SNIPS ARE BEST 
FOR TOUGH JOBS” 


Mr.J.W. Aikenhead, President, Aikenhead Hardware Lim- 
ited, Toronto, Canada, gives one good reason why he prefers 
Wiss Snips. There are several reasons why they are the choice 
of professional workers everywhere —why they sell better, with 





fewer returns, Wiss snips are produced largely by the handwork of skilled workers. Each 


pair is rigidly tested and guaranteed perfect. Bolts are set precisely to reduce wear and to in- 


crease cutting power with the least effort. 


- 


- 
i ae | 4 


WISS METAL MASTER SNIPS: Compound action design delivers amazing cutting 
power. These 10” snips cut with about one-half the effort required for standard 
1244” snips. One edge serrated to prevent slipping. M-1 (cuts left) and M-2 (cuts 
right) are designed to cut the most intricate scrolls and circles. M-3 is for shallow 
ares and straight cutting. M-5 Bulldog Heavy Duty snips are tops for notching, 
nibbling and cutting shallow arcs in sheet metal as heavy as 16 gauge. 


WISS INLAID SNIPS 

High carbon crucible steel 
welded to a hot drop-forged 
frame provides that extra serv- 
ice demanded by professional 
users everywhere. Six Straight 
Cutting sizes from 111,” to 17”, 
including Bulldog Snips for 
notching. Three Combination* 
Cutting sizes, 124%", 1344” and 
M4y,". 


For those whose requirements 
are less specialized than the 
professional user. Hot drop 
forged of fine carbon steel, they 
meet or exceed government 
specifications. Four straight 
cutting sizes, 8” to 12%". Four 
Combination* Cutting sizes, 7”, 
10”, 13” and 16” Bulldog Snips 
for notching. 

*Made with straight blades, but 
ground and shaped «o they readily 


eut curves and irregular shapes as 
well as straight 


NEW HANDLE GRIPS IN 
BRIGHT IDENTIFYING COLORS! 


Famous Wiss Metal-Master snips are now 
available with vinyl plastie grips — tongh, 
resilient, long-wearing, acid and grease re 
sistant. For instant identification by the 
worker, M-1R is fitted with bright red han 
dies; M-2R with green handles; M-8R with 
veliow handles 


WISS the Winner in 
laboratory tests! 


In grueling tests made by an independent 
laboratory, Wiss Metal-Master, inlaid and 
solid steel snips out-performed other leading 
brands. Wiss snips in each category proved 
to cut cleanly with less effort required, The 
tests were so severe that some competing 
brands were damaged — cracked at bolt, 
handle bent out of shape. This is conclusive, 
unbiased proof that Wiss snips are the finest 
and most satisfactory available to metal 
workers. The laboratory report stated: 
“Wiss inlaid straight cut snips showed far 
superior cutting qualities than the other 
shears tested and should be listed in a sepa- 
rate class from the solid steel snips.” 


aa J J. WISS & SONS CO., 
NEWARK 7, NEW JERSEY 


World's Largest Manufacturer of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears 
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WHIRLIBIRDS: If you were to pick out the tallest 
men at the recent regional meeting in Pittsburgh, it 

for sure that Mac England (Logan Hardware, Logan 
W. Va.); Carl Christensen (Ready Tool) and Frank 
O’Laughlin (Commander Mfg.) would be among the 
group ... You can imagine the helicopter pilot's look 
of dismay when the tall trio, along with Carroll Pitkin 
(Lane Mfg. Co.), arrived to take off for a whirhbird 
ride to the airport Ihe pilot looked up to the 
trio and looked down at the four two-suiters and four 
“lwo trips 


brief cases and issued an u!timatum 
Mac and Carroll were on the first flight with the bag 
bage and they played leap frog from downtown Pitts 


burgh to the airport All agreed the trip was well 
worth while—even though all four had to sit at the 


airport and wait for their flights 


BONUS, MELIOR, OPTIMUS: Jim Good (Atkins 
Saw) was deep in conversation at the Pittsburgh meet 
ing when a chap tapped him on the shoulder and, 
rather belligerently, asked: “Are you Good? Jim 
nodded, prepared for anything except the fellow’s next 
statement: “Well, if you're good, I'm better 

And he was right, too \s he explained to Jim, 
later, he just couldn't resist the play on names 

Oh, ves, his name: Fd Better (Chain Belt he 
best I could do was admit that I had a charge account 


at Best's 


UP IN THE AIR AGAIN: Speaking of the hehcopter 
incident reminds me that last summer Carter Hales 
Durkee-Atwood) was making a business tnp through 
the south and southwest, flying a Cessna four-scatet 
which he owns jointly with Roy Spilman also Durkee 
Atwood Carter had flown from ‘Tulsa to New 
Orleans, completed his business in the Mardi Gras 
city and was taking off He was scooting down the 
runway when he discovered that his controls wer 
locked and he could not gain clevation Ile was 
going too tast to jam on the brakes and Lake Pon 
chartrain was really yawning in his face when he pulled 
the “trim tab” and squeaked through He advised 
the control tower of his difficulty, the field was cleared 
of all aircraft and Carter landed without a scratch 
thanks to the trim tab What 
Darned if | know, but I'm sure going to have on 
vith me next time I take to the air 


sa tnm tab? 








GOOD SIGNS: I'm a sucker for those tailgate signs 
on trucks such as “zoom”, pointing to the left and 
boom’, pointing to the right lhe best I've seen 
in recent weeks was the one pointing to the right say 
ing — Med 
ing “This is your life 


and the one pointing to the left warn 


BE CAREFUL: If you're the head man in your outfit 
and someone asks you if you know what a double 
so-b is, don't lead with your chin—if vou spell it 
but, take heed, if 
you're not the head man, don't trot in and ask the 


backwards it’s Boss Cute, ch 


boss—sometimes they lose their sense of humor 


And now, the time has come to say 


MERRY CHRISTMAS TO YOU 
YOU MAKE MY CHRISTMAS 
MERRY BECAUSE YOU'RE A 
READER. 

R.W.B 
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NEWS THAT HELPS YOU SELL 


ow SPS heat treats 


Automatic SPS continuous heat treating lines in action. Seven conveyors in each line carry more than Y% ton 
per hour of Uneraxo fasteners through successive operations—washing, hardening, quenching, tempering and 
rustproofing. All variables which might cause deviations from rigid SPS heat treating specifications are precision 
controlled. Conveyor speeds, furnace and quench tank temperatures, furnace atmospheres are kept closely withir 
predetermined levels. Fasteners emerge from heat treating lines ready for packaging 


anh. 
BRAK 
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UNBRAKO socket screws 


UNBRAKO socket screw products 
are heat treated in automatic fur 
nace lines which are among the 
most modern, most completely 
automatic of all such facilities in 


the industry today 


But precision heat treating is only 

part of the whole UNBRAKO story 
Every UNBRAKO fastener is a precision product 
Every manufacturing operation—from material sele« 
tion to packaging—is closely controlled to insure 
that every UNBRAKO product will meet or exceed 
the highest industry standards 


Complete information about UNBRAKO products is 
given in “UNBRAKO Standards” (Form 877), a 32 
page booklet. It lists standard sizes, materials, and 


engineering data on the entire UNBRAKO line. Orde 





copies for your customers and prospects from A. W 


Scott, Advertising Manager. STANDARD Pressep 
Street Co., Jenkintown 13, Pa 


STANDARD PRESSED STEEL CO. 


JENKINTOWN PENNSYLVANIA 








instrument panel controls operations 0 
one furnace line. Electronic instruments do 


the thinking—even shut down the line 


automatically in case of malfunction ee 
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TERRITORIES 


The movement of industry to smaller towns 
and to newly created industrial areas... coupled 
with the industrial purchasing agents’ demands 
for local stocks and service on hose belting and 
packing ... makes it necessary and possible for 
us to offer the highly prized Republic Rubber 
exclusive distributor franchise to a number of 
distributors throughout the country. 


If you have an aggressive sales organization 
that is interested in increasing sales and profits 
it will pay you to see if an exclusive Republic 


franchise is available in your territory. 


Write or phone, in confidence, to James M. Hughes, Manager, 
Distributor Sales, Republic Rubber Division, Youngstown, Ohio. 
Phone Riverside 3-2131. 


Some Points for Your This is The Policy in Service for 33 Years 


Consideration | 
A LINE of rubber items sufficiently complete to permit 
effectively supplying the requirements of the trade 
solicited. 

A QUALITY of product uniformly good and capable of 
delivering service results thet should reasonably be 
expected. 

A PRICE basis inducing and making possible eqgressive 
competition with reasonable profit return. 


FREEDOM from competition from his source of supply, 
either direct or indirect, among the trade covered by 
his day-to-day solicitetions. 

SELLING helps of reasonable amounts so thet his sales 
force may be given the advantage of specialized training 
and a knowledge of the product sold. 


1 The Five-Point Sales Policy at the right. 


2 Industriel rubber products represent a grow- 
ing and diversified market. 


3° Republic Rubber products are well known and 
accepted in industry. 


4 Your sales and territory are protected. 
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REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN !, OW!IO 


3a oe @ RUBBER PRODUCTS 
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industrial Distribution 





Merry Christmas, 
Happy New Year 


The Christmas Season is here again. 
May it be a period of peace and good will. 
All of us associated with Industrial Distribution 
wish our many friends a very merry Christmas 


and a happy. prosperous New Year. 


Pre ge gt aloe De 
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MONDAY NIGHT SALES MEETINGS are attended by entire staff. Above 


conducts session on taps for Marjorie 


Butterfield Division, Union Twist Drill Co., 


Hall, Verda Jo Painter, Phyllis Drake, Dolores Ann Kanclerz, Emilie Ro 


Howard J. Baetz 
Gruoner, Alma 
o and Edith Schober 


An editor with an uncanny knack for planning trips that placed him in the middle 


of floods, blizzards, hurricanes and heat waves finally gets a break on... 


A Delightful Day In Detroit 


Mowoay. Ocroper 8, 1956—Derrom 


Dear Boss: 

Let me get this down right away just as it happened. 

You've got my itinerary so you know where I was 
headed first thing this morning. Well, at 8:20 A. M 
after checking into the hotel (without a bit of trouble), 
a throaty feminine voice came over the phone. “This 
is Phyllis Drake, salesman for Schober Tool Co.* May 
I pick you up at the hotel and drive you out here?” 





* Two years ago Walter Schober, president of Schober Tool 
Co., Detroit, decided to hire a woman to replace a depart- 
ing salesman. 

Pleased with the results, Mr. Schober soon added two 
more women to form an all-female soles stoff. 

In April, 1956, Mr. Schober was killed while flying the 
company plane on a business trip. Mrs. Schober, who hod 
been vice president since the firm started in 1948, decided 
to continue the company as an all-female organization. 





It took me a moment to reply. “That would be 
fine.” 

“Meet you out front in 20 minutes,” she said efh 
ciently. “I'm driving a white and green Ford and 
wearing a black velvet dress.” 

“T'll be wearing a moustache,” I said and hung up 

The weather alone should have tipped me off that 
this was to be a most unusual day. As you know, for 
over four years I've been making trips coinciding with 
every catastrophe of the road from booked-up, con 
vention-crowded hotels to floods, blizzards, hurricanes 
and heat waves. Here I was in Detroit in October 
with boots and earmuffs—and the sun was shining and 
the temperature in the 70's. 

By 9 o'clock I was surrounded by a bevy of dis 
tributor personnel the likes of which I've never 
encountered in all my travels. Not another male in 
sight except the mail man who lingered awhile and 
left reluctantly 

Edith Schober, owner of the firm, introduced me 
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FIRST FEMALE to jon taff, Marjorie Gruoner, hail 
from Chicag wher hy p alized in personne! work 
Above she pe t featur m” live enter to B r1.B 
Crusoe and I ‘ ink, a tant ft mntcnan iia 


ut Holl a t 





to Phyllis Drak yutside sales colleagues, Alma Hall 
and Marjorie Gruoner, and the inside staff consisting 
of Verda Jo Painter, Dolores Ann Kanclerz and mili 
Rocco 

I won't attempt to describe them. I just hope th 
camera worked (and that I remembered to focus) so 
you ll see with your own eyes how my luck ha 
changed. (Editor's note: The camera did work—sex 
above). 

Feeling very much at home, I explained to Mrs 
Schober we'd run articles in the past about women 
in the industrial supply field but they'd been inside 
or executive, personnel; to my knowledge there wer 
no women employed as regular full-time industrial 
supply salesmen. Incidentally, I confessed I didn't 
know what to call them: “female salesman”, “sales 
, or what. Mrs. Schober advised 


women’, “salesgirls 


they call themselves “salesmen 

Being particularly interested in observing them at 
work in the field, | arranged to make calls with the 
three er, salesmen 

Starting out with Marjorie Gruoner, the senior 
member of the sales staff with two years outside expe 
rience, | was amused to hear her say, “We like to 
carry samples around with us, but this live center 
a little too heavy for my purse 

\s we waited in the reception room of a local plant 


noticed other salesmen giving us the eve. Miss 


l 
































NOTHING UNUSUAI 








(,ruoner obs it wa ustoma to get quer fron 
other salesmen who wondered what she was selling 
to industrial plant Maybe someday soon we'll ceas 
to be curiositi he sighed 

As we drove along, there w nan ertinent—an 
mpertinent—question that occurred to m W hat 
vas your biggest problem vhen tarted in 
utting too | asked for a starte: 

“linding my way around M Gruoner rephed 


much to my di appointment I learned she was from 
Chicago and Michigan vas a compicte mystery to 
her when she started her assignment which included 
wccount » Detroit, Flint, Saginaw and Lansing 

Once I became familiar with the territory I was 
ible to make more calls and show more result Miss 
Gruoner reported 

We'd arranged to meet the other salesmen (can't 
get used to ref ring to them a alesmen') and Mi: 
, 


Schober at a restaurant called Ciro’s. It was quite 


rowded, particularly around the TV set over the bar 
W orld Seri , you know | enjoyed escorting four 
ittractive women to a table and de pate the din of 
World Series fans we had an enjoyable lunch. | 
understand Yankee pitcher Larsen did something vet 
pectacular, but somehow I was so busy all afternoon 
| didn't have time to get interested in reports on 
the game 


After lunch Phyllis Drake 


And On Into the Night —> 


and I headed further out 







































BLUEPRINT CONFERENCE with P. A. “Mac” McGar- 
vith and L. Townsend, owner of Townsend Tool Co., has 
Phyllis Drake as central figure. Mrs. Drake observes 
‘Though I've never worker harder, the challenge of doing 
something that’s never been done before makes this job 
truly satisfying.” 


While driving along, she informed me she contacted 
some 75 active accounts and was away from home-basc 
three nights a week covering western Michigan in 
addition to assigned city accounts. Formerly a recep 
tionist at American Blower Corp., Mrs. Drake ex 
pressed a slight preference for calling on plants in the 
smaller towns although she concluded, “In town or 
country, large plant or small, I haven't run into any 







sourpusses yet.” 

“Do you do any entertaining?” I asked. 

‘Occasional lunches, yes, but only after I've been 
calling on a buyer for some time.” 

“Suppose the buyer suggests cocktails? 

“Well, I invited him to lunch, and I'm picking up 
the tab, so I tell him to go right ahead. But I express 
regret that I can’t join him because ‘I'm fighting the 
battle of the bulge.’ Can't take the extra calories, 
you know.” 

As we left the account where I had taken pictures 
of Mrs. Drake in her contacts with plant personnel 
I asked, “Do you think it’s an advantage or disadvan 
tage to be a woman in this work?” 

Mrs. Drake laughed. “It’s six of one and half a 
dozen of the other. One big advantage though is that 
women constitutionally pay more attention to detail. 
For example, some of my best accounts complain that 
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A Delightful Day in Detroit (Cont’d.) 





salesmen don't follow up after they get an order; 
salesmen neglect to keep after the supplier on special 
tool orders. Women fuss more. And we do it auto 
matically and willingly.” 

Later, travelling with Alma Hall, I asked, “What 
background do you think is most helpful to a woman 
in this work?’ 

Miss Hall thought for a moment. “I've had a 
variety of jobs—one of the last was secretary to a sales 
manager of a utility company. When I got bored with 
a job, I used to quit,” she said frankly. “Only selling 
experience I've had was part-time with Sears Roebuck 
while going to secretarial school. Never thought I'd 
enjoy selling cutting tools, but this job is different 
every day. I'm not bored yet, and I don’t expect 
to be 

I wondered how to phrase the next question and 
finally asked, “Have you had any trouble—well, not 
exactly trouble but do buyers react strangely when 
you first call on them?” 

Miss Hall smiled tolerantly. “Most of them are a 
bit bug-eyed in the beginning; they are frankly skep 
tical of me and the company. But once I explain ow 
existence, they seem to realize we're people, that we're 
entitled to make a living too. (You know there's an 
association of woman buyers in Detroit and I've heard 
of women selling other lines to industrial buyers 
After a while, buyers and plant personnel get used to 
secing us around, we're accepted as salesmen and we 
either get some business or not, based on our ability 
to give service.” 

At lunch I'd been informed that the entire staff 
attended Monday evening sales meetings. Being the 


type, as you know, to grasp at every opportunity to 
I said I'd like to sit in. 


The meeting was on taps and drills and the girls 


work overtime, 


put the manufacturer's representative through his 
paces (“What's the difference between a gun tap and 
a spiral pointed tap?” “What would you suggest for 
titanium?’ 

After the meeting, which ran about two hours, 
Office Manager Verda Jo Painter drove me back to 


the hotel 


Vive La Difference! 


I've been sitting here in my room—after spending 
almost 12 hours with this distributor—rereading my 
notes and thinking, “There should be a real different 
story here.” 
any of our staff made calls with a female industrial 
supply salesman? Or when did any of us ever call on 


After all, boss, when was the last time 


a distributor whose entire personnel was female? 

Yet, thinking it over now, 1 wonder—did I ask the 
wrong questions or what? Really, boss, there’s no big 
difference, none at all except that, well 
prettier! 


they are 


George Bottari 
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Challenge: 


“No firm 
can rise above 
the ability level 


of its management.” 


Response: 


89 distributor executives 
attend management course 
at Harvard Graduate School 
of Business Administration 
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DISTRIBUTOR EXECUTIVES from all parts of the 


country will attend course in Management for Industrial 


Distributors at the Harvard Graduate School of Susiness 


Administration in January 195 


Management Course Draws Industry Leaders 


its rHING NEW and important with far 
reaching implications . . . is happening 

A three-week course in Management for Industrial 
Distributors is being given under the joint leadership 
of the National and Southern Industrial Distributors’ 
Association at the Harvard Graduate School of Busi 


ness Administration. Eighty-nine distributor executives 
from 82 firms and from all parts of the country have 


signed up for the course which starts Jan. 6, 1957 and 
extends through Jan. 25. 

The course will be under the direction of Professor 
Harry R. Tosdal, outstanding authority on sales man 
agement and the author of numerous books in the sell- 
ing field, including the recently-published, monu 
mental, two-volume work on “Salesmen’s Compensa- 
tion.” Other resident members of the Business School 
faculty will serve as instructors when the course work 
hits their fields of specialization. 

The course is “intensive” in every meaning of the 
word, with a work day starting at 8:15 a.m. and lasting 
into the night as class members do their home work. 
The Harvard Case Method of instruction will be em- 
ployed and the subject matter will cover the whole 
range of problems faced by industrial distributors — 
selection, training and compensation of salesmen, sales 


policies, pricing, potentials and quotas, advertising and 
sales promotion, financial analysis, working capital, 
warehousing, human relations, organization, cost con 
trol, etc. Cases dealing with the problems of industrial 
distributors will be worked up specifically for the 
course. 

Over the years, the Case Method of instruction has 
proven to be extremely helpful in the stimulation of 
original thinking and in the development of an ana 
lytical approach to the solution of business problems 
In this instance, the discussion and exchange of ideas 
among industry leaders will be especially stimulating 
and challenging. Each distributor executive will bring 
to the course extensive experience gained in his own 
business —a rich practical background against which 
the points involved in each case may be considered 








On the next two pages you will find the names and 
company affiliations of the 89 distributor executives 
who will be attending the Management Course, Some 
will be your competitors. Some will be your colleagues. 
But all are to be congratulated on this forward looking 
step. As a betting man might say, “This is the smart 
money.” 
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Adkins, Alton W., sec. treas., 
personnel mgr 
Pelican Supply Co., Inc 
Shreveport, La 


Ahlberg, Theodore R., sales mgr 


Goodyear Rubber & Asbestos Co. 


Portland, Ore. 


Alexander, Miles F., mer., Industrial 


Supply Division 


Ducommun Metals & Supply Co 


Los Angeles 


Allen, Arthur H., mgr., research 
& development 


Goodyear Rubber & Asbestos Co 


Portland, Ore 


Badalli, Francis J., asst. to pres., 
asst. sales mgr 


Standard Equipment & Supply Corp 


Hammond, Ind 


Bennett, Giles P.., \ p. & treas 
Fred K. Blanchard, Inc 
l'roy, N. Y. 


Bobo, Carroll H., v.p., mgr 


l'yler Machinery & Supply Co., In 


lyler, Tex 
Bremer, William C., v.p., & sales 
mgr. 
Degen-Fiege Co. 
Los Angeles 


Burns, John P., pres. 
Burns Supply, Inc 
Syracuse, N. Y 
Butterwick, James F.., sales mer 
& sec. 
Barrett Hardware Co 
Joliet, Il. 


Butts, Frederic H., II, v.p.sales 
Butts & Ordway Co 
Cambridge, Mass 


Caler, Lester, F.., sec. 
W. S. Wilson Corp. 
Long Island City, N. Y. 
Campbell, Robert G.., pres. 
The Boyer-Campbell Co 
Detroit 
Carey, G. Cheston, Jr. 
Carey Machinery & Supply Co., 
Inc. 
Baltimore, Md 


Cavanagh, William C., Jr., v.p. 
Fairmont Supply Co. 
Fairmont, W. Va 





Chambliss, Allan MclL., pres. & 
gen. mgr. 
Marshall-Newell Supply Co 
San Francisco 


Chapple, James H., asst. mgr 
industrial sales 
The Geo. Worthington Co 
Cleveland 

Chatfield, Wilson P., pres 
The F. Hallock Co 
Derby, Conn 

Chewning, Richard M., v.p. & mgr 
of industrial sales 


The Republic Supply Co. of Calif 


Los Angeles 


Christian, Richard A.., sec.-treas 
The Canton Supply Co 
Canton, Ohio 


Clynes, Thomas H., asst. zen. mgr 
& operations mgr. 
Squier, Schilling & Skiff 
Division of Alban Corp 
Newark, N. J. 

Crawford, Robert W., pres 
Erie Manufacturing & Supply Ce 
Erie, Pa. 


Davison, Elton E., v.p. & mer. 
of Northern Div. 
The Republic Supply Co. of Cali 
San Leandro, Calif 


Demuming, Perry T., v.p 
The Hardware & Supply Co 
Akron, Ohio 


Derville, John C., Jr., asst. gen 
mgr. 
The General Tool Co 
Portland, Ore. 


Dietz, Leonard L., owner 
Dietz Industrial Supply Co 
Aurora, Ill. 


Dull, Carroll E., mgr. of indus 


trial sales 
P.A. & S. Small Co., In 
York, Pa. 
England, Clarence McD., Jr., v.p 
& treas 


Logan Hardware & Supply Co 
Huntington, W. Va 


Enright, William L., pres 
Ellfeldt Machinery & Supply Co 
Kansas City, Mo. 
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Exley, Sidney T., Jr., pres 
Harper & Reynolds Corp 
Los Angeles 







Ferguson, Richard E., Jr., partne: 
Industrial Supply Co 
Clinton, S. C. 








Foss, Warren L., pres. & sales 
mgt 
M.! 
Denver, Colo 







Foss, Im 






Foster, Augustus, sales mgr 
Squier, Schilling & Skift 
Division of Alban Corp 
Newark, N. J. 







Fridrich, Robert M., treas 
Orr Iron Co., Inc 
E-vansville, Ind 







Gilbert, Elbert R.., pres & trea 
Pratt-Gilbert Hardware Co 
Phoenix, Ariz 







Gordon, W. Sterling, sales mer 
Sterling Supply Co 
Ferndale, Mich. 








wp 





Gutknecht, William J., Jr., division 





mgt 

Stambaugh Supply, Division of 

the Stambaugh-Thompson Co 
f Youngstown, Ohio 








Hadden, Callender F., Jr., v.p. & 
treas 
Standard Supply & Hardware Co 








Inc 
New Orleans, La 






Hallett, James C., asst. see 
treas. & controller 
The Hardware & Supply Co 
Akron, Ohio 








Haseltine, James L., v.p. & asst 
mgr 
J. E. Haseltine & Co 
Portland, Ore 








Hilton, Herbert L., v.p 
Pennsylvania & West Virginia 





Supply Corp 
Wheeling W. Va 






Houvenagle, Lloyd S., v.p-dis 
of sales 
Electrical Engineering & Equip 






ment Co 
Des Moines, lowa 
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Hubbard, T. H., v.p. & sales 
mgr. 
Harris Pump & Supply Co. 
Pittsburgh 


Hudgins, Christopher Curtis, asst 
v.p. - purchasing 
The Henry Walke Co 
Norfolk, Va. 

Idema, Henry, v.p., treas., gen 
mgr 
Manufacturers Supply Co. 
Grand Rapids, Mich. 


Jones, Robert L., v.p. & gen. mgr 
Jones & Auerbacher, Inc. 
Newark, N. J. 


Kern, Thomas W., pres, & treas 
Piedmont Mill Supply Co., Inc 
Salisbury, N. C. 


Kinabrew, John M., Jr., v.p 
Standard Supply & Hardware Co 
Ine. 

New Orleans, La. 


Levering, George W., Jr., pres 
& treas 
engineering Supply Co. 
Dallas 


Loeppert, Henry V., pres. & treas 
Boyd-Wagner Co. 


Chicago 


Land, Ralph W., v.p. 


Mortensen Industrial Supply Co., 


Ine. 
Milwaukee 


Main, George, v.p. 
Providence Mill Supply Co 
Providence, R. I 


Manley, Darrell, gen. sales mgr. 
Briggs-Weaver Machinery Co. 
Dallas 


Marcy, John W., v.p., asst. gen 
mer. & sales mgr. 
Hope Rubber Co., Inc 
Fitchburg, Mass. 


McCalla, Gilbert R., pres 
J. E. Dilworth Co. 
Memphis, Tenn. 

McCutcheon, David A., Jr., v.p 
Southern Supply Co. 
Jackson, Tenn. 

Morgan, Robert W., exec. v.p 
W.S. Nott Co, 
Minneapolis, Minn 


Mueller, John E., pres. 
Manufacturers Selling Co 
Trenton, N. J. 


Murray, Ken G., pres 
Murray Industrial Supply Co 
Sacramento, Calif. 


Naisbill, Alan F., director of sales 
& purchases 
The Galigher Co 
Salt Lake City, Utah 
Newcomb, Joseph H., treas. & 
credit mgr. 
James McGraw, Inc 
Richmond, Va 


Newland, Wilbur A., sales mg: 
Industrial Supply Corp 
Richmond, Va. 


O'Brian, Dennis D., pres 
O’Brian-Mace Co 
Florence, S. C. 


Olsen, Robert J., sales mg: 
Screw Machine Supply Co 
Chicago 

Pattison, Wallace M., pres. 
The W. M. Pattison Supply Co 
Cleveland 


Perrott, James L., sales mg: 
Chandler-Boyd Co. 
Leetsdale, Pa. 


Pitts, Glenn E., v.p. & mgr. of 
oilfield sales 
The Republic Supply Co. of Calif 
Los Angeles 


Pye, John C., pres. 
Pye-Barker Supply Co 
Altanta, Ga, 


Rand, Horace W., mgr.-Mill Indus 
trial Division 
American Supply Co., Inc 
Alexandria, La. 

Reynolds, Von E., branch mgr 
Paul Roberts Steel & Industrial 
Supplies 
Twin Falls, Idaho 

Richards, Harry C., pres. & gen 
mgr. 

Transmission, Inc 
Dayton, Ohio 


Riecken, Alfred F., v.p.-oper 
ation 
Orr Iron Co. 
Evansville, Ind. 


INDUSTRIAL DISTRIBUTION ¢ DECEMBER, 


Russell, Robert H., treas 
J. Russell & Co., Inc 
Holyoke, Mass 


Seggel, Richard A.., treas 
Dodge-Newark Supply Co., Inc 
Newark, N. J 

Solie, Norvin L., sec-treas 
Screw Machine Supply Co 
Chicago 

Spencer, William M., III, pres 
& treas 
Owen-Richards Co., Inc 
Birmingham, Ala. 

Stivers, Lloyd E., v.p. & sales 
mgt 
Vulcan Supply & Metals Co 


Cincinnati 


Thompson, Andrew, pres. & treas 
Industrial Transmissions, Inc 
Buffalo, N. Y 

linney, Leonard J., sec. 

John Weekes & Son Co 
Watertown, N. Y. 


Torell, Harold E.., v.p. 
Syracuse Supply Co 
Syracuse, N. Y. 


Tydeman, William A.., Jr., pres 
W. A. Tydeman & Son, Inc. 
Easton, Pa. 

Voorhees, David B., pres 
R.C. Neal Co., Inc. 
Buffalo, N. Y. 


Waid, Rollie J., mgr. of Indus 
trial Supplies Div. 
The Trumbull Manufacturing Co. 
Warren, Ohio 


Walker, Edmund L., sec. & asst 
gen. mgr. 
Edwards & Walker Co 
Portland, Me 


Weirauch, Bernard C., v.p.-sales 
Orr Iron Co. 
Evansville, Ind. 


Wells, John L., p.a. 
Machinists’ Tool & Supply Co 
Los Angeles 


Weston, Charles H., v.p. & gen 
mgr. 
Erskine-Healy Ine. 
Rochester, N. Y. 

Wright, Ervin W., mgr. 
Southwest Supply Co., Inc 
Glendale, Calif. 





the next time a buyer tells you... 


“| Can Get It Cheaper’”’ 


take your pick of these 





85 Answers To Price Cutting (Cont’d.) 
Brainstorming On Price 


Ww" N A BUYER Confronts an Orr Iron Co. salesman 
with the statement that he can buy identical items 
cheaper somewhere else, the salesman has his choice 
of 85-pre-thought answers. They were compiled at a 
recent brainstorming session conducted at the Evans- 
ville, Ind., firm by Bernard Weirauch, vice president 
in charge of sales. 

The question presented to the Orr Iron sales staff 
was the same one incorporated in the September 
I~pusTRiAL Disraiurion report, “Brainstorming Your 
Way To Sales.” The question was: 

“What do you say to the customer when he firmly 
assures you he can buy at a cheaper price the iden- 
tical item you are attempting to sell him?” 

This was the second brainstorming session held 


#¢ Ask him firmly, ‘If something goes wrong with the 
item, will our price-cutting compecitor be around to 
take care of it?’” 


ee Mr. Customer, have we ever failed to back up any 
of our goods with service?” 


Pe What is wrong with the 
article you're buying? If 
the price is cheaper, there 
must be something amiss.” 


®? lf we cut our prices, we must also cut some of our 
services to you,” 


Will the competitor still be in business when the 
time comes for him to render you emergency service?” 


®° We need to make a profit for your sake . . . so we 


can give you the service you want.” 


?lrankly, we would rather miss the sale, Mr. Cus 
tomer, than operate without a profit.” 


#@Can't you tell me about people in your own busi 
ness who, for a while, consistently undersold you . . . 
but eventually went broke?” 


@@in the case of a cut price, your gain is your sup 
plier’s loss, helping him to go broke. Permanently, 
nobody can gain from this.” 


by Mr. Weirauch. The first occasion was not too 
successful because, according to Mr. Weirauch, the 
setting was not good. On that occasion the meeting 
was held in the same room sales meetings are held in 
normally. ‘This resulted in the sales staff not being 
relaxed, As was pointed out in the ID report, brain 
storming participants must be thoroughly at ease if the 
session is to be successful. 

For the second session, Mr. Weirauch engaged a 
dining room, served coffee and cigars and, when every 
one was thoroughly relaxed and ready for uninhibited 
thinking, he presented the question. More than 100 
answers were supplied. When they were checked, 
direct duplicates were eliminated and Mr. Weirauch 
wound up with the following 85 “solutions.” 


®@Repeat to him, ‘Can you get help when you want 
it from the price cutter?’” 


©€Can you call and get his salesman or his engineer 
to help you when you bump into an emergency?” 


®eif that price is bona fide, Mr. Customer, how is 
that vendor going to make up the difference? Will 
it be at your expense?” 


°You and I know that people can't afford to sell at 
a loss. What's the catch in this proposition?” 
Pe What's going on—somebody selling himself out of 


business?” 


@@Look the customer squarely in the eye and say, 
‘Is it possible to buy at a cheaper price a product 
identical with that I’m selling?’” 


@@Mr. Customer, you are not just buying a product 
from us, but buying also the service you deserve with 


such a purchase.” 


P@CGct on the customer's 
side to help him get it 
cheaper.” 
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phe babedai 


— 






Thoroughly relaxed, the sales staff of Orr Iron Co. is set to 
swing into a brainstorming session on how to lick the price bugaboo 







®eSurely, Mr. Customer, the source quoting that ®°Ask him what else he gets besides the item itself 





lower price is a respectable business house, isn’t it? when he buys from this competitor 






Perhaps you'd be more certain if you had them put 
the price in writing.” ee\) 
f 






Brown, how do you handle this sort of thing 






in your own business?” 
®°You know the value and price of this commodity 
Are you sure you'll be getting your money's worth 






©? Truthfully, Mr. Brown, do you have confidence in 


price « utters?” 


~~ 





and you're not going to be ‘taken 






®@ Ask the customer if he knows why the competitor 





price is cheaper % 










ee Will our competitor de 


liver it to your door in his 













' lo?” ®@Does this same thing happen in your business?” 
own truck, aS we do 












®@ Ask him how much he will los 


annot make prompt delivery 


f the ompetitor 









®°Y ou realize that your company must operate profit ®°Ask him to check contributing factors to price, to 
ibly; therefore you know that, in order for us to serve be sure he is buying at a cheaper price 






you well, our company too must make a profit.” 










- 


®®Keep talking Orr Iron’s service.” 









®°Would you like it if I cut the price on another ®@if vou can ‘ him if 


item for Joe down the street some time and not for ynfuse him 7 ry | 








+ ’ j 
you This is the only way anyone can cut price 






®¢Could this possibly be an error on the part of o 


ompetitor due to a new salesman?” 










ready for you as soon as you need it? going to, I tell him he would be making a mistake 


And there are still more —> 


@° Are you positive our competitor has the merchan ®@lf he proves he can buy it and shows me lh 





dise in stock 






85 Answers To Price Cutting (Cont’d.) 


@@Ask him if he is sure the competitor is not selling 
his competitor the same article at a stil] cheaper price.” 


not to take advantage of this particular incident; 
however, I always ask him to give me a chance on 
other things.” 


eeTell the customer out 
right that you will not try 
to compete with an unjusti 
hed price cutter.” 


®@ Mention associated items you can sell him that 
your competitor cannot.” 


e®eMr, Brown, is this cheaper seller a reputable con 
cern, in your opinion?” 

eeYou will not work for free, will you? Neither 
will I.” 


@@ is there a quantity involved in this case that might 
make a difference in our price?” 


®@ Whatever you sell, someone can try to sell 
cheaper.” 


eelf he can back up such 
a statement on the reduced 
price, ask him questions 
that will shake his confi 
dence in the price cutter, : 
such as ‘Don’t we all agree 
that price cutters are usu 
ally fly-by-nights?’” 


®eConvince him that your price is worth the differ 
ence in service.” 


fe With some customers I would say, “Why didn’t 
you buy it?’” 


ee Tcl] him to give the so-and-so the order; the quicker 
he goes broke, the better for the customer and all 
legitimate distributors.” 


®@Look him squarely in the eye and say, ‘How soon 
can you get it?’” 


@@in most cases, I would hold eye contact with the 
customer and go on with my sales presentation on 
the item, as if he had not mentioned price.” 


lie may say it ever so firmly but, if he can’t prove 
it, he doesn’t really believe it. Shake his confidence 

.. then sell him on doing business with us because 
of the other advantages we offer, like items in stock, 
service, engineering, truck delivery, etc.” 


@@Mr. Customer, can you buy another one at the 
same price?” 


#@Do you really know the firm you are dealing with?” 


@@Ask him if he gets as consistent good service and 
prices from this source.” 


@@Tcll him our competitor must operate at a profit, 
so there’s always a possibility of an oversight.” 


eeMr. Customer, you and 
I are alerted every minute 
of the day to the pitfalls 
of price buying.’ 


@@ 1 cll him we're over 121 years old, and we didn’t 
stay in business that long by cheating customers 
We are here today becatise we followed the business 
principle of making a profit.” 


®@Keep on selling and see if he is bluffing.” 


C@Ask him point blank, ‘Who is offering you this 
price?’ ” 


®@Mr. Customer, is this line a close-out with the com 


petitor involved?” 


Mr. Customer, some people are not entitled to a 
profit . they do nothing for the customer to 
justify it.” 


Firmly assure him, “That is entirely possible.’ ” 


elf you can buy it cheaper, why haven't you got it?’ 


©@Keep shaking him by 
saying, ‘Are you sure about 
the price . . . on the identi 
cal item?’ ” 
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@@Are you sure the item is complete at that reduced 
price?” 


@@Are you in favor of price cutting, Mr. Customer?” 


C@Has your past experi 
ence with price cutters been 


good?” 


©¢ Ask him, ‘Is my competitor making a one-time price 
cut to try to get “in” with you?’” 


@@'I'ry to convince him a different product is what he 
should buy, and get him off of price and on to benefits 
and advantages he will receive from a similar product 
. . « probably a different size or model.” 


eelf I see I cannot overcome the price cut, I would 
try to switch him to a similar item . . . upgrade him 


in the sale, if possible.” 


®eDon't get so excited about it . . . tell him we are 
in business to stay so we can serve him after the price 
cutter is forgotten.” 


ee Ask him what he thinks the competitor is going 
to do to make up for the unprofitable sale to him.” 


®@ Double check your own 
price in your catalog .. . 
show the price to the cus 
tomer.” 


Ce@Stop talking about the item in question immedi 
ately . . . but start on another unrelated item. When 
you close this part of the sale, come back to the item 
originally referred to in the price-cutting incident 


®@Be sure to mention the item on the next call. The 
price from the competitor may have fizzled out.” 


eeTell him that marketing peculiarities are always 
im existence.” 


ls our competitor's closing out the line the reason 
he has cut the price?” 


eelf he is closing out the line, what about future 
service to you from him on the item?” 


CePolitely ask, ‘Mr. Customer, what is your opinion 
of a salesman who must cut price to get business? 
What if we all used that weapon?’” 


©¢ If we all followed the tactics of cutting prices, all 
of us as distributors would soon be out of business 
How would you like to order your requirements from 
dozens of manufacturers scattered all over the United 
States?” 


Mr. Customer, doesn’t the man you sell to expect 
you to make a profit? Are we any different?” 


®°Mr. Customer, the small difference in price is soon 
erased by your savings on your reduced inventory 
when you draw on our large stocks and services.” 


. a 
©@Mr. Customer, what you #— 

’ ws 
pay for our product also \' 
entitles you to many serv- 
ices . engineering, sales 
helps, advertising etc.” 


ee Bring up a case in which one of our good cus 
tomers thought the same thing but, when he got the 
merchandise, it was a little different such as some 
little item or attachment was left out maybe some 
item he was especially interested in.” 


C@Keep asking questions about freight, where the 
goods will be shipped from if the competitor gets 
the order, etc., in order to leave a doubt in his mind 
that he is actually able to buy cheaper.” 


eeBring up the idea that he will pay for the special 
discount he is receiving on some other item in the 
future.” 


®@Whiether you sell him or not, leave a doubt in his 
mind that he may not be getting what he wants.” 


®@ There are times to back 
down for the sake of your 
own prestige.” 


a i 
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Salesman Edward Micone discusses purchasing problem with Lionel’s P. A. Victor Morano (right). 


Yes, Virginia, Santa Does Call 


On the Distributor for Help 


Newark, manufacturer of the 


now Santa's helpers are 

breathing easier. Scattered in 
toy plants throughout the U. 5., 
they've just finished turning out 
catload upon carload of trains and 
dolls, singing tops and toy ironing 
boards, parchesi sets and pool tables. 
And helping them throughout the 
year meet a production quota in 
time for Santa’s rounds have been 
scores of distributor salesmen sell 
ing the tools and supplies essential 
to efficient plant operation. 


nol 


Trains and Tables 


Among the many distributor 
salesmen listing toy plants among 
their accounts are Edward G. Mi 
cone, Tri County Industrial Supply 
Co., Belleville, N. ]., and Harold A 
Durst, Mau-Sherwood Supply Co., 
Erie, Pa. of Mr. Micone’s 


prize accounts is the Lionel Corp., 


One 
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well 
Durst 
sells a number of toy accounts neat 
Erie, one of them the C. G. Wood 
Co., makers of toy pool tables, wash 


known model railroads. Mr 


ing machines, ironing boards and 
electric irons. 


Time and Tempo 


Both salesmen well know the 
problems of selling to manufa 
turers of this kind. Toy production 
is targetted to one big selling season 

Christmas and normally final ship 
ments are made from the plant by 
the end of October. This means a 
steadily increasing tempo of manu 
facturing through the year, an in 
creasing need for exceptional ser 
ice on the distributor's part to help 
keep plant wheels turning during 
the crucial final weeks of produ: 
hon 


Mr. Micone has familiarized him 
clf with operations in all Lionel’s 
plant 


cdepartments—die casting 


plastics molding, pressed powder 
dept., coil winding, plating, painting 
ind finishing, etc.—and sells a va 
riety of items, such as fasteners, 
hand tools, power tools, soldering 
equipment, cutting tools, abrasives, 


die stocks 


Tools, Transmission 


In the C. G. Wood plant Mr 
Durst finds similar selling oppor 
tunities—power tools, cutting tools, 
power transmission items, abrasives. 

So, on Christmas Eve, when the 
man im the red flannel suit slips 
down the chimney he'll be the first 
to tell you (if you're looking for 
he’s there in the 
Christmas—and with the help of 
the industrial distributor 


him ) spirit of 
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VARLCOLORED PINS indicating delivery frequency and sales volume were stuck in 
map of Cincinnati Supply Co.'s — & area, Best truck routes were worked out from this 


Pinpoint Your Customers for Better Delivery 


RESEARCH PROJECT that helped the management of 
Cincinnati Supply Co. decide on a new location 
recently has also proved its worth as a means of over 
hauling delivery routines for stricter adherence to 
schedules, more economical routing and more frequent 
stops at less cost per sale. 

The analysis was part of a relocation study under 
taken when a new freeway threatened to displace the 
on area map helped get results firm from downtown Cincinnati. Involving the use of 
a detailed map and pins in 17 color combinations to 
rT classify customers, the study made it possible to spot 
By Von Ness Philip the company’s optimum location cos On standpoint 

Assistant Ediser of sales and delivery. When the firm had been moved 
to its present new headquarters near this point—it 
turned out to be 14 miles from downtown, in suburban 
Evandale—the research data was applied to revamp 
the delivery setup. 

Few details had been left to guesswork. The man 
agement tabulated average monthly delivery frequency 
and sales from trip tickets and invoices over several 
years, plotted the data on a large map and used the 
map to re-route trucks for the most efficient service. 

Like many other distributors, Charles Bird, Cincin 
nati Supply general manager, had found traffic conges 
tion and increased delivery to customers newly-moved 
to the suburbs a burdensome problem. By moving out 
of town, he knew, his firm would be closer to many 
important new customers, but some of the old 
accounts would be isolated. Better organized delivery, 
he hoped, would help retain the distant accounts 


Cincinnati Supply needed more A 


deliveries per truck at lower cost 
when it moved 14 miles out of 


town. Plotting trip and sales data 


: Tickets, Invoices Scanned 
CHARLES BIRD, general ma , says yen delivery 
enabled firm to retain most o nts despite moving EPS a 

i feme ttn, the aiettel dite @ Po This was the method of analysis: 
conjunction with survey for new building cae 1. Trip tickets for four different months were col 
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: 


NEW BUILDING in Evandale suburb is hub of new delivery network. Location near optimum center of 


firm's trading area from standpoint of deliveries made it easier to plan logical truck routes and schedules 


lected and separated by customer. The same months 
were analyzed for as many past years as possible 

2. The trading area was divided into zones and 
customers listed by zone 

3. Deliveries in each zone were totalled to get 
average number of deliveries per month. 

4. Average frequency of deliveries to each zone was 
tabulated. Zones were classified as daily delivery 
zones, every-other-day, twice weekly and weckly 

5. ‘To show trends, the present and past years were 
compared as to number of deliveries and frequency 
and increases or decreases recorded 

6. Average monthly volume of sales from each zone 
was tabulated and zones classified in volume categories 
up to $250,000 

7. This data was plotted on an 5 by 10 ft. map of 
the trading area using vari-colored pins to classify each 
zone in terms of number and frequency of deliveries 
and volume of sales. In all, 17 color combinations 
were employed 


Careful Work Got Results 


With both the map and basic data, says Mr. Bird, 
it was not dificult to determine the most logical 
delivery routes and schedules. The map pinpointed 
zones with the greatest concentration of customers, 
and indicated those who needed service most, or de 
served it from the standpoint of sales volume. It also 
showed up infrequent customers getting out.of-the 
way deliveries, and other inefficiencies in delivery 
operation 

The data on deliveries and volume was used as a 
check in specific situations where delivery frequency 
appeared to be at variance with volume. Some large 
customers required only occasional delivery, and many 
had seasonal buying patterns. 

Though Mr. Bird disclaims having solved all de- 
livery problems, he feels the operation changes justi 


hed the time spent on details. He lists these results 

1. More deliveries per truck. Only one truck was 
idded, though the firm's move to the suburbs put 
many old customers at a considerable distance 

2. Adoption of delivery schedules on almost all trips 
for the first time, permitting Operating economies and 
greater dependability. 

3. Better service to the customers who need it most 
by scheduling trips to outlying districts instead of 
sending trucks on one-stop hauls, thus freeing equip 
ment for more service in the concentrated sales areas 

+. Little, if any, loss of business from old customers 
They are further away from the firm, but improved 
delivery routines make it possible to maintain their 
usual service 
get delivery instead, and apparently like it 


Many former pickup customers now 


Scheduling Helps Sales 


Says Mr. Bird: “Scheduled deliveries are a stiong 
welling point. At first we were afraid customers would 
drop us when our will-call department moved out of 
their range. We find now they don't care how they get 
their material so long as they get it on time.” 

I'he small amount of pickup business the company 
did lose has been more than replaced by new will-call 
trade from suburban plants, Mr. Bird adds 


Main Aim—Simplify the Job 


Mr. Bird calls the delivery changes only a part of 
his program for improving operations. “Today most 
of our big customers are talking about automation 
They demand the kind of service from us that fits 
the times—more efhciency at less cost, with less man 
hours. To get our business in order and provide this 
service, we have to use the same analytical approach 
they do. We must simplify our jobs. We have a 
long way to go, but we think we're on the right track.’ 


INDUSTRIAL DISTRIBUTION « DECEMBER, 1956 97 





Who Wastes Time 
Withal ? 


oF OF THE CHARACTERS in Shake 
speare’s As You Like It says, 
“I'll tell you who time ambles 
withal, who time trots withal, who 
time gallops withal, and he who 
stands still withal.” If you want to 
find out which of your salesmen are 
ambling, trotting, galloping, or 
standing still, the answers to these 
questions from the book Managing 
Salesmen by Robert A. Gopel (pub- 
lished by Printer’s Ink) should 
prove to be informative and some 
what eye-opening: 


1. How much time was re- 
quired in performing 
office work before going 
out into the territory? 
How many appointments 
were made in advance? 
How much time was lost 
to doubling back over 
the territory? 

How much time was de- 
voted to waiting to see 
customers? 

How much time was used 
in making each sales 
presentation? 

How much time was de- 
voted to non-selling pur- 
poses in the presence of 
customers? 

How much time was de- 
voted to prospecting for 
new accounts? 

. How much time was de- 
voted to servicing pres- 
ent customers, such as 
technical assistance and 
promotional activities? 
How much time was used 
in preparation for each 
call and for rating cus- 
tomers after each call? 
How much time was de- 
voted to calls where little 
or no business had been 
obtained over a period 
of months? 





Are You Wasting Your Time? 


Are you caught daily in the battle of recurring 


routine and unforeseen upsets, unable to find 


time for constructive, look-ahead planning? 


|" THIS COMPLEX AGE, time is rap 
idly becoming one of the busi 
nessman's most valuable commodi 


ties. For the distributor executive 


and his outside salesmen, especially, 


time today is doubly valuable be 
cause they have so little direct con 
trol over it. Unlike the routine 
worker confined to his desk and able 
to adhere to a work schedule, dis 
tributors and their salesmen must 
somehow contrive to make the full 
est use of time and yet be available 
to their customers. 

The result is that the distributor 
executive constantly is being robbed 
of time for leisure, planning, main 
taining contact with subordinates, 
supervising detail. He frequently 
ends each day going home with a 
briefcase full of matters he should 
have attended to at the office 


An Hour a Day? 


In the case of the outside sales 
man, the time he spends traveling, 
waiting, and detail leaves him only 
a few hours out of cach week for 
productive selling. The author of 
one book on selling estimates that, 
out of a 40-hour week, a salesman 
spends only five hours—one hour a 
day—in direct contact with cus 
tomers. 

Distributors and their salesmen 
must make the best use of the time 
they have. In their case, the effec 
tive use of time consists of dividing 
every job into its two main ele- 
ments—its recurring routine and its 
unforeseen upsets—and trying to de 
cide how to divide time between 
the two. 

Distributors and their salesmen 


might well ask themselves two ques 
tons 

1. Am I spending too much time 
on recurring routine? Could I dele 
gate some of it? If I have to be 
burdened with routine, am I dis 
patching it in an orderly way? 

2. Do all the upsets in my day 
have to be unforeseen? Are there 
some non-routine problems | could 
anticipate, or even avoid? Do I 
allow enough room in my timetable 
to take care of unforeseen upsets? 


Beat the Clock 


These questions are basic to the 
time-problem. Aurin Uris, author 
of Developing Your Executive 
Skills, lists six ways to beat the 
clock 

|. Develop a Sense of Time 
People tend to underestimate the 
time involved in what they like to 
do, overestimate what they don’t. 
Watch out when time drags—that 
may be the signal for your tackling 
another task that puts you under 
the pressure of immediate activity. 
Conversely, watch when you're 
rushed to death—overabsorption in 
your task may blind you to the pas 
sage of time. 

2. Get Your Habits on Your 
Side—Form the time-saving habit 
Spot the habits that waste your 
time, and work out new habits to 
replace the old. Check the time 
involved; make sure the new habit 
is really economical. For example, 
maybe the habit of checking through 
your mail first thing in the morning, 
when really most of your mail in- 
volves routine detail that can be 
handled later in the day 











Thus, vou can adopt a new habit 
of using the start of the day to get 
other people started, of making de 
cisions in half the time because your 
mind is fresh. 

3. Suit the Time to the Task 
Don’t take overlong to “get set” for 
a job or a decision. Sct a limit on 
your “warm-up” period, then act 
The psychologists say quick deci 
sions are more likely to be right than 
those we let simmer for days 

4. Do Two Things At Once 
Link activities that can be done 
simultaneously, or lump together 
tasks that can be handled in the 
same place 

5. Make Deposits in the Time 
Bank—Don't dig into your time sup 
ply by transferring items from to 
day's calendar to tomorrow's, when 
a phone call or a short memo could 
climinate the items from both. Set 
deadlines yourself—a deadline 
puts you in a direct race against the 
clock. 

6. Salvage Time—When you use 
other people’s ideas, you get the 
benefit of the time they spent on 
thought and development of the 
idea. Check back on your own past 
efforts, and ask yourself if changed 
circumstances now make it possible 
for you to apply them successfully. 


on 


Strike a Balance 


From the salesman’s viewpoint, 
time can be very unmanageable. 
Nevertheless, in the supply business, 
the best salesmen are always those 
who strike the right balance be 
tween recurring routine and unfore 
seen upsets. As a result, they don't 
pursue irrelevancies or worry about 
emergencies that are inevitable. Or 
talk pleasure instead of business 

Elmer G. Leterman, in his Per 
sonal Power Through Creative Sell 
ing, had these ideas for salesmen on 
time saving: 

— Transportation—Plan every day 
so you spend a minimum of time on 
travel between calls, and use the 
time you have to spend in traveling 
—think work while 
you're driving. 

Preparedness 


about your 


Know what 





you re going to say to a customer or 
prospect. Call on him only on busi 
talk him, and 
give him time to finish his busines 
Scheduling—As a working sales 
man vou have to be rigid in your 
schedule. Be tough with yourself 
Be tough 
Be tough 


ness, business with 


about vour working da\ 
with your wife about it 
with your cronies about it. Be tough 
with your neighbors about it 

Waiting—Find out when 
customer is less likely to be at his 
busiest. Never wait longer than 15 
minutes to see a customer. If you 
can't avoid waiting longer, try to 


your 


turn this waiting time into workin 
time 

Lunching—Never lunch alone 
lake advantage of the pleasant sur 
roundings and associations to do 
your best talking to a customer who 
can give you all of his attention 


Look Ahead 


From management standpoint, 
time is even more unmanageable 
While most managers are normally 
able to keep abreast of their work 
in any week, they still cannot find 
the time for one of their most im 
portant and constructive jobs 
planning, or looking ahead. 

On this point, the American Man 
agement Association reports: “The 
largest single chunk of (the execu 
tive’s) time goes into planning and 
thinking for his company. ‘Those 
lightning inspirations featured in 
business biographies probably do 
strike occasionally, but they are both 
preceded and followed by long 
periods of search and planning. Ex 
ecutives spend about 20 hours a 
week, on the average, thinking and 
talking about such matters as ex 
pansion and improvement, new 
products, adaptation to economic 
and technological change, and or- 
ganizational changes and other in 
novations to improve efficiency.” 

If this is the case (and the AMA 
states it holds true for large and 
small companies alike), then the 
manager must cither find 20 hour: 
during the normal work week in 
which to think ahead or else work 
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20 hours longer than his subordi 
nates. Since most managers have a 
normal liking for leisure, they are 
more likely to spend less time than 
they should on planning, because 


they can't find the requisite time 
during the work weck. 
No-Good Subordinates? 

It might be suggested that such 


managers should delegate more of 
their recurring routine in order to 
have more time for true managing 
functions such as planning. How 
ever, according to the AMA, many 
executives claim their subordinates 
are inadequately trained or incom 
And this, in turn, suggest 
needs yet mor 


petent 
that the executive 
time in which to train and instruct 
subordinates. So, if 
little time already 
Nevertheless, it might also be 
very true, as the president of Dun 
& Bradstreet declares that “it’s per 
sonal vanity” for to waste 
time doing everything himself. Or, 
in the words of another executive 
“Worry about yesterday's cares or 


he has too 


~ 


a man 


tomorrow's adversities is the greatest 
time-waster.” <A of the 
Young President's Organization savs 
he throws matters that appear to 
need a decision into a special “pro 
crastination drawer.” When the 
drawers full, he goes through it 
and discovers that 75% of the prob 
lems have solved themselves 


member 


Listen to Thoreau 


Observations like these, from ex 
ecutives who understand their 
proper function, indicate that, for 
the executive, time isn't so much a 
matter of timetables and schedules 
and calendars as it is a matter of 
changing his attitude to the vast 
tide of detail that daily flows over 
his desk. Any change in attitude, 
however, requires a firm grasp of 
the principles of executive manage 
ment, a subject beyond the scope of 
this article. 

The philosopher, Thoreau, was 
right: “Our life is frittered away by 
detail simplify, simplify.” 





































As an agent, 
you offer fewer items. 


Selling as a 
manufacturer's agent 


ee 


orasa 
distributor salesman 





What's The Difference? 


a 


As a distributor salesman, 
you offer more 


Products, markets and salesmanship appear the same but Knox- 


yes HING FROM A SALES Jon with 
a manufacturer's agent to a sales 
post with a distributor appears to be 
an easy transition, since both in 
the same type of 
products to the same type of cus 
So it was with R. Kenneth 
Heim, who is now salesman for the 
Browning Belting & Supply Co., 
Knoxville, Tenn., after having spent 
three years selling for a manufac 
turer's agent. However, what im 
portant differences do exist between 
the two jobs, Mr. Heim states, are 
not so much in products, markets 
and selling techniques as in the 


approach to each 


volve _ selling 


tomers 


Whot Can Be Learned? 


Did Mr. Heim think the distrib 
utor salesman could learn anything 
from the agency man’s experience? 
He didn't know. That would de 
pend on the salesman. As for him 
self, he knows that his experience as 
an agency man has proved valuable 
in his present job, but it had to be 
applied somewhat differently with 








By Jack Wertis, Senior 


ville salesman who switched thinks there’s differences in approach 





Associate 





some change of emphasis along cer 
tain lines. 


The Product Angle 


As an agency saleman, Mr. Heim 
concentrated solely on power trans 
mission and materials handling lines 
As a distributor salesman, he sells 
not only these lines but also others 
~cutting tools, power and hand 
tools, fasteners, rope, chain 

On the surface, there is not much 
difference, since he still emphasizes 
power transmission and materials 
handling products. But, as an 
agent's salesman, Mr. Heim used to 
concentrate his sales efforts 
special applications and OEM po 
tentials. For example, a typical 

objective when working as an agent's 
salesman, would be a prospect with 
large potential requirements of ma 
terials he had to sell and, if delivery 
was not an important factor, so 
much the better. One such case was 
a food processing plant which had 
trouble maintaining pressure in 


on 


It wasn’t 


pumping certain liquids. 
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pressing problem but was regarded 
by the plant as an area for possible 
improvement. Mr. Heim studied 
the situation and came up with a 
recommendation. It 
with 


was a drive 
which 


would increase the speed of pumps 


automatic controls 
to compensate for pressure lost due 
to worn parts 


Still Part Of Job 


Mr. Heim appreciates the fact 
that such selling is part of his job 
today, as it is a part of the work of 
any distributor salesman trained to 
But, as a 
distributor salesman, he cannot con 


handle such situations 


centrate as much on this type of 
selling for the simple reason that 
opportunities are less in a smaller 


territory, there 


are fewer customers 
with such problems, and he has to 
saturate all sales possibilities for all 
the handles. This 
means concentration all 
sorts of applications, specialized or 
normal, for a wider range of prod- 
ucts. Thus, if he assists a customer 


products he 


more on 






with a power transmission or mate 
rials handling problem, he must still 
seek opportunities for selling the 
same customer other products, some 
of which may be unrelated to the 
ones involved in the problem 


The Market Angle 


There is, of necessity, a different 
approach to one’s market if one is 
a manufacturer's agent rather than 
if one is a distributor salesman, Mr 
Heim stated. As 


he covered middle and eastern Ten 


an agent's man, 


nessee, As a distributor salesman, 
he now covers only a relatively small 
lennessee, a 
That makes a 
difference in the approach to one’s 
market 


All other things being equal— 


portion of castern 


much smaller area 


training, salesmanship, products— 


the man with the larger territory 
will not achieve as deep a penetra 
tion of his market as the man witha 
the 


agency man, to make maximum use 


small territory Therefore, 
of his selling time, must devote the 
of his efforts to 


large accounts with large potentials 


greatest amount 


These customers are given priority 
on calls to a greater degree than 
when one is covering a smaller terri 
tory. It means skipping over many 
small prospects. It also means fewer 
calls on each customer, which is a 
disadvantage. One benefit, 
is that Mr. Heim 


approach large plant buyers with the 


how 


ever, today can 


same assurance as he does small 


buvers 


Deeper Penetration 


As a distributor salesman, Mr 
Heim’'s objectives include not only 
the 


sales, as well 


cream but also bread and butter 
Maximum use of sell 
ing time is gained by deeper penetra 
The 


possible more calls per customer to 


tion small territory makes 


offer more different products for 
more varied uses. ‘The small terri 
tory is an advantage in another way; 
salesman respond more 


the can 


readily and more economically to a 


call 
of customer 
agency salesman 
counteract. 

The relative proximity of custom 
ers to each other facilitates the cov 


This is the sort 
attention that the 
finds difficult to 


customer s 


erage and development of medium 
and small customers as well as large 
ones. This broadens the distributor 


salesman’s opportunities. Even 
though calls may be apportioned on 
the basis of sales potentials, the dis 
tributor’s man has ample opportun 
ities to make more calls on eacl:. 
customer over the long period. That 


means lower cost per call 


Chief Advantage 


But the chief advantage of the 
Heim 


low al 


distributor salesman, Mr 
thinks, is the availability of 
stocks. This factor influences 


buyers in industrial plants 


many 
even 
large ones which maintain large in 
ventories of maintenance and oper 
ating supplies. In some instances 
the only way an agent can overcome 
consider 


by price 


this disadvantage, where 
able volume is involved, is 


While the 


pedite his services, suc h as delivery 


agency man Can cx 


in an amergency, he cannot quite 
meet the speed and economy with 
which a distributor can perform the 
same service. ‘The communication 
cost involved with an agency man | 
usually sed in long 
toll charge und the dist 


between the customer and the 


highet ex pre 
distance 
Ince 
product required is greater, u ually 
translated into transportation cost 


and delay 


The Salesmanship Angle 


When it comes to analyzing the 


two types of salesmanship involved, 
Mr. Heim 


erable difference im approach and 


aid, there iss a CON id 


technique. The agent's salesman 1s 


more dependent on what Mr. Heim 
termed “rational selling” than is the 
distributor salesman. This is due to 
the fact that the agent's man makes 
far fewer calls per customer, makes 
calls and achieves a 


more “cold 


lesser degree of intimacy with cus 
tomers than a distributor salesman 

The distributor salesman, with a 
smaller territory to get around in 
calls more frequently and de®elops 
closer relations with individuals in 
volved in buying. He has plenty of 


time to widen his acquaintance 
ships, develop customer confidence 
in himself, his firm, his products 
matter 
Thus 


the distributor salesman relies con 


From then on it becomes a 


of maintaining this good will 


siderably on “personal selling” 


Good Training 


Nevertheless Mz: 
that 


vided good traming in : 


Heim 


Cxpe ricnce 


thinks 


agent selling pro 
alesmanship 
Although he did become acquainted 
some of his custom 
But to 
make cold calls was nothing unusual 
On cold calls, Mr. Heim 


had to intensify sales preliminaries 


eventually with 


ers, the process was slow 


either 


uch as obtaining interviews, intro 
ducing himself and his products 
develop interest and probe for op 
portunities. Generally, the distrib 
utor salesman can dispense with pre 
luminaries and get down to business 


On cae h { all 


Those Cold Calls 


There's quite a feeling of accom 
plishment, Mr. Heim said 
you hit the jack-pot on a cold call. A 


case m point was a 


when 


call on a small 
truck 


Heim could learn 


manufacturer of bodies who 


from all that Mr 
beforchand, might be a prospect for 
OEM material. Mr 
duced himself to the buyer and pre 
ented the list of products he had to 


otter 


Heim intro 


including a certain brand of 

The that 
he had heard of the but that 
no representative of the maker had 
called 
might have been interpreted as a 
but Mr. Hem 


take it as a sign of interest in this 


UM p buyer remarked 
| | 


brand 


ever on him The remark 


rebuke chose to 


particular brand of pump He 


elaborated upon them, ending up 


(Continued on page 176 
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wu Paut J. McConnuisrin started National Dis 
tributors 10 years ago in Millville, N. ]., he came 
well-equipped with sales experience (district sales 
manager of Reynolds Metals in Camden), but was 
‘hort of a market. His home town on the southern 
tip of New Jersey had for years been a one-industry 
town—sand and glass. Although the postwar boom 
was to expand these industries, there still wasn't suf 
ficient potential to satisfy his expansionist ideas Mr 
MecCorristin wanted eventually to set up a power trans 
mission and cutting tool house 

Mr. McCorristin then decided the best way of ex 
panding his market was to get behind a drive to bring 
industry into Millville. As a member of the local 
Board of Trade (i.e., Chamber of Commerce), he 
argued that the town needed secondary industry and 
that, with industrial expansion proceeding apace all 
over the country, the town could get it 
When Mr. McCorristin became president of the 
























... 50 He Made His Own Market 


By Don McGill, Associate Editor 


14 PLANTS MOVED 
INTO MILLVILLI 
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Board of Trade, he launched a promotion and pub 
licity program. The virtues of Millville were adver 
tised in newspapers, business papers, and brochures 
One ad headed “Are You Sick of Philadelphia Taxes?” 
hit Philadelphia papers on the eve of a “Sell Philadel 
phia” drive. Officials of firms contemplating expan 
sion were invited on 
Millville’s plant locations. To stimulate enthusiasm, 
Mr. McCorristin originated slogans like “Growth Is 
Contagious,” “A City without Vision Shall Perish,” 
and “Buy a Share in Millville.” 

Aware of the importance of first impressions, M: 


ite-seeing” tours to inspect 


McCorristin inspired a campaign to improve the ap 


pearance of Millville’s main street. Unsightly wooden 


telephone poles and power lines, old-fashioned store 
fronts, and cracked, neglected sidewalks and roadwavs 
were hardly representative of a progressive community. 

he main street was made part of the state highway 


svstem. so the state footed the bill for repaving The 


OUTSTANDING CITIZEN 
AWARD FOR 1954 


was made to Mr. Met 
left Dy k G Budd M 
lle Board of Trade preside 
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FACE-LIFTED 
MAIN STREET 
# Millville is proudly sur 
veyed by Mavor Corson (left 
and Mr. McCorristin, part of 
the city’s far-ranging growth 
ampaign. Mr. McCorristin 
vas instrumental in having 
1,000 acres rezoned for indus 







trial park 






telephone and power companies put their lines under 
ground, and local merchants spruced up their premises 

Prior to the growth program, there were less than 
five acres in Millville zoned for industrial sites. Mr 
McCorristin led a campaign to have 1,000 acres set 
aside as an industrial park with ample power and water 

As a result of Mr. McCorristin’s campaigning, 14 
new plants moved into Millville, earning him the title 
of “the man who created 1,200 jobs,” and the citation 
of Millville’s outstanding citizen for 1954. On this 
occasion the local paper said: “The Board of Trade 
was never more effectively active than during the time 
Mr. McCorristin served as the guiding head of the 
organization.” 

Most important was the fact that this growth cam 
paign (which is still going forward) expanded Mill 
ville’s one-industry economy to include such industries 
as aircraft parts, metalworking, containers, rubber and 
plastic products, textiles, and chemicals. In nine years, 
local bank deposits have increased about 35%, the 
value of manufactures by 40%, employment by 60% 
and population by 15% (now 18,500) 

This growth made itself felt, of course, on National 
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Distributors. In 1947, the firm's sales were barely 
$160,000, drawn from 90 accounts. In 1956, volume 
was exceeding $400,000 from 600 accounts 

Mr. McCorristin is a firm believer in the need for 
Before he started in business, he 







market research 
made a thorough analysis of industrial supplies and 
equipment in the Millville area. For example, at a 
local sand plant he listed all the power transmussion 
equipment from the moment the sand is scooped from 







a nearby lake bottom until it is finally processed into 


fine foundry sand. He ran the same kind of anal 






on other plants 

What's ahead for him now? As a trustee of th 
Southern New Jersey Development Council, he h 
been instrumental in getting a committee appoint 










to study the prospect of holding a World's Fai 
Atlantic City in 1960. A recent tnp to the Milan 


Italy, exposition convinced him the U. S. is long over 






’ 
tt) 


due for a similar event to show its manufacture 





the world 
This latest idea is 
Don't wait for the market to de velop go out an 


ake it vourselt 





onsistent with his thinking 

























Distributor advisory boards were de 
scribed by D. W. Northup (Henry 
G. Thompson) and George Need 
ham, Jr., Biggs Pump & Supply Inc., 
Lafayette, Ind. (below) at Pittsburgh 
forum. Speakers said boards improve 
communication, help both sides es 
tablish a more clear-cut policy in 
their relations because they set some 
of the policy jointly 





Co-chairmen of the meeting were W. A. Fer 
guson (Standard Electrical Tool) and John N 
Failing, The Charles A. Strelinger Co., De 
troit, who greeted 440 forum registrants at 
the opening breakfast 


Pittsburgh Forum 


Ralph M 


stressed two “danger spots 


Johnson (Norton Co.) 


m dis 


tribution picture suppliers concem 


-4 about coverage and distributor 
concern about margins. He urged 
cost accounting of lines. Harold I 


Forell, Syracuse Supply Co., 


cuse, N. ¥ 
proht is needed to insur 
distribution. 


—_ MARGIN, turnover and better distributo 


manufacturer relations were major topics of 
the Industrial Distribution Forum held Oct f 
in Pittsburgh. The meeting was sponsored jointly 
by the National Industrial Distributors A 
ind ‘The American Supply & Machinery Manufa 


turers Association 


ciatior 


here were 440 registrants, including 135 « 
tributor representatives from 89 firms in 
Northeast and Middle West 
Opening events included a tea and 
party the afternoon before the main sessions a1 
a breakfast meeting at which the co-chairmen 
Jobn N. Failing, The Charles A. Strelinger Co 
Detroit, National Association, and W. A. Fergu 
son (Standard Electrical ‘Tool Co 
Association, outlined the program. They intro 
Frank M 
Indianapolis 


Jordan 


ocjiation 


American 
duced the association presidents 
Cruger, Indiana Mfrs. Supply Co 
National Association and Charles 
(Charles Parker Co.), American As 
Harold E. Torell, Syracuse Supply Co., Syracuse 
and Ralph M. Johnson 
cussion leaders of Session No. | on 
Our Life Blood,” 


Norton Co.) were dis 
Distribution 
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Mi lorell said there 
cheap und shoddy distribution set 
pliers can influence the quality of t 
tors by teamwork. He urged suppl 
distributor oncern about margin 
the industry's life blo 
who neg! ts to complain 


where they exist is doing the 
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seTVICC aS well d him elf 


Danger Points Underlined 


Mr. Johnson 
distribution, th 
ontroversy Ove 
will defeat their 
their biggest account ‘ I f ade 
territorial verage urther they will for 
price ris una eptal le to istomers if mat 
ire increased substantially petit 
market He urged dist 
their lines to determin pt 
po ible operating ¢ onomu 

Distributor Advisory Board 
#f discussion led by George 


Pump & Supply In 
Manufacturers’ agents should be se \ Adequate turnover is the true yard 
lected with more care, not used orthup Henry G me , , tick of performance, said Miles I 
when their need is outgrown, Leon Needham said large supplier end to lo Stray, Charles A. Templeton, Inc 
ard L.. Dietz, Dietz Industrial Sup nunicatio with distributor , 7 Waterbury, Conn. (above), He ad 
ply Co Aurora, Ill ibove) told ‘i ' ' vocated gross - margin -equals-inven 
meeting. Dan C. Swander, Jr., (€ wards bridge the Ap M: Northup described tory formula. W. RR. Kunkel (Bos 
lumbian Vise & Mig.) said agents the board his firm organized a the best goo 1] ton Gear Works) said distributor's 
were “here to stay” in the field of builder I have ever seen inventory policy should depend on 
distribution because they serve } . many variables, urged higher-than 
nomic function Pros and con f manufacturer gen ivetag tock for strongest lines 
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What You Should Know About Ceramics 


It is claimed they can... 


* Cut metal two to four times as fast as 
the best tool materials in current use 


”Cut heat-treated parts too hard for 


carbides 


” Last up to 25 times as long as carbides 


” Produce better finishes 


” Operate without a coolant 


By George lL 


BR DON'T LEY THIS PLUS-sipe of the picture carry 
you away 
are still problems to be overcome—a need for more 
investigation and scientific anaiysis of performance 
characteristics 

Though in the early stages of development, a num 
ber of suppliers are offering commercial ceramic tool 
bits. Your customers will be asking about this spec 
tacular material. 

Here's a roundup on tomorrow's cutting tools: 


What They Are 
History of Their Development 
What the Future May Hold 


When it comes to explaining exactly what ceramics 
are there's some disagreement on the precise defini 
tion even among authorities 

According to Webster, ceramics is a matter of firing 
earth materials. Those who split hairs say it's a 
matter of complex compounds; others that it’s a mat 
ter of crystalline structure. 


Confusion 


Generally, oxides are ceramics—ranging from a single 
oxide to a complex combination. But if we categorize 
the cemented carbides and borides as cermets—bonded 
materials combining metals and ceramics—and typical 


Bottari, 


Ceramics are not a cureall. There 


Assistan 


oxide cutting materials as ceramics, we still encounter 
some confusion. Actually, oxides with metal binders 
are classifiable as cermets rather than true ceramics 
One of the distinctive features of ceramic materials, 
however, is their lack of heat conductivity—the same 
cannot be said of carbides or borides. 

Thoroughly confused? For general discussion, it 
should suffice to say that ceramics’ major ingredient 
is aluminum oxide. Other ingredients may include 
silicon oxide, magnesium oxide and binder materials 
The mix is pressed to shape—rectangular, square, 
triangular or round—then fired much like ceramic tile 


Characteristics 


Basically, ceramics are brittle; they offer little impact 
resistance. Very hard, with high abrasion and erosion 
resistance (and resistance to cratering), bending 
strength is considerably lower than cemented carbides, 
hardness and high-temperature strength considerably 
higher; heat conductivity very low (unequal heating 
may cause cracking and shattering). 

The tendency to break increases the need for a 
holder designed to minimize mechanical stresses (such 
as bending) and to avoid stress concentrations by pro 
viding large areas of perfect contact surfaces. (One 
manufacturer's announcement claims to offer, for the 
first time, a ceramic tip bonded to a steel shank 

\nother oddity: ceramics have inferior low-tempera- 
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Ihe progress and potential for increasing the speeds for cutting metal are shown above 


rure trength oupled with good high-temperature 
trength Phi 


vell to remember that most tests to date have been 


permits them to run dry, and it i 
conducted running dry. This means we have a bit 
that runs better than carbides at higher temperature 
ind, if a machine can be made to stand the heat 
theoretically all cutting could be done at optimum 
temperatures and cutting fluids would not be needed 
for the bit, but primarily to protect the work 

I'he tip also remains “cool” to the touch even after 
what appears to be a heavy cut ‘his peculiarity 
explained by the fact that ceramics are heat insulators; 
they do not absorb heat as metals do 

Ceramics are also non-absorbent, acid-resistant and 
unaffected by 
non-conductors 


speeds within the limits of present machines, the 


corrosion; they are non-magnetic and 


Offering better finishes and higher 


permit speed and feed combinations—if the machin 
18 rigid r nough he vond the Capac ihies of most pres¢ nt 


| 
machine tool 


History of Ceramics 


For over 15 year experiments have been made with 


ceramic tools. Rumors of success from overseas fi 
tered through to this country for some time. Duris 
World War II England experimented with the nev 


material, continued after the war, and reported 


in cutting abrasive plastx vith ceramic tool 
Despite a verdict of still being unsatisfactory |! 

teel, rumors from Russia persisted In 1954, fo 

example it was known the Russians had at least seven 


different ceramic bit During World War II ceram 
bits had been used bi the Ru Siali ck velopment the 
had been intense since 194 Though Soviet paper 


ibout these materials were published in 19 and 
thereafter, the first publi hed r port w German and 
vent back to 1935 
Progress In America 

In America the first work with ceram ts go¢ 
back to 1935, when they were used for machining 
raphite md “green cram 

In February, 1955, American Machinist published 
1 report on succe ful tests with steel at Rodman Labo 
itory, Watertown Arsenal, near Boston. That year 
it the Machine Tool Show, tw manufacturers ex 
hibited ceram) ind at least five lathe makers ran 
test which elicited a great deal of iterest and 


omment 
At the 19 6 Machine loo! Show evcn A ie } 


manufacturers offered ceramic toolbit 


nother producer has joined these and undoubted 

there are other cerami on the market or ready f 
} | 

ommercial use Research on cerami currentls 


Some Tips for Distributor Salesmen —> 








Engineers. 


Why the Search for New Tool Materials? 


Both civilian and military developments sparked the 
need for different tool materials during World War II. 
Shortages, or fear of shortages, in tungsten and cobalt 
(critical materials for tungsten carbide) during the war 
and defense periods triggered this carbide-tooled 
nation of ours into a search for new materials. 

Development of harder and tougher materials of 
manufacture, and the attempts to cut—with turning 
and milling tools—hardened and sintered pieces to get 
around heat treating distortion and cut grinding costs 
created new problems. 

Metal tools crumbled or burned because the harder 
and/or abrasive materials to be cut raised tip tempera 
ture too high, causing failure of the bond in cemented 
carbide tools. When cutting fluids were used to 
keep temperatures down, the alternating heating and 
quenching caused cracking and spalling of tools. 

“Unmachinable” materials—stainless 347, Nimonic, 
J-metal, Vitallium—used in atomic, guided missile and 
jet programs demanded tolerances that precision cast 
ing, sintering and forming could not achieve without 
the “impossible” final machining. Titanium tended 
to combine chemically with the cutting tool and 
uranium caught fire easily 

Non-critical and harder alternatives for carbides 
were necessary to cope with these dangers and prob 
lems. Oxides and carbides were logical candidates 


The Future for Ceramics 


Some authorities claim ceramics will be used only 
for the occasional jobs carbides can't handle; others 
envisage immediate, extensive use because of problems 
in automation 

A carbide manufacturer, with a line of ceramics, 
points out, “Ceramics are not a cureall. They will 
not replace carbides beyond, I would estimate at this 
time, a 15-20% maximum overlap.” 

Another ceramics supplier says, “Present machine 
tools, in terms of speeds and strength, are inadequate, 
but whole new fields will be opened up for, and by, 
machine tool manufacturers. At the moment, highly 
repetitive types of operation—particularly in the auto 
motive industry—offer the best applications.” 


Changes In Machine Tools 


It is therefore obvious that heavier, more powerful 
and more rigid equipment than is generally available 
today will sct the stage for maximum use of ceramic 
tool bits. With the high speeds thus possible, obvious 
advantages will be enjoyed by manufacturers out to 


surpass previous production figures. Manual control 
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What You Should Know About Ceramics (Cont’d.) 


being sponsored by The American Society of Tool 






























(‘holo courtesy Meiailurygwal i*reducts 
Department of General Electric Co.) 


CLOSE-UP of a cemented oxide tool cutting at 715 fpm 
Twelve step fini h turning time on each spindle was reduced 
from 6 to 2.5 minutes 

will be impractical, and thus ceramics will play an 


Another 
certainty is that future machine tools will be more 


important role in accelerating automation 
complex and more costly 


Tips For Industrial Supply Salesmen 


Distributor salesmen soliciting ceramic tool bit busi 
ness should realize ceramics are in the development 
stage in terms of applications and the material itself 
Until such time as the area of application is mor 
clearly defined, it is properly the responsibility of the 
cutting tool manufacturer to supervise engineering and 
application. It is imperative—from the manufacturer 
supplicr, distributor, and customer standpoint—that 
distributor salesmen work closely with their supplier's 
qualified technical men 

An apt warning from a ceramics supplicr points out 
that “Indiscriminate recommendations by half-cocked 
supply salesmen will give all ceramics a black eye and 
impede their adoption where they can provide sound 
user bencfits.” 

In addition to the customary production problems 
of introducing new tools for new applications, dis 
tributor salesmen can expect to be confronted with 
user inertia. Shopmen characteristically resist change; 
they try to restrict their problems to a limited and 
known area. Creative selling will be necessary, coupled 
with a sound knowledge of the materials and areas of 
application 

In any event, the ultimate effect of mass produce: 
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and progressive small company use of ceramics in com 
bination with carbides (as they now use carbides with 
high speed steel) will be to force metalworking people 
to use carbides more effectively (just as the introduc 
tion of carbides forced high speed steel users int 
better, more intelligent use of high speed steel 

In its coverage of the 1956 Machine ‘Too! Show 
American Machinist reported, “The current belief that 
cemented-oxide tools will get nowhere because of thei 
extreme brittleness was likened by W. B. Kennedy 
chief experimental machining branch, Rodman Labo 
ratory, Watertown Arsenal, to the hesitancy with 
which hard, brittle, cast nonferrous cutting alloys of 
the tungsten-chromium-cobalt group were accepted 
carly in the century and to the similar resistance t 
the introduction of cemented carbide tool material 


experienced during the late 20's and 30's.’ 


Get All the Facts 


As with all special industrial products of a technical 
nature, it is the distributor salesman’s prime responsi 
bility to get the facts—all the facts—to insure a prope: 
recommendation. Data shects—similar to those used 
for V-belt drive engineering, for example—should be 
employed. To make an intelligent recommendation 
the distributor salesman, or the supplier's field man 
should obtain at least the following data 


Work material 
Hardness 
Machine (make, model, etc.) 

Motor horsepower 

Description of operation (turning or boring 
Depth of cut 
Speed (rpm) 
SFPM 

Feed (per rev.) 
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Additional information is always welcome It i 
far better to report more data than is essential rather 
than err on the short sice 

Some of the important application suggestion that 
should be kept in mind are 

Coolants are not required 

Rigidity—of machine, work piece and toolholder 
is very important 

Shank should be as large as possible 

Cutting edge should be on center line 

Use diamond wheel with copious coolant to grind 
cramuic inserts 

Beware of applications involving interrupted cut 

All present cerami uppliers have issued basi 
technical data and reports. Kemember, the manuta 
turer's recommendations have been created out of ex 
penience testing, and sound enginecring prac tice. Read 


ind study them carcfully 


Sources of Information 


Also available to distributor salesmen interested 
obtaining a sound background on cerami ire re 
prints of American Machinist, March 12, 1956 Tool 
Show Issue—Ceramic ‘Tools Today An Appraisal 
This comprehensive special report is a roundup of 
material from leading manufacturers. ‘The report in 
cludes data by manufacturer technicians and engineers 
on oxides, borides, nitrides, silicides and carbides; plus 
a report on how the Skoda Engine Plant in Prague 
Czechoslovakia, cuts cast iron with ceramics 

Distributor salesmen interested in keeping their cus 
tomers abreast of past, current and future develop 
ments should avail themselves of such published 
materials by their suppliers and study trade publica 
tions in the metalworking industry for current reports 


on this rapidly-developing cutting tool material of 


the future 















An Index of Industrial Distribution Articles 


Here's a listing of articles that appeared from July through December 1956 





SALES HELPS FOR SALESMEN 


Sates—Tuey'ne Sreccep S-E-R-V-1-C-E. July 56 86 
Three concrete examples validate the point made 
by Indianapolis salesman 
Turan Down an Onper........ July "56 90 
It paid off on one occasion for a Norfolk salesman 
How to Soorne a Sone Cusromer.....July 56 96 
Three hard and fast rules cover situation at Kala 
mazoo distributor organization 
Snow Tuem a Berrer Way Aug. "56 54 
Charleston, W. Va., salesman answers five stock 
objections to mechanization 
How Went Do You Inreaprer Propuct 
VaLue? . sapere Aug. 56 4 
Charlotte engineer follows three steps to get sale 
over price barrier 
How tro Fin an Expertencep Sares 
MAN'S Snows ) Aug. '56 100 
Build up trust in three ways, says Indianapolis 
salesman 
Do Satesmen Fotrow Ur Quoras?.. .Sept. 56 101 
They do in this Indianapolis distributor firm 
How vo Braiwwstrorm Your Way to 
SALES . iJehave ck Sept. '56 105 
(See “Ideas for Management” for full listing) 
Sexi. Srocx Irems Oct. "56 82 
Buffalo salesmen steer clear of specials without 
losing orders 
ID's Reapers Answer Satesman’s Cry 
vor Hep Oct. '56 84 
Here are more “what to do’s” for the salesman 
who gets only token orders 
Tuey App Up tro Sares.... Oct. "56 89 
Interest, service and confidence are advocated by 
New Orleans salesmen 
How Wovutp You Answer Tuesr Four 
Prowiems? Oct. "56 92 
Memo and case history are textbooks for Los 
Angeles distributor sales meeting 
Use Your Heap ro Set. New Pros 
Oct. "56 108 
Louisville salesman directs efforts to do most good 
Paopucts & Markers Oct. "56 110 
Nov. '56 110 
Ow tue Go wrrn A Saves Procram...Nov. 56 85 
Planned effort results in increased sales for Rock 
ford, Ill., salesmen 


* 


SPEAKING OF SOLUTIONS Nov. (56 93 
Bridgeport salesman and president comment on 
Brainstorming’ case 
Insipe-Ovursipe Cooperation REALLY 
Works lr Nov. '56 102 
Inside man in Philadelphia firm has training and 


solutions to a 


authority 
85 Answers 10 Price Currinc Dec. 56 89 
Brainstorm sales meeting at Evansville distributor 
firm produces results 
Yes, Vincents, SANTA Dors CALL ON THE 
Disrripuror ror Hep Dec. "56 94 
Voy-producing firms provide sales opportunities 
for Belleville, N. J. and Erie, Pa., distributor 
salesmen 
Wuat's tHe Dirrerence? Dec. "56 100 
Knoxville salesman discusses the approach in sell 
ing as an agent and as a distributor salesman 
So He Mane His Own Market Dec. "56 102 
New Jersey salesman brought industry into Mill 
ville 


SALES IDEAS 


A Lirrie Gors A Lone Way 
Aug. 56 82 
l'acoma firm adopts a selective selling policy 
. Aug. 56 87 


Secr-APPpRAISAI 


SALESMEN Ger INFORMATION “Bonus” 
Denver company publishes monthly sales zuide 
Prorrr Hinces on Setecrion or Lives... Aug. "56 88 
Kalamazoo distributor lists six rules of thumb 
Pusu a Burron ror Sates Inrormation. . Aug. 56 96 
St. Louis inventory control system has five ad 
vantages 
Duat Rote Has One Ars—More SAues 
. Sept. '56 102 
Portland, Ore., salesman-sales manager describes 
his twofold activities 
liow ro Bramsrorm Your Way To SALEs 
Sept. "56 105 
(See “Ideas for Management” for full listing) 
len Workers—Bur One Goat Sept. '56 205 
Everybody doubles up to maintain this Daven 
port firm 
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Boon to Buyer AND SELLER Oct. "56 9 
Product surveys are the answer for Kalamazoo 
firm 
“Tnere Is No Sucn Turnc as Screntirn 
SeLuinc” . Oct. "56 200 
Branch manager of manufacturing firm gives his 
views on elling 
Pinrowr Your Cusromers ror Berrer 
DeLiver’ Dec. "56 %6 
Plotting trip and sales data on area map helped 


get results for Cincinnati company 


IDEAS FOR MANAGEMENT 


Wuat's Your Rote Topay? .... July 56 83 
Questionnaire and two-part article help you de 
cide your status 
Puree Ways To Suare-rue-Prorrrs July "56 91 
\ trio of systems does just that for Los Angeles 
firm 
Burp Up Your Insipe Srart July "56 98 
Pittsburgh distributor's new approach boosted 
efhciency and morale 
Six ‘Tacs You SHoutp Know Aug. 56 90 
They'll help you to manage your business better 
Waar Insurance Do Tuer Want 
Most? Aug. "56 166 
Stamford, Conn., company gets most coverage at 
lowest cost 
CaraLoc Srorace System Does Turer 
Joss Sept. 56 100 
I'riple advantages result for Milwaukee firm 
How To Brainstorm Your Way To 
SALES Sept. 56 105 
BramnstoRMING: Wuartr You're Arrer Is a 
Menta Cain Reaction 106 
You're Onry Gerrinc Toxen Orpers 109 
‘l Buy Sraicriy on Price” 113 
“| Spreap My Business Arounp” 117 
Stay Our or THe PLanr”’ 12] 
You're Losinc Business 125 
Sect Generar Line Services 29 
Sect Speciauizep SEeRvIces 133 
“‘We'p Be Losr Topay wrrnovur Sates 
ANALYSIS Oct. '56 86 
Wheeling management cites seven good reason: 
why 
How to Get Tuincs Done Oct. '56 102 
Assign responsibilities and delegate authority are 
two ways to make a headstart 
Make Time ror Manacement Jos, 
Too Oct. '56 105 
Salem, Ore., distributor executive sets aside time 
for developing and improving policies 


How Suoutp SatesMen Be Paw? Nov. ‘56 BY 


Rased on a definitive study, this article sets forth 
elements of sound compensation plans 
Hiow vo Ger Rw or Orper Hanpine 
BorrLENECKS Nov. "56 
Four simple changes did the trick for Bluefield 
W. Va. firm 
Berore You Srocx ; Au ov 
Nov. "56 104 
motto of Colum 


lacrs 
Keep inventory poli v flexible 


bus OM pan 


GENERAL 


Is Iv Sare To Microrim? July “56 
Here are the pros and cons of the microfilm story 
Is Disrrieurion Necessary? July "56 160 
Interview with research organization president 
emphasizes labor-management relationship 
REASSURANCE OF A SALESMAN Aug. "56 170 
Michigan representative gives two sides of the 
alesman picture 
Goon Demanp Seen ror Rest or Year. Aug. 56 17! 
Outlook continues good for rest of '56, says De 
partment of Commerce mid-year survey 
Repevecopinc Our Crries Oct. "56 
Solutions to urban trafhe problem are not 


Cas) 
." 


A Day ror Graviry Oct. 56 20 
Eliminate the force of gravity? Here's an argu 
ment for it 
Inpusrry Leapers Visrr CLARKSON Nov. ‘56 180 
Association delegation visits Potsdam campus 
A Devicurrut Day w Derror Dec. ‘56 
ID editor calls on distributor firm staffed b 
women 
Manacement Course Daaws INousrry 
LEADERS Dec. "56 
89 distributor executives enroll in management 
course for industrial distributors 
Ane You Wastinc Your Time? Dec, "56 95 
Some advice on how to find time for constru 
tive, look-ahead planning 
Wuar You Suourtp Know Apsout 
(CERAMICS Dec. 56 106 
Both advantages and disadvantages are set forth 
in this article 
Looxep at Your Lerrers Lavery? Dec. ‘56 172 
Some “Before” and “After” tips to help you 
write a better business letter 
Wuat Asour Dmecr Man? Dec. "56 174 
Manufacturers find out what distributors like 
and dislike in direct mail literature 


Index continues on next page —> 
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PROMOTION 


Keer Pivcemwsc wrrn Sates Promorion 
CAMPAIGN Aug. "56 98 
It’s a Holyoke firm's solution to the capital equip 
ment selling problem 
Oxuvenr Forms Bumr wro Provvuct 
Guiwe Aug. 56 104 
Dallas firm thus advises what products it stocks 
distributes and sells 
For Goop Sates Promorion, Ger Spt 
CIALISTS Nov. "56 100 
Buffalo distributor turns to outside agency—with 
excellent results 
TureerD Disptay Makes Year Rounp 
Suow .. Nov. "56 106 
Picture blowups keep leading lines displayed at 
Los Angeles distributor organization 


MEETINGS 


Disrarmurors Teri 
Memptuis July "56 94 
Special Rotary Club program honors nine indus 
trial supply firms 
Tue Inpusrry Asxs—Ciarxson AN 
SWERS July '56 100 
Question-and-answer session gives insight into 
Clarkson industrial distribution program 
Ariantic Crry Convention Smericurs. July 56 190 
16-page pictorial section covers 1956 Triple In 
dustrial Supply Convention 
Ler rue Buyers Have Tem Say Sept. "56 98 
Bluefield distributor firm organizes panel 
Sates Merrinc Ferarures Bratsrorm 
ING , Nov. "56 182 
Six sessions spark ideas for Pennsylvania manu 
facturer 


Tuem Srory In 


Prrrssurcn Forum Sporiicurs Pros 
LEMS Dec. "56 104 
441 attend joint NIDA and American regional 
forum 


LAYOUT AND DISPLAY 


Datve-In Warenouse Arrractrs SALes, 
Curs Costs Aug. °56 102 
Local stock and service and stressed by manage 
ment of Latrobe, Pa., branch 
"56 206 
A story of the building New Britain salesmen built 


‘Teamwork Is Consrructiv: Sept 


Bumping Mesns Movinc—PiLan ror 
Born Oct. "56 97 
St. Louis and Huntington firms did by thinking 
ahead 
Wuat Inpusrraia, Disrricrs Mean 10 
You Nov. °56 82 
Industry is on the move to the suburbs—and so 
are Boston and Syracuse distributors 
Ir Pays tro Grow wrrn Your Com 
"56 108 
New building boosted sales for Knoxville firm 


MUNITY Nov 


EDITORIALS 


Ane You Setiinc Cusromer Benertts?.July '5 
Tuere's Gotp wy Tuem Tar Has... Aug 
Sometutmnc New UNDER THE SUN Sept 
SMALL Business Propiems Oct 
Why Suourp I Buy rrom You? Nov 
Merry Curisrmas—Haprry New Year. De 





Reprints Available 


The following reprints of articles that have appeared in ID are available. Send your 
order to Reprint Editor, Industrial Distribution, 330 W. 42 St., New York 36, N. Y 


Article 


Price per 
single copy 


Careers in Industrial Distribution 15¢ 


Key Line Selling 


50¢ 


How To Brainstorm Your Way to Sales 50¢ 


Growth of an Industry 
Sales Quiz Guidebook 


50¢ 
$1.50 


What Happens to an Order 30¢ 
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THE PERFECT BALANCE 
e Dependable Bolts 
e Sturdy Packages 


Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That's the quality you'll find in 
National's most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read . .. helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won't show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 


are available. 


THE NATIONAL SCREW & MFG. CO. 


CLEVELAND 4, OHIO 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 Sovth Garfield Ave., Los Angeles 22, Cal. 


CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 
CAP SCREWS « WOOD SCREWS « PIPE PLUGS 
MACHINE SCREWS + NUTS « TAPPING SCREWS 

STOVE BOLTS « COTTER Pins 


oe Veltates / F J) f 
Op aeeetrs asteners 4 Chester Holets 
% . 
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U.S. TOTALS 


September 1956 
Compared with 
August 1956 


-6% 





Comptcen sy Inpustratan Dwramvurion 





September 1956 
Compared with 


September 1955 


ddd 


+3% 


First 9 Mos. 1956 
Compared with 
First 9 Mos. 1955 


+14% 





Supply Sales Trend 


Final Figures For September 1956 





September 1956 
Compared with 
August 1956 


September 1956 
Compared with 
September 1955 


First 9 Mos. 1956 
Compared with 
First 9 Mos. 1955 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohie 


Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


370 
2% 
9% 


9% 





+ 5 y/o 


+ 2% 


NO 
CHANGE 


- 8% 








+19% 


+16% 


+15% 


+12% 
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SELLSTRAINERS ? 
SELL YARWAYS 


B sei pipeline strainers to your customers? If so, you've plenty 
of profitable reasons for selling YARWAY Fine Screen Strainers 


Some of the reasons are these 


e Available in iron or steel with rust-resistant finish, also 
bronze, stainless steel and aluminum 


Dutch weave Monel woven wire screens have high 
mechanical strength, extra fine straining service. Also 
perforated bronze, monel or stainless steel 


Easy to remove screen caps with straight threads to assure 


proper alignment of screen 
» i Oe SCREEN EASILY REMOVED 
10 standard sizes from ‘;"’ to 3”. Larger sizes to order uy 
Jnacrew cap and screen 
Also flanged and socket-weld connections comes out with it 
' When replacing, put 
Made by the makers of well-known Yarway Impuls geseen in enn. then easew 
Steam Traps— backed by vigoroug advertising and promotion cap into body Straight 
. , Y lon threads assure correct 
Write today for information on Yarway selective alignment, no screen 
distributorships distortion. Cap is 
tapped for pipe plug 
YARNALL-WARING COMPANY or blow-off line 
111 Mermaid Avenue, Philadelphia 18, Pa. | 


FINE SCREEN STRAINERS 
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SALES TRENDS (Coai'd.) 








September 1956 
Compared with 
August 1956 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


Alabama 
Kentucky 
Mississippi 
Tennessee 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 





EAST SOUTH CENTRAI 


WEST SOUTH CENTRAI 





- (% 


-14% 








September 1956 
Compared with 
September 1955 


Firet 9 Mos. 1956 
Compared with 


First 9 Mos. 1955 
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Facetious? Certainly not! 


Termites and decarburization have much in 


Both 


Both leave what appear to be sound materials so weakened 


common. wreak their deadly destruction undercover 
that collapse and failure frequently result. Only quality control 
like that practiced by HMS with heat-treated cap screws can 
prevent decarb 

So don’t take chances. For assured value, night price and 
fast delivery whether heat-treated, brass, stainless or low 


recommend HMS. 


Always hecommend HME... in The box, you never dap 


carbon alway 











HARTFORD 


Diasion 


MACHINE SCREW COMPANY 


of Standard Screw € 


mpeny 


2, CONNECTICUT 


101 DEERFIELD ROAD, HARTFORD 





CAP SCREWS « SOCKET PRODUCTS « TAPER PING « DOWEL PINS « HEX NUT 





nial 
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HERE’S POSITIVE PROOF OF 
HMS assurep vatue! 


Competitive screw thread Typice!l HMMS screw thread 


Note decarb white area sniform texture no decarb) 


cre 


These photos rograpl } i ‘ f th 


other manufacturer 

‘ cer 

Ji MS sh = 
md HMMS Assured 


carburization Fa 


Value! 


1956 





The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


ALES PROSPECTS FOR INDUSTRIAL DISTRIBUTORS are 
Sieectat on how well their customers and poten- 
tial customers are doing. With the end of 1956 in 
sight, it’s a good time to take stock and ask—How 
prosperous are the people of the United States? 

By almost any measure this will be the best year 
in our economic history. Overall economic growth 
as measured by the gross national product—the total 
value of all goods and services produced in the nation 

will amount to about $410 billion. This is the first 
time in the history of the U. S. the gross national 
product has gone over the $400 billion mark, GNP 
has increased at an average rate of 4.5% per year 
during the last four years 


Per Capita Income Up 


If government expenditures for national security 
are subtracted from this figure, the rate of increase 
has been even greater—5.7% per year since 1953 
Thus, an increasing amount of goods and services 
have become available to the civilian population each 
year. This is still true even when the figures are 
adjusted for recent increases in living costs. 

Another gauge of overall economic growth and 
rising living standards is the change in real disposable 
income per capita—that is, the income per person 
after taxes, adjusted for changes in the purchasing 
power of the dollar. ‘This year, real disposable income 
per capita will be about $1,700, This represents an 
increase of $276 in the past eight years. Even though 
inflation has taken away some of the purchasing 
power of the dollar in the past eight years, the con 
sumer still has more money than he has ever had 
before. 


Wages Big Chunk 


Factory wages and salaries this year account for a 
larger share of national income than in any previous 
period in our history. Employees’ wages and salaries 
are running about 70% of national income, or about 
5 percentage points higher than five years ago. 

In 1947, the average weekly wage of factory workers 
amounted to $49.97, This year, weekly wages of fac 
tory workers will average about $80. This means that 
the average factory wage has increased about $30 a 
week in the past nine years. 

Even after adjustment for price increases, factory 
workers are getting about $20 more a week this year 
than they did in 1947. And factory workers have not 


had to put in longer hours to make this gain 

Not only has the income per person gone up each 
year, but more people than ever before have jobs. Em 
ployment for the year will average about 65 million 
persons, full-time and part-time. This is a record high. 
Since the end of World War II, 7 
have been created 

Unemployment this year will average about 2.6 


5 million new jobs 


million 
the labor force—only 3.8% 
operating at very close to full employment 

Small business and professional people as a group 
have done well—contrary to claims made during the 
political campaigns. Income of unincorporated busi 


his represents a very small proportion of 
This year we have been 


ness and professions has increased from $19.9 billion 
in 1947 to $29.0 billion this year. However, with the 
faster growth in national income, the share going to 
small business has declined. Income of small business 
was 8.5% of national income in 1956 compared with 
10% in 1947 


Firms and Farms Down 


Curiously enough, corporations have not done as 
well as other segments of the economy. Profits after 
taxes amounted to $20.3 billion in 1948. This year 
corporate income will be only a little over $1 billion 
higher than 8 years ago. When these figures ar 
adjusted for the increase in inflation, corporate profits 
have actually declined since 1948. In terms of the 
1955 dollar, corporate profits after taxes will be $21.2 
billion this year compared with $22.6 billion in 1948 

The real gloom spot in the economic picture, how 
ever, is the farm situation. Net income of the farm 
population declined steadily from 1951 through 1955 
It appears that the decline may have come to an end. 
But the statistics show that the farmer has been going 
through a relatively poor period. From an all-time 
high of $19.7 billion in 1948 net farm income will 
drop to $13.9 billion this year. Thus the farmer's 
share of national income has declined from 8.9% 
to 4.1% 

The per capita drop has not been as great. This 
year, per capita income of the farm population will 
be $632 compared with $761 in 1948. This is because 
the number of farms and farmers has been declin 
ing, too. 

With the exception of the farm group, the Ameri- 
can economy is more prosperous than ever before, by 
almost any measure. And this prosperity points up 
that 1957 will be an even bigger year than 1956 
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W-S FORGED STEEL FITTINGS 


In almost every phase of the petroleum industry, 

W-S Forged Steel Fittings provide safe, tight connections for 

smal! diameter high pressure piping. In field processing plants, 

on heat exchangers, in oi] and gas pipeline systems, in refinery 

pumping stations and process lines . . . and in other high pressure lines 

1%” to 4” in size, W-S fittings protect piping systems against costly down time. 
They are drop forged from solid bars for extra strength 

and toughness . . . and they're safety-factor designed. 
W-S Forged Steel Fittings are available in screw-end and socket-welding 

types in carbon, stainless and alloy steels. 

For more information send today for our informative catalogs. 


Wa W-S FITTINGS DIVISI 


HKP H. K. PORTER COMPANY, INC. 
Roselle, New Jersey 
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What's New in Merchandising 









BL iy 


~ 





Shaw-Box Book Offers 
Local Advertising Help 


Shaw-Box Crane & Hoist Div., 
Manning, Maxwell & Moore, Inc., 
Muskegon, Mich., has prepared a 
“distributor advertising aids book” 
to help industrial distributors with 
their local advertising and sales pro 
motion. The theme of the book 
points out that a manufacturer's 
program Te 


national promotion 


quires local identification to asso 
ciate the promoted products as 
being available under the distribu 
tors business name 

In a section headed “Why, 
When, How and Where to Adver 
tise,” the 3l-page book discusses the 
advantages and use of various media, 
and stresses the importance of set 
ting up an advertising program for 
a whole year. Another section dis 
cusses methods of printing (offset 
and letterpress), and the book con 
tains several pages of illustrations 


120 


which may be clipped for repro 
duction in the distributor's own ad 
vertising. An ordering procedure 
has been worked out so the distribu 
tor can replace clipped pages 

The remaining pages in the book 
feature a variety of the 
turer's advertising and merchandis 
ing aids, including literature and 
product display racks as well as 
Shaw- Box for industrial 
shows, expositions, open houses and 


manutac 


cutouts 


show room displays. 

A supplementary 
service” is offered to help distribu 
tors with display problems. Also, 
Shaw-Box’s copywriting and layout 
service is described, and one page 
carries a multi-product ad with ap 
propriate copy, on which the dis 
tributor need only strip in his firm 


“display idea 


name for a ready-made “paste-uwp.” 


Catalogs, maintenance books, and 


bulletins for mailing and giveaway 
literature are listed in the book, and 
there are large reproductions of 
postage meter ads 


tributor may order for his outgoing 


which the dis 


mail 

Objective of the book, says Shaw 
Box, is to help the distributor make 
the fullest use of advertising ma 
terials made available by the manu 
facturer. Already, says the firm, the 
book has begun meeting its objec 
tive It is causing a noticeable up 
swing in the promotion campaigns 
of a number of Shaw-Box distribu 
tors,” observes R. C, Copley, adver 
tising manager 


Heli-Coil Portfolio 
Presents Advertising 


Heli-Coil Corp., Danbury, Conn., 
has prepared a portfolio of advertis 
ing materials for industrial distribu 
tors. In one pocket of the portfolio 
is a Sampling of the firm’s national 
promotion he 


idvertising and 


advertising schedule is in 
luded along with reprints of Heli 
Coil ads. A list of technical 


on Heli-Coil applications and a 


Vcal 


urticl 


chedule of trade shows, exposition 
ind conferences in which Heli-Coil 
engineers are participating is also in 
cluded 

In a second pox ket of the port 
folio are proofs, mats, sample ads 


ind catalog sheets for the distribu 
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Manufacturers’ Training Programs « Films 
Displays «+ Packages « Literature 





tor’s local use. As new schedules and 
ideas are developed, additional ma 
terial for the portfolio will be sent 
to distributors 

Che portfolio was developed after 
a survey showed distributors’ interest 
in the firm's national advertising and 


product promotion 


Chain Belt Bulletin 
Describes Conveyors 


Chain Belt Co., Milwaukee, has 
bulletin (no. 56-73) de 


scribing its new 9250 case conveyor 


issued a 
chain. Designed for handling car 


tons, cases, crates, and cans, the 
chain has a special carrying surface 
which is pictorially described in the 
bulletin. Back cover of the bulletin 
illustrates and describes sprockets 


for the chain 





Maurey Manual Covers 
V-Belt Engineering 

Maurey Mfg. ¢ orp Chicago, ha 
issued a 66-page manual on V-belt 
engineering. ‘The publication is di 
vided 
The first section is devoted to drives 


into three general sections 


service factors, instructions on select 


ing a stock drive, and V-belt drive 
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tables for A,B,C,D, and E section 
V-belts 

A second section lists drive service 
how to design 

| ibles 
section give hp. ratings for 
belts 

A general information section pro 
further data facts for 


V-belt user and designer 


factors and prov ides 


instructions and data in thas 


mou 


vides and 


Standard Electrical 
Offers Spindle Bulletin 


loo! 


issued a bulletin (no 


Standard Electrical 
Cincinnati, ha 
C15) on its line of milling spindles 

















po 








ee ee ee 


model is illustrated, and di 


Each 
mensional tables shown 


The 


involving its 


bulletin cites a case history 
ustom built spindle ; 
and shows photo of spindles in us 


in automation tup 


Porter-Cable Repackages 
Line of Attachments 

Machine Co., Syra 
has developed new pack 
Routo- fig 
Ihe 


of the composite parts for the tool 


Porter-Cable 
N. } 


ing for its 


cus 
and each of 
of each 


its attachments story 


is summarized on the carton 

he firm has also developed a new 
point-of-sale display for the Routo 
Jig. The display makes use of ani 
mation and illustration to point up 
various features of the product and 


its attachment 





Thompson Starts 
Training Series 
Henry G 
Ni \A Haven 
new distributor 


Conducted in 


Thompson & Son Co 


(lonn has started a 


alesmen training 
program mall, in 
formal groups, the program provide 
marketing and 
Milford 
The sales 


man is also given a working know! 


imstruction in the 
manufacture of the firm 


metal cutting saw blades 


edge of metal cutting practice in 
the new Milford laboratory 
The first 


(Continued on page 177 


distributor rr presenta 


1956 








US PowerGaip “wine” btits 


218% SALES INCREASE 


WHY POWER TRANSMISSION DISTRIBUTORS 
HAVE MORE TO OFFER—MORE TO PROFIT! 


r By far the most complete and most versatile line of power 
transmission drives and equipment obtainable from any 
manufacturer of industrial rubber products. 

s A combination of sales policy and products that affords a 
profit-level opportunity without equal. 

@ The most extensive staff of power transmission field engi- 
neers available to distributors and their salesmen. 


A correspondence course in practical power transmission 
engineering available to our distributors’ salesmen. 


* Power transmission handbooks and computing aids which 
make it simple and easy to design a drive with accuracy. 


es Seminars held throughout the country for engineering, man- 
agement and purchasing personnel of industrial customers. 


c2 A unique product—the PowerGrip “Timing” Belt drive — 
which helps distributors’ salesmen get into and sell new 
accounts. 

@ AN OPPORTUNITY TO REALLY SELL ...NOT JUST MAKE 
QUOTATIONS |! 


Watch NCAA football, Seturdey afternoons, NBC-TV 
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IN JUST ONE YEAR "Fonccsr ror issn 


Biggest Power Transmission News of the Decade! 


The «ward-winning U.S. PowerGCrip “Tim- This versatile, non-slip drive that requires no 
ing” Belts are daily finding new and exciting lubrication is used by nearly every big-name 
uses ‘a both original equipment design and for manufacturer in the country...is fast becoming 
plant conversion. That's why sales are already industry's leading form of mechanical power 
up 218% over 1955... with even brighter fore- transmission. It's the big plus value in U. §. 
casts for next year. Rubber’s complete power transmission line! 

U. S. PowerGrip “Timing” Beit drives are To find out how you can gain great, new 
now competitive with every form of power profits as a selected “U. S.” power transmission 
transmission up to 1000 hp. The new XXH 1” distributor, contact United States Rubber, 
pitch “Timing” Belt, combined with estab- Mechanical Goods Division, Rockefeller Cen- 
lished “Heavy Duty” and “Light Duty” series, ter, New York 20, N. Y. In Canada, contact 
provides complete horsepower coverage. Dominion Rubber Co., Ltd. 


— provide for an unusual 


U. S. FLEXUBLE CourLinGes 
Ad of both axial and angular mpipument 


between shafts. The central non-metallic flex unit 
is equipped with rubber teeth on the inner surface 
similar to a “Timing” Belt. These teeth mesh with 
grooves on the metal end flanges. The coupling 
provides a high degree of torsional resilience and 
does not transmit lateral thrust. Just introduced, 
it will soon be available in a variety of sizes 


U. S. V-BELT ORIVES —A complete and well-estab- 
lished line of V-belts and sheaves including (1) 
light-duty belts featuging electronic cord tension- 
ing and improved molding process which, 
together, eliminate vibration and uneven load 
distribution, (2) super-service belts made with 
Dacron cords for longer life and easier matching 
on multiple drives, plus distinctive red jackets to 
simplify stocking and identification, (3) connec 
\tortype Streamline V-belting in B, C and D 
ections and sewing machine sizes, and (4) link 
ye Open end belting in A, B, C and D sections 


U.S. FLAT BELTING — The combined lines 
peeved the broadest selection of end- 
less and connector-type belts for every 
application where flat belt drives are 
used. Such famous brand names as 
, 8. Royal, U.S. Rainbow® and U.5 
1 Speeda e® Cord are known for 
out industry! 


Mechanical Goods Division 
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DISTRIBUTOR * NEWS * MANUFACTURER 


Republic Supply Opens Distributors Attend Lunkenheimer Meeting 
New Phoenix Branch, x P 


Names Morell Manager 


A new branch office and war 




















house has been opened by Republic 
Supply Co, of California, Los An 
gcles, in Phoenix, Ariz 

R. M. Chewning, vice president 
and general sales manager, said the 
move was prompted by the rapidls 
increasing demand for industrial sup 
plics in the area 

Forrest L. Morell has been made 
manager of the new branch. He 
joined the firm seven years ago and 
was appointed to the Arizona terri 
tory when Republic first opened a 
branch office in Phoenix in 1952 

Roger Hendrickson is salesman Fight distributor sales representatives attended four-day sales conference of th 


' Co hel I if iat 
for the branch and James Fulton is Lunkenheimer Co. held in 


store supervisor Lunkenheimer Co.'s recent sale Present were (seated, left to nght 
Ihe new branch is located at 251 | conference was directed by Melvin sil MacCollister, Edward Joy Co 
South 20 St., at Jackson, on the | W. Pauly, vice president in charg icuse, N. Y.; Paul A. Slezak 


Southern Pacific right-of-way. It has | of sales, and Harold H. Layritz, sal W. H. Kiefaber Co., Hamilton 


of office and warehouse space, with | tended the four-day meeting which | heimer sales representative; Bill Dc 


its own spur track to the main rail included tours of the compam Pass, Standard Supply & Hardwar 
( New Orleans, La.; Charles 


Drumm, Hardware & Supply Co 





| 
two acres of ground and 8,000 sq. ft. | manager. Eight distributors at Ohio; Theodore H. Pyle, Lunken 
i 


way line plants and research laborators 


. | Akron, Ohio; and (standing, left to 
Anderson & Ireland Receives Plaque From Stanley | :ici:) Mir. Pauly, Reed J. Hallock 
wd Kdward A. Graham, Chandler 
Bovd Co., Leetsdale, Pa.: George ( 
Luken, Nashville Machine & Suppl 
Co., Nashville, Tenn.; Richard G 
Grant, Haverstick & Co., Roche 
ter, N. Y.; and Mr. Layritz 





Canadians Acquire Stock 
Of Shapleigh Hardware 


Gordon and Belvea, a Vancouve 


vholesale hardware firm, have a 


quired controlling interest in Shap 
leigh Hardware Co.. St. Louis. Mo 

Control of the frm passes from 
H. C. Seott and Associates, a Cleve 
Frank Carr, president of Anderson & Ireland Co., Baltimore, Md., accepts pla land financial firm, which last De 
marking firm's 25 years as a distributor for Stanley Electric Tools, division of | embet purchased about 5%, of 
Stanley Works. Stephen H. Cross, vice president and general manager of Sta 
Electric Tools, makes the presentation while Paul R. Briggs, district sales manager, 
und Elmer W. Ellsworth, assistant sales manager, look on 








Shapleigh’s common stock for about 


$5.200.000 
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Bowen of Weatherhead = Toledo Pipe Sales Head Retires; Hartsing Named 
Wins Fort Wayne | 


Salesman Award 


Paul R. Bowen, field representa 
tive for the Fort Wayne Division 
lhe Weatherhead Co., received the 
Distinguished Salesman Award from 
the Sales Coun of the Fort 
Wayne Chamber of Commerce in 
spec ial ceremonics 

Mr. Bowen received the statuette 
trophy as the result of his selline 
several new specialty programs, the 
number of new accounts he had 


signed in the past year and the pet 





centage of quota attained du 
recent firm sales contest 

As an employee of the company 
Mr. Bowen qualihed for the Fort 
Wavne, Ind., contest Howard A. Mikesell. vice ; vears with head 


Howard A. Mikesel! . EB. Harteing 


dent and sal manager of The 0 ngel ind San 

loledo Pipe Threading Machine 

Co., retired the first of October afte 

46 years with the company. He | CCN 

succeeded by ( | Hartsing wh of the ompany for many year 

has been made sales manager About two vears ago he was made 
For the past year Mr. Hartsing | chairman of the board of directors 

has served as manager of held sal When he retired, Mr. Mikesell re 

Prior to that he was located on the igned these ofhec 


Advertising Club Salutes Black & Decker 


P. Robers, general sak manage! 

istributor division, ‘The Weatherhead 

Co ongratulate Paul RK. Bowen 
Fort Wayne D 


ms award 


Gurley Joins Porter 
As Sales Vice President 


I. M. Evans president of H. K 
Porter Co., In Pittsburgh, an 
nounced that Sam Gurley, Jr. has 
joined the firm as vice president 
sales 

Mr. Gurley had previously held 
a similar position with Reichhold 
Chemicals, Inc., and had also been 


associated with Borden Co.'s chemi 
The Advertising Club of Baltimore ited The Black & Decker Mie. ¢ 
tanding example of the free enterprise systen Robert 1D. Black, president and 


Allied Chemi i] & Dve ( orp hairman of the board shown receiving a ylag ‘ A - | Hf 


He is a member of the Chemical berg, president of the Advertising Club. To Mr, Black t , Vheod K 
McKeldin, who presented him with a citation from tl ; Maryland for the 


I 
‘ , 
VW lho ‘ 


cal division and the Barrett Division 


Society, Tool Engineers Society and 
. firm achievement as a Maryland indust: uw right, former 
Plastics Society president of the Adverti 


' 





mg Clul crved as toastmast tt 


FOR ADDITIONAL NEWS, SEE NEXT PACE ——— > 








Cleveland Distributor Feted on 50th Anniversary 


iH. F. Seymour (second from left), 
to H. Fb. Ruht 
The Lamson & 


look on 


Sessions Cx md W. I 


These manufacturers and distributors honored Mr. Rubf at a special luncheon cek 
brating his 50th anniversary with The Cleveland Tool & Supply Co 


The Columbian Vise & Mfg. Co., 
The Cleveland Tool & Supply Co., Cleveland, as George Case 


Caldwell 


presents s roll 


Jr 


The Cleveland ‘Twist Drill Ce 





New Plastic Names 
Sales Vice President 


John Schmidt has been promoted 
to vice president in charge of sales 
by New Plastic Corp. 

He will head sales organization 
and sales promotion for the firm and 
its subsidiary companies, Lansco Die 
Casting Co. and Adonis Tile Co. 

With the firm for 15 years, the 
past three years he served as sales 
manager for the tool division, He 
was chief engineer from 1951 to 
1953, 


126 


John Schmidt 





Hi. EB. Ruhf, president of The 
Cleveland & Supply Co. 
Cleveland, completed 50 years with 


lool 


the firm in September 

l'o celebrate his anniversary with 
the company, the firm held a party 
for its old-time employees at The 
University Club, at which Mr. Ruhf 
was presented with a sterling silver 
tray and a portfolio containing let 
ters from his friends in the industry, 
both manufacturers and distributors 

Local manufacturers and distribu 
tors held a The 
Union Club honoring Mr. Ruhf 


He was presented with a scroll com 


ilso luncheon at 


memorating his 50 vears of servic« 
to the industry. Present were (seated, 
left to right) T. Gordon Vaughan, 
he W. M. Pattison Supply Co., 
Cleveland; R. G. Patterson, The 
Lamson & Sessions Co.; H. H 
Kuhn, The Hardware & Supply Co., 
Akron; Mr. Ruhf; W. E. Caldwell, 
The I'wist Drill Co.; 
J. F. Donahue, Lamson & Sessions; 
H. F. Seymour, The Columbian 
Vise & Mfg. Co.; George S. Case, 
Jr., Lamson & Sessions; (standing, 
left to right) W. E. Lowles, The 
Cleveland Tool & Supply Co.; H. F 
Hurtt, The Cleveland Twist Drill 
Co.; James G. Rayburn, Lamson & 
Sessions; S. E. Cram, The W. Bing 
ham Co., Cleveland; J. W. Vickers, 
The Geo. Worthington Co., 
land; Richard Seymour, Columbian 
Vise; Jack C. Stites, Cleveland ‘Twist 
Drill; k. E. Stvan, The Strong, Car 
lisle & Cleveland; 
Dan C. Swander, Jr., 
Vise; FE. J. McOsker, 
Disraiurion; and J. H 
Cleveland Twist Drill 
Mi 


outside 


Cleveland 


Cleve 


Hammond Co., 
Columbian 
INDUSTRIAI 


Phillips, 


Ruhf joined the firm as an 
1906. After a 
made assistant 


salesman in 


few years he was 
sales manager and became general 
sales manager in 1914. He was pro 
moted to vice president and general 
manager in 1935 and in 1948 was 
elected president 

Mr. Ruhf is a former president of 
the National Industrial Distributors’ 


Assan iafion | 1933 1934) 
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H. J. Casper Retires 
From Pittsburgh Firm, 
Ends 50-year Career 

Harry J. Casper, of Standard 


Machinists Supply Co., 
after 50 years in the industrial sup 


has retired 


ply business in Pittsburgh 

Sales manager for many years of 
Pittsburgh Gage & Supply Co., he 
joined Standard-Machinists Supply 
in 1935 and served as sales manager 
1950. For the 


issistant 


unti! past six years 


he has been to the 


presi 
dent 

George H. Cherrington, Jr. presi 
dent of Standard-Machinists Supply, 
presented Mr. Casper with’ a silver 


ceremonies 


Crceamct itl company 


honoring him on his retirement 


Harry J. 


Casper 


Knechtel Directs Sales 
Of Hewitt-Robins Unit 
Harry G Knechtel 


named to succeed Chark 


has been 
W. Mac 
of sales operations 


Rubber 


kett as manager 
of the Hewitt 
Hewitt-Robins, Inc. Mr 
will retire next year 


Mr Kner 


years ago. In 1952 he wa appointed 


Division, 


Mackett 
htel joined the firm 16 


assistant manager of hose sales and 


in 1953 was promoted to manager 
of hose sales and development 
Richard A. Gifford, field engineer 
in the Charleston, W. Va., area, has 
been transferred to Buffalo, N. Y., 
to fill Mr. Kne 


manager of hose sales 


htel’s former post, 
and develop 


ment 





Lamson & Sessions Co. Shifts Two Executives 


Patterson 


Robert G. Patterson ha 
clected assistant to the president by 
Ihe Lamson & Sessions Co 
G. Rayburn su 
president and general sales managet 

Mr. Patterson the 
pany in 1935 as manager of distribu 
be 


dising director 


Robert G. 


be Cll 


James 
ceeds him Ss Vice 


joined com 


tor sales later became merchan 
ind Was 


bie 


ind gyct 


manager in 1943 
ident 


to general sal 


was named pre 
eral sales manager in 1945 


Mr 


firm 11 vears and has served as sales 


Rayburn has been with the 
representative, merchandising direc 


tor and general sales manager 


| 


promoted ha 


National A 


| 


a. h 


James G. Rayburn 


Firth Sterling Appoints 

Executive Vice President 
Robert Log ad hu 

Sterling utive vice pr 


' 
dent and a member of the 


ha pours th 


In is Cx 
board of 
directors 
Mr. | 
Dh 
He 
omimiuttee of the 
Manuta 
0 a national director 
and the Pitt 
burgh chapter of the National Asso 
ciation of Cost A 


Na 


; : 


or the pa t five year 
ident of 
Co 


erved as pr 
tional Roll & lkoundn 
member of the tax 
ocmation of 


bh i il 


d past pt ident of 


turer 


ountant 


California Distributor Active in P. A. Show 


Ata rt ent 


Howard, a 
Joan Chambli 


) rt 
: dat ’ 
pa 


fA 


ounting « 
daughite 


arnations on visitor 


FOR ADDITIONAL NEWS, SEE NEXT PAGE —D® 





hxhibit 
Clinic ranged all over the field from thi 
hely opter to new mouse trap 


at two-day Indiana Small Business Opportunity »f 


Indiana 


SBA t 


transmission of a ter 
head 


Mfr 


ve of Frank LF 
Indianapolis, and J 


Lan riot 
gti 


First SBA-Sponsored Clinic In Indiana Draws 1,600 


Approximately 1,600 Indiana in 
dustrial leaders attended an Indiana 
Small Business Opportunity Clinic, 
the first such meeting to be held 
in the country, in Indianapolis. The 
co-sponsored by the 


clinic was 


Small Business Administration and 


5 chambers of commerce, manu 


facturers, and trade associations 
throughout Indiana 
Industrial distributors were well 


lrank 


Manufacturers 


represented when Cruger, 


partner Indiana 
Supply Company, Indianapolis, and 
president of the National Industrial 
Distributors’ Association, was chair 
man of a panel discussion titled, 
“Doing Business With Uncle Sam 
Mr. Cruger said, “Some of the na 
tion's leading manufacturers took 
part in this clinic. The thing that 
stands out here is that the purchas 
ing agent in each plant carried the 
ball for their respective firms. In 
the 


of industrial 


almost every case, exhibitors 


were customers dis 


tributors. Further, they were some 
of the most important and reliable 
customers 

“Ail distributors should be inter 


ested in this type of meeting and 


ADDITIONAL NEWS STARTS ON PAGE 





they should take the lead in organ 
clinics in thei 


Not on 


would distributors learn more about 


izing comparable 
business communities 
how the SBA may assist them, the 
lik 
tin 


clini i it 


distributors and manufacturer 
would benefit from the 
may help them find more busin 
In the 
chaired, Mr 


the tremendous 


discussion Me 
With 
tech 


panel 
Cruger said, 

FOsOUurTCcCcS If 
nical know-how, research, planning 
selling, and efficient operation of 
larger business, smaller companic 
alternative 

We in 
distribution field 
this is. It must be 
the Small Busine 

exp ted to 


are faced with two 
growing or falling behind 
the 
know how truc 
that 


Administration is 


industrial 


admitted 
not 
guarantee continued business © 
istence, at a profit, free from th 
ngors of competition. It would not 
serve a good 
inefhicient 
That's how it should be in a 
society. In the 
} 


any business must serve the industry 


purpose to giv 


crutches to small busi 
ness 
free final analysis 
economically or perish.” 


John A. Whitehead 


diana branch manager, 


SBA In 
The 


said 





wurpose of the clinic was to show 


Wiech ind VOMICH 


talk 


conference 


mail Huse 


through panel exhibits, and 


per onal how they can 
more ind 
with the 


{ limi 


do busin 
cltectivels 
ment Thi 
ndustrial 
with the 
under the 
helds of 


financing 


profitabh 
federal 


helped bu iri 


rOVveTu 


and leaders famuliarize 
many service 
SBA 


proe Lire 


themselve 
wailable to 


Illy in the 


them 
ow-interest ind 
idly SOT 


Spe fically 


SCTVICCS 
part of the two-da 
uch areas a 


meeting covered 


kncouragement of mutually 
profitable relationship be 


tween prime contractors and 
uppliers 
Maintenance of broader sup 
ply resources in Indiana for 
ational defense 
Greater stability through SBA 
ans and use of government 
business to bridge low produ 
tion periods 
+. More business and profit for 
nanufacturing mercantile 
md service enterprise: 
manuta 


. 
Continued on page 201 


Approximately 100 


199 








ILLINITE...the most complete line 
THE QUALITY LINE FROM... of Standard Meta! Cutting Tools — 
available from stock! 


DISTRIBUTORS 
This Ad Works For You! 
Hilinite, the quality line of stand 
ard metal cutting tools, is backed 


by effective adverti 1, sales 
promotion, and a sound distri TOOL WORKS 
TLMAS + END MELS + MLLING CUTTERS 
utor policy designed to bring P 
SLITTING GAWS + #EYELOT CUuTTIRSG + woes 
SHAPER CUTTERS + TOOL arTs 


you sales! Write today for full 


details on the Iilinite distributor ; . . af 4 
program Oo. ule 











Price Index for 19 Product Classes 
(1947-49= 100) 


Yo Change 
Oct. Sept. “t. From 
NAME OF PRODUCT CLASS "D6 "56 DS! Year Ago 


133.4 129.0 122.0 +9.3 


Abrasive Products 


Cutting Tools 149.8 oa 143.3 


Fans and Blowers 171.3 171.3 157.4 


Fasteners 185.9 181.6 168.2 


Incandescent Lamps 145.0 145.0 147.2 


Industrial Rubber Products 144.8 
Lubricants 92.0 
Materials Handling Equipment 160.2 


Mechanics Hand Tools 167.2 
(Files, saw blades) 


Metalworking Accessories 151.8 


Motors 111.8 109.4 


Paint 122.6 115.0 


Portable Power Tools 131.2 
Power Transmission Equipment 162.3 
Precision Measuring Tools 

Pumps and Compressors 


Steel Products 168.6 


(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 155.8 141.9 


Welding Machines 149.9 129.4 


(Equipment, rods) 


Total Index (weighted average) 149.9 140.2 


Rureau of Labor Btatiatics and Industrial Diatribution 
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ON THE MARKET.... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 








spindle lock on collet chuck, dept 
adjustment, plastic chip guard f 
either side of tool, and pla tic sub 
base which protects surface 
marmng 


As a companion piece 


pany has also introduced 
Hinge-Butt-Template Kit 
mended for door and jam! 
ing 
Also announced by the ompa 
is its new Model 134 standard duty 
}.in portable electric drill as a com Pumps 


panion tool to heavy duty Model 
Electric Powered 


i 4 f ine 
Insulation Skil ¢ orp., hicago Self-Priming L 


! 
powered clf-priming 


Formed From Same Materia! sed or open impeller centrifugal 

As Armafiex Pipe Covering | pumps that can be \dapte eee 4 
Development of a new, flexible i] f uses have been announ 

foamed plastic sheet insulation that , ; nique design of volute 

adapts itself to curved or irregular id to enable th 

surfaces with little or no fitting or 2! of 


cutting has been announced jet ~ iL 
Called Armaflex sheet insulation, § : ; | 
it is said to be adaptable to insulat . \ 


i : 
tion and airconditioning equip 
ment Sheave 


ing large tanks, irregularly shaped ) 


vessels, oversize pipes and refrigera 


eo €3 ( ‘ ; 
p \rmstrong ork o., Lancaster ‘ Handles Approxin ately 
a Three Times More HP 


Greases roduction of new one and tv 


Router Acid, Alkali Resistant Magi Ke heave 5 


For Wood, Plastics For Problem Applications tment of V-Belt 


And Compositions Known / the P inn pr ili 


Model 297, a j hp router, features lubricants recently introduces 
said to pro ide ettective pr 


| 


ni 


against more than Ii 
agents and solvent 
It is also claimed the 
ke ikage pre CTV ¢ packing 
equipment and floor 
operating and maintenance 
Available in 1-lb and 
25-lb pails 100-Ib keg 
drums, cases contain twel 
cans and six 7-lb cans 
Keystone Lubricating Co., P! 
delphia 
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TODAY 


PRODUCTS WITH SALES POSSIBILITY FOR INDUSTRIAL DISTRIBUTORS 





minced 

Designe 
tion the 
HictCad ed ] 
ording 
\lagi-Ke 
i former t 


nm adjust 


ipproximat 
it 


lOTSepowe ‘ Unit Heaters 


Vi Cl / IM . ~ / Eliminate Bare Wires 
ols tr Air trea 


Viny! Back 


Glass Reinforced 


Carbide 


Wire Rope Slings 


Safety Splice Can Be 
Ha d ed Bare Ha de j 


Joseph, Me 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGES 156 AND 137 








ellers 
ears, strong promotion 
lanced Action 


lon 
. | q . 
S dDuliaers-— 


h BALANCED ACTION 


ISS 
YY 


UNIFORM 
EXACT FLUTE SPACING FLUTE CONTOURS 


PRECISION CHIP ACCURATE AND 
DRIVER CONTOURS CONCENTRIC CHAMFERS 






































On the Market Today (Cont’d.)} 


to 40 feet in depth through ston 
rock or reinforced concrete 
Weighing approximately 
designed for drilling A-in 
l4an 


masoury for steel pipes 


it i 
te 


up 


diameter in concrete or 


slug-ins and 
clectrical imstallation: 
Demo Haines Tool Corp 


Oklahoma 


Ienid 


Cuiter 
Speeds Meta! Cutting 
At The “Work-Station 
No | ind No 
work-station 
ot for 


cut has been 


Nl acl 
u# HCW 
cutter 


specific materials to be 


in two sizes 
heavy-duty 
with a variety jaw 
introduced 


Attachable 


chine or truck 


floor 


iid to enable a 


to bench ma 
it a 

man to perform easy cutting opera 
tions of soft or medium hard metals 
up to din diameter 


Hl. K. Porter, In 
Mass 


Somerville 


136 





Anchor 


Positive Setting 
With Tri-Prong Action 


Wing-Ding, a new 
Anchor feature 
age wall 

Som 
clude 


pecial 


Hollow 
for 


Wall 


One ill ivcT 


1/4 


of the other feature 


ONC-PICce tripod ck 


tool required, remo 


iry, Standard 4-in drill for hol 


nee 
install 
Diamond [expansion 


Inc., Garwood, N | 


on 4-in centers Spray Unit 


sol 
For Applying Hard-Facing 
Alloys, Metals in Powder Form 


etal pias 
facing illo ind other 


ler form has been annour 


pow 
De 
' 


cic! 


ined for applying hard-fa 
of steel 


cast ron 


pow 
luding 
Oppct part 


ition 


to most type 
tainless steel 
the 


ur regulator-filter 


unit features an 
ombin 


Wall Colmonoy ( orp Detroit 





Index of This Month’s New Products 
ANCHIOR 
Diamond 
In ©  PILTERS 
BOXES 
ns Ha | p FLANGI 
~4 


BIDI 


bILES 


i{ ' ( 


CON T1ON 


NEC 
HK I 


| 
rool 
(CGREASES 
, , 
( HAMMER 
I Ha 
INSULATION 


( 


CAR 
Ker metal, In 


COMPRI 


SSOR 
| mp 


( 

COMPUTING DEVIC 
VMinneape Honeyw 
Sheff . ah 


CONNECTOR LAMPS 


Burnds Corp 


CONVEYOR 

Iivtro!l Con 
COUPLER 

Jlohn Bean Di I 

mv & Cl 


CUTTER 
lt K Porter 
DRILLS 
Lavallee & Ide, In 
LUBRICATION 

Victor J. Krieg, I | . 
DRILI, CHUCK 
Bea lool Ce 
DRIVI 
American Pulley ( Mie. ( 
FEEDER PADLOCKS 
bres Mie. Ce , . | 


LATHES 


\la ( 


LIGHTING SYSTEMS 
I i I tric Mig. ¢ 


od Nia 
' ARRESTERS 


mical Cx 


LIGHTNING 


LOUDSPEAKERS 
\ , 


In 


{ ift 


METI 


Ale 


RS 


\ 





INDUSTRIAL DISTRIBUTION ¢ DECEMBER, 1956 



















Filters 
Modern Design, 







Simplified Construction 





Known as the Crown line, new 










filters, regulators and lubricators for 


use im compressed air lines have 






been mtroduced 









I'he newly designed units are said 
to provide effective hitration, regu 
lation and lubrication with a mini 


mum of power loss 


Hanmfin Corp., Des Plaines, Ill 





Conveyor 





Available in 8 Sizes 
From 6 to 20 Ft. Length 


Handy-Bo i new lightweight 
ill-purpose conveyor includes a bed 
of heavy gage aluminum, reversible 
movement of adjustable tension 
belt, full complement of wheel 
tand and feeder attachments 


Hinged mounting bracket ire 





Continued on page | 






















Index of This Month’s New Products (Cont'd) 
PAINT HEATER PAPES 
Binks Vif f bvans Rule ¢ | 
hn Na Brand 
PUMPS —~ ) 
Bijur Lal iting Corp 4 Sinema Tene ( 
Dynex, | 164 7 P 
Goulds | ' In 13 TAPE DISPENSERS 
Jabs Pump Co 155 Air Fixture In 
PUNCHING MACHINES POOL HOLDERS ; 
Niagara Mach & Tool Works 144 Wesson ( ’ 
PRAP* 
REDUCERS Chesk hile. - 
are j ‘ I 
Rockwood P if Mfg (lo 16 
. rUBE CUTTER 
ROUTER Imperial Bra Mif ( 14 
Skil Corp 
UNIT HEATERS 
ROUTO.IG lle Electric Ventilat ; 
Po ter La Machim ( f 
' UNIVERSAL JOINTS 
SAW-JOINTER Lovejoy Flexible C ‘ 
De = . f : Div Rock VACUUM CLEANER 
— Hild Floor Ma ( l¢ 
SCREW DRIVER VALVES 
Albertson & ( In | Barksdale Va 
SCRIBER Ohio Bra ( 167 
Greist Mi ( 169 Versa Products ¢ FE 
\ KCT In ’ 
SHEAVI 
Allis-Cha Mie ¢ V BELT 
Dhermoid ( 
SLING CHAINS a VISE 
Campbell Chain Ce ] 35 Wilt ’ Mie ( , ‘ 
SPEED BAR KNOBS WIRE CONNECTORS 
Jergens ‘I Specialty ( 169 Minnesota M & Mfy. | 
SPRAY UNTI WIRE ROPE SLINGS 
Wall { / Wire Rope ( p fA 
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IN THE 
PROFIT 


COLUMN 





















Winute Van 


KEYWAY BROACH KITS 


For cutting key ways from s" w 1" in any 
bore from \" to 3° in owe eimete for as lite 
as One cont 








$ yp” »» 


SQUARE BROACHES 


Por tGaishing cast or drilled holes ia onc 
pass. in stock for Vs" to |" squares. Mews 
gon broaches and Production Type Key way 
Broaches also in stock 
























Winute Wan 


MAGNETIC BASES 


















Hiold dial indicator gages 





save set up time. Alnico 
magoet has 50 Ib. grip on 
all four sides. 360° hori 
zontal owing, 180° vertical 















swing 








_— ee 8 lle. 


i 


duMONT TOOL BITS 


High Speed Ground, Square and Re 
tangular. Hold « keener caning edge 
longer due w “balanced” toughness 
red hardness and wear resistance 












For complete intormation on these 
es page dy ed Aedaad 


The duMONT 


CORPORATION 
Greenfield, Mass. 













SPEEDY 1-TONM Alm PRESS 
Does the work of expen- 
sive presses! S-inch 
throat; Ram 0 to $"; 
stroke %"; table 5” x 9”. 
Operated by foot or 
fingertip controls, $85 


HIGH $ 


operations 


SPEEDY Alf RAM He. 70 


Mounis in any position, 
Compact, extremely 
sturdy. Exerts gentle 
pressure to one ton 
thrust, 644" high, 5%" 
wide, $35.00 


Jaws open 


and fitting 





Write for new 


AIR VISE 


FOOT CONTROL 


PEED - POWERFUL GRIP 


New, improved model speeds up all repeat 


— milling, drilling, tapping, punch- 


ing, bending, riveting. Both hands left free to 
produce more! Light squeeze to 2250 pounds 
pressure! Extra thick jaws for attaching jigs. 


to 3 inches; %*" to %” maximum 


travel, Complete with foot control, air hose 


s 


Air Tool Catalog 


W. 8. BROWN CORP., 2657 WN. NORMANDY AVE., CHICAGO 35, NL. 








we’re telling 


your customers to buy 
our Shim Stock 


FROM YOU 


The Laminated Shim Company is 
proud of its fine shim stock, of the 
wide selection available, of the 
handy dispensing racks and—par- 
ticularly—we're proud that so 
many leading industrial distribu- 
tors handle our product. 


Year ‘round, consistent advertising 
in these leading publications deliv- 
ers 783,690 advertising impressions 
to prospective buyers—many of 
them in your own area. 








4112 Union Street, Glenbrook, Connecticut 
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available for attaching to wall of a 

staircase, thus can be 

tipped on its side when not in use 
Hytrol Conveyor Co., Milwaukee 


conveyor 


V-Belt 
High Capacity, 
Minimum Maintenance 


Said to have 40% more strength 
than standard belts, Powerflex H 
capacity V-belts have been devel 
oped 

\ and B section belts are made 
with nylon laminated construction; 
C, D and I 


rayon grommet construction 


of heavy 
Stati 


conducting covers are also available 


rrenton, N. ] 


sections are 


T'hermoid Co., 


Sling Chains 
“Wedglock” 
Repair & Assembly of Slings 


Links For 


Wedglock” connecting links are 
said to permit a sling chain user to 
assemble his own sling chain from 
running lengths of chain or to re 
pair slings in the field without spe 
cial equipment 

Available with all Cam-Alloy 
chain, the new links are made by 
Interstate Drop Forge Co. of Mil 
waukee 


Campbell Chain Co., York, Pa 





POWELL 


for all valwe needs 


for every flow control probiem there is a right Valve 


Powell can supply this right valve—made 
right of the right material”. Every part 
of every valve must pass rigid inspection 
And as a final step in manufacture, every 
Powell Valve has Performance Verified 
through an actual line test. 

As an aid in selecting the right valve, 
the basic valve designs are illustrated 


here. For complete information on the 
wide range of sizes and materials avail- 
able in each type of the basic valves illus- 
trated above, consult your Powell Valve 
distributor. If none is located near you 

or if you have a special flow control prob- 
lem—write direct to The Wm. Powell 


Company, Cincinnati 22, Ohio 


The Wm. Powel! Company, Cincinnati 22, Otic... 110th VEAR 


POWELL VALVES 


"BRONZE. IRON, STEEL ANDO CORROSION REGISGTANT VALVES 
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PERFORMANCE 


PV 


VERIFIED 











ILL 


RESINOID 

DIAMOND 

WHEELS 
AURORA 


Drive 
Speed-Reduction Unit 
For Screw Conveyors 





Screw: King Drive, a new speed 
reduction unit with a flange adaptor 
that permits bolting directly to the 
trough end of a screw convevor, hia 
been mtroduced 
lhe output shaft fits into the end G & 4 
of the pipe of a standard 6, 9 or | 
screw having a bore of 14, 2. 2/4-in XK TIiLe 
Input shaft of the unit is driven - A icoRS 
| from a motor of any make, type, o 
age by a short center V-Belt driv GRATON & KNIGHT 
American Pulley Co., Philadel 
phia 


WORCESTER, MA ACHUSET 


Your further inquiry is invited and we will be happy to provide ful! particulars. 
UNITED STATES DIAMOND WHEEL CO 


abrasives and cutting tools. Add « product to your sales picture which has 


% Distributorships are available to qualified distributors who specialize in 
been fully approved and is used by major U. S. industries. 





_Compressor 


With Horizontal Or 
Vertical Air Receivers 


g 
) 
Le 
& 
me 
si 
wo’ 


K Hyd No More Rummaging 
. : new 
nown as the yarovanne : os Through Stocks of Drills 
5 hp tank-mounted rotary compre Sell it to industrio! plants, hord 


' wore stores, stock rooms he en 
| sor for general industrial applica- fire stock of drills con be seer 
ot «@ glance Comportments with 
tions has been introduced rounded bottoms, held dozens of 
_ dritts Huvet’s built-in imventory 
| It has a displacement of Zi cfm system does away with cost sheets 
| vp soles 144 long 
and is directly connected to an 1800 7" deep. Hammerlin 
- " baked enamel finish over steel 
| rpm 5 hp electric motor, availabl Dispensers for: Proctionel, number 
and letter drills. Write tor catalog 

with modulation, start-stop, or com poses 
HUOT le ereneunced “HEW-OT” 

bination modulation-stop start con 


| trol HUOT MANUFACTURING CO. 
Davey Compressor Co., Kent, 


|} Ohio Si No. Wheeler St Past 4. Mine 
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Fe 


PAH ZIP-LIFT 













1i¢ PUSHBUTTON ] 
CONTROL / 
| | pan 
‘A PAw 7iP-LiFT WEVE-LIFT PAH HAND | 
4 SPECIAL { PAM WEVE-LIFT SPECIAL CHAIN HOISTS P&M 118 CRANES 
a 


_— 


- =z - 










You're never caught without a unit that fits 
--- when you sell the complete 


eaiHo [ St Li ne 


%' From the small unit with a 250-pound 












capacity, to the large units capable of 






lifting 15 tons — you've got it — when 
you handle the complete P&H Hoist 
line. You don’t run the risk of business 








going elsewhere because you can't fur 






nish a hoist appropriate to the user's 







demands or specifications 






And to clinch matters, if you've got 





a heavy-unit customer who is exacting 






in his specifications, you've got more 






than a million variations to offer him 
in the Hevi-Lift line alone 











You can see that the P&H Hoist 
Franchise offers you wide scope — an 






unequalled choice of units to ease the 






sales resistance and solve the problems 






of the most persnickety buyer 






If you're not already enjoying the 
added benefits of a P&H Hoist Fran 
chise, and would like to become a 
member of the P&H Distributor fam 
ily, use the coupon below for prompt 









information on the most complete hoist 






line in the business 










P&H HOISTS, HARNISCHFEGER CORPORATION ed 
4663 W. National Ave., Milwaukee 46, Wisconsin 
Gentlemen: Tell me more about the PAH Hoist Franchise — the most com 





plete line in the business 















Address 





Compeny 





iene viote 





a OY 
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CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT Best materia throughout tool 
tee! cutter aht and Left hand Threaded Bushings 


Automatic Tightening 


Tube Cutter 


Has Concealed 


EASY TO HOLD Ext 
e. Spare Wheel 


No. 274-FW Hi-Duty tube cutter, 
includes a spare cutting wheel con 


Weight well distributed 
for smooth handling 
PINGTT cealed in a recess behind the 
rcaimect 
SOLD ONLY THROUGH DISTRIBUTORS It is recommended for use with 
copper, steel or aluminum tubing 
from § to l-in o.d 


CALDER MANUFACTURING co. Imperial Brass Mtg. Co., Chi 


2049 North Prince Street Lancaster, Penn« yivania cago 
“5 


oo IT 


HEAT MODEL 55-VCX-701 


VENTILATED FOSTORIA 
REFLECTOR Mole Wahi: 


FINEST OF ALL 
LOCAL LIGHTING UNITS 





MARVELOUS NEW Valves 
SEEING TOOL . For Industrial 


Frictional arm and collar : Oil-Hydraulic Systems 
disc joints give flexibility y oe oye 
of a thousand positions 
v new : ' re } 
to direct light exactly as 'wo new low pressure reducing 
wanted. Rugged con- valves are said to feature unusually 
struction with heavy duty INNER SHIELD 
ITOK TCss ; « 5 - 7c 
industrial socket, Levoliee ACCESSORY broad pressure adjustment range 
switch and universal base, {°F extreme capable of providing any controlled 
coolness when 
vein | 77 reduced outlet pressure from 25 to 





1000 psi 
wslog of Locsin (il Model XGL03-B is a gasket 


Models fo + 
——=- , mounted design; XTL-03-B ji pro 


vided with #in pipe thread conne 
THE FOSTORIA PRESSED STEEL 
CORPORATION, FOSTORIA, OHIO hions 


tin ileble th 
sore helvcalors everywhere” Vickers, Inc., Detroit 
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For distributors 


of Jewel 
Brand 
Abrasives 


ee eer ere « 
verve’ corer 


* COmr ere Lome 
of Aamaarves 


a ores Trre oF 
Quanity Comtmor 


3 


\ 


ING (SY 


rRooUctTs. 
wee 


sr. fomen wrt an 
ve om 


Reser muewets 


COATED ABRASIVES 


wwe emant on oemr 











. 
Abrasive 
Products, Inc. 
South Braintree 85 
Massachusetts — &% 
Makers of 
Jewel Coated Abrasives 
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NEW 25’ Tilting Spindle 
gives the STERLING “G-2" 
MORE Versatility 


More Versatility is what every pur- 
chaser of a Tool and Cutter Grinder 
wants. This NEW Sterling 25° Tilting 
Spindle offers that extra versatility 
that makes a Tool and Cutter Grinder 
easier to set up, more productive, more 
profitable to 

operate. 


Rugged Construction .. . Precision 
Grinding and Extra Capacity make 
the Sterling ““G-2’’ a top quality Tool = 
& Cutter Grinder that you can sell at ; Punching Machine 
a surprisingly low cost. Compare it Y «= 

write for complete details, prices and 
dealer information. 


For Simple Or 
Intricate Holes 


: -_ Operating on shop pressure of 50 

McDONOUGH r psi, a new air power notching and 
punching machine with 64 ton capa 

MANUFACTURING COMPANY —- city and 4}-in throat can be used 
1510 GALLOWAY, EAU CLAIRE, WISCONSIN for corner trimming or combination 


trimming and cutoff 
Niagara Machine & Tool Work 


Sier-Bath couplings mean Ba 
more inventory variety 


more on-the-spot sales! 


Get more profit, faster profit, per square 
foot of shelf space; stock Sier-Bath 
Couplings! Their smalier size, their lighter 
weight, enable you to stock bigger, 

better coupling variety at no increase in 
shelf area. No need to sell a substitute or 
to place an unprofitable, time-consuming 
special order. With Sier-Bath you're better 
able to make a sale on the spot! 

For a sales clincher, Sier-Bath Flexible 


Coupling prices are 21% lower* Tool Holders 


Solve your coupling inventory and 
sales problems today! Write for For Straight & Plunge 


performance and sales data now! Feed Turning, Facing 
*compared to four other leading brands 
@ Horsepower ratings ranging Lx ignated SERC-SEL( i} new 
from 4 to 4500 HP/100 rpm. 45 deg. lead angle holder, and a 30 
» Specht ans chentasd sizes deg. lead angle stvle designated 
rom “ 
, 'DRC-TDLC (also suitable for 90 


@ Fast assembling, uncoupling. 
No special tools required. deg. shoulder turning by angling 


i. Weight @ Lower bending stress on holder ith tool block ) have been 
- ‘ shafts; less wear on bearings. added to the maker's line of stand 


Se, beth — 9246 Hudson Bivd North Bergen, W. ard Multx uf holde rs for throw away 
a carbide insert 
SWAN and PUMP CO, WO. haat ame nee | Wesson Co., Detroit 
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pointing YOUR way to a 


PROSPEROUS 
TOMORROW! 


PRECISION SPINDLES 


The machinery salesman of today is working 
in a stepped-up era of industrial production 
where AUTOMATION is the watchword — where 
cutting cost in material, labor and time is on the 
mind of every plant engineer and shop super 
intendent. 







































That's why Standard is GOOD for Your 
FUTURE Standard Super Precision Spindles 
are ‘job tamers’’ designed and built by men 
who have been perfecting spindle applications 
at and uses for more than a quarter of a century 











. Spindles now in use in modern automation 
and re-designs in a thousand shops coast to 
coast. 













Made by experts to infinite standards of pre 
cision and finally tested in our own sound, dirt 
and vibration-proof laboratory.. Standard Preci 
sion Spindles are EASIER to sell because they 

| are backed by success stories on tough jobs 
And Standard engineers back up sales person 
nel with “tailor made" instaliation information 

where needed. Get the Standard story today — 
Line up with the Standard line for a Prosperous 
Tomorrow! 





















Makers of more than 800 different Super Precision Spindles 
. and ready to design 1000 more for industry's needs! 








the STHNOHHD electrical toot co. 


2520 RIVER ROAD 
CINCINNATI 4, OHIO 
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FORGED STEEL 
HIGH PRESSURE 
PLUGS WITH 


Dry Seah 


TAPERED THREADS 


Both CAPITOL square head 
and hex head solid plugs — 
have dry seal topered 





MFG. & SUPPLY CO. 
COLUMBUS, OHIO 





COUPLINGS — NIPPLES — UNIONS — RADIANT 
WEAT FITTINGS — FURNACE Cons — 
WELL SUPPLIES —~ STEEL PIPE FITTINGS 
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:| Co., 


Pump 
Has Only 
One Moving Part 


Described as a rotating pump with 
an oscillating piston, a new piston 
pump consists of a cylindrical hou 
ing about 3-in in diameter contain 
ing a horizontal stepped piston 

Designed primarily for lubrication 
of machines with a vertical drive 
shaft, it is attached directly to the 
bottom of such shaft 


Bijur Lubricating Corp., Roch 


elle Park, N. J. 


Flange Connection 


For Connecting Flared 
Tubing to Hydraulic Equipment 


A new flange-type connection for 
hydraulic tubing has been added to 
the maker's line 

Available with a variety of gasket 
materials, it is recommended for 


such hydraulic equipment as pumps 


|| compressors and engines 


Porter 


W-S Fittings Div., H. K 
Inc., Roselle Park, N. J 


Packaged 
PIPE NIPPLES 


“Fam 


itm Oo 
sipmavil 
S) 


ALUMINUM 
PIPE NIPPLES 


Alloy 6061 (6/S-T6) 
A.S.T.M. B-274 
FROM STOCK: 
Ve" to 6” Standard Weight 
10-6 


Wsburg NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE PITTSBURGH PA 





(‘Nationally Recognized Y 
Heavy Duty Bench Type 


ALLEN 


PUNCH PRESSES 


Nationally Advertised 
in leading Trade Papers 
dling the Allen 


Inquiries from ad- 

vertising are sup- 

Punch Presses. 
ALVA ALLEN INDUSTRIES 


plied to our In- 
dustrial Supply 
\ Dept. ID Clinton, Missouri _/ 


dealers. 
Complete Line 
Man 


y 
Popular Models 
1 to 5 ton 
capacities 


4 


Write or call today 
for details on han- 
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KaytherM, 


PIPE INSULATION 
Highly efficient from 250° F. to 1350° F. 


LIGHT IN WEIGHT for casical handling. 

EXTRA STRONG (0 allow for job pre-fabrication, 

DIMENSIONAL STABILITY helps prevent expansion-caused leaka, 
INSOLUBLE IN WATER, CHEMICALLY STABLE. /deal for ouldoor use, 


Years of research by Keashey & Mattison, insulation pioneers, have 
resulted in a new, highly efficient, pipe insulation made of lime and 
silica (hydrous calcium silicate) with asbestos fibers added for strength. 
It’s called KaytherM and it’s strong, light in weight, and easily 
handled and cut. 

KaytherM Pipe Insulation comes in simplified thicknesees and in pipe 
sizes up to 33” in diameter. KaytherM is also available in block form, 


AVERAGE PHYSICAL CHARACTERISTICS~—(Bone Dry Basis) 
Temperature limit 1350° F. 
Density, |bs./eu. ft 11.5 
Modulus of Rupture, !bs./sq. in 65 
“K”" Factor at mean temperatures 100° F.—0.330 

400° F 0.465 
800° F 0.650 


Write to us for full descriptive literature, 


KEASBEY & MATTISON company « AMBLER « PENNSYLVANIA 
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VINCENT-HUNTINGTON DRESSERS 
“For General Use’’ 

Used for dressing wheel faces and sides 

Clean, fast dressings on open wheels where 

precision is secondary to speed 


Pos * 


VINCENT ZIG-ZAG DRESSER 
“For Roughing” 
For dressing medium and large size rough 
wheeis. Foundry snagging and other heavy 
grinding operations are typical 


- o 


VINCENT- SHERMAN DRESSER 
“For Semi-Precision” 
Used on medium to fine grain wheels where 
8 semi-precision finish is desired 


a 


VINCENT DIAMO-CARBO DRESSERS 
“For Shaping and Truing”’ 
For use in shaping, truing and dressing smal! 
wheels or for dressing of precision wheels 


The Vincent line of grinding 
wheel dressers and cutters will 
increase your sales—increase 
your profits — reduce service 
calle. Write now for full details 
on this profitable line 


Woodworkers Type, 
Gives Airtight Fit 


Equipped with mounting slots, in 
stead of mounting holes, new wood 
worker's vises have been designed 
to relieve the bottom of the back 
plate casting so that it completely 
clears the bench. 

Other features 
the company’s 16 continuous and 
rapid acting models include a safety 
ledge at back edge of each slot, a 
template printed on each carton 


now standard in 


and lag screws that can be secured 
part way. 

The company has also announced 
the availability of interchangeabl 
reversible jaw faces for machinists 
vises in five different materials 
steel, diamond serrated, hardened; 
smooth, hardened; _ steel, 
smooth, soft; 
smooth; and plastic fibre, smooth 
copper 


steel, 
brass or copper, 
and universal brass and 
jaw caps to fit over any of the steel 
or fibre jaw faces. 
Wilton Tool Mtg 
Schiller Park, Ill. 


Co., Inc 


Complete Line 
Swiss & American Pattern 


Known as “Kromolloy”’, a new 
line of files is said te be non-clogg 
ing, rust-resistant, harder, and heat 
dissipating on cutting edge 
The new files are said to 
from the company’s process for de 
positing chromium directly on ti 
tanium, aluminum and stecl 
Tiareo Corp., Clark, N. ] 


stem 
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We believe Compressed Asbestos 
Sheet Packing, among other vitals for 
industry, is properly and efficiently mar- 
keted when sold through you—the Indus- 
trial Distributor 

Current advertisements in leading trade 
publications— Plant Engineering, Power, 
Mill & Factory, etc.—are telling your 
customers the advantages of Palmetto 
SUPERSHEAT... urging him to buy from 
you. A full-page, 2-color insert in Thomas 
Register sells for you too—helps further by 
listing your name and location for buyers’ 
convenience 


Follow through for more profit! 


Palmetto SUPERSHEAT is a natural 
Supply House item a superior packing 
with years of industry-wide acceptance 
behind it. With this acceptance now be 
hind you, you have every reason in the 
wide industrial world to stock and talk 
SUPERSHEAT: an outstanding product 
a “conditioned” market, an excellent 
prospect for repeat sales at an attractive 
profit level 


For sound talking points on 
SUPERSHEAT and other sheet 
packings in the complete Palmetto 
line, write for Bulletin SP-23 


. Pacteng Wd parr mans sey opplaalon 


GREENE, TWEED & CO. 


NORTH WALES, PENNSYLVANIA 


“ppv? 
» 





1956 





SATISFIED 
CUSTOMER 


TELLS THE 


BRISTOL 


STORY 


You probably saw this Bristol ad in the tech- 
nical trade press 

Or a variation of it aimed at management in 
BUSINESS WEEK 

In any case, read it again and think how much 
happy customers like these can mean to you who 
sell Bristol socket screws, For, these are the cus- 
tomers you can really build a business on in 
repeat sales, larger orders, word-of-mouth adver- 
tising 

And, as you can see, Bristol is letting the world 
know about the i ith national ads! 

As a Bristol 


complete backing with advertising 


socket screw distributor, you get 
public ity 
technical information aid 
plays. Make sure you take 
iles of this naturally profitable 


ind point-of sale dis 
advantage of all these 
aids to boost your : 
item 
Bristol Socket Screw distributorships are still 


available in a few localities. Write for information 


A462 


THE BRISTOL COMPANY 


SOCKET SCREW DIVISION, 
Waterbury 20, Conn. 


“Net one failure in 30 years,” says Project Engineer, Walt 


Hiolms of Dexter | lder ¢ mnpany as 


Bristol's” Multiple-Spline socket screw 


solves 3 design problems here 


On Dexter Folder ¢ ompany s Ch 

didn t start out u r Frist mM 
The switch to mult ph yhinne ‘ rows W de later 

to overcome three diffi th 

1. Reunding out of sockets wa n 

These Brist 


during the m 


m Itiple spline scTew 
many as 1000 times 

of a Bristol multiple pline 

Holn 

2. “Burrs” on the shofts 

were blocking movement of atta 
difhiculty, Bristol en 
featur ya relat | 


thy te hott 


3. Permanently mounted equipment 
to tres n the shaft after he 


ritls trip ts 


Wit 0000 « 


100 B t 


Precision socket screw manufacturers since 1913 


fo 


Bristol's Hex Socket Screws 


OWIe 


eland fold v ia bobune the 


th 


Made in sizes a5 small as No. 0 im Alloy Stee! and Stainless Stee! Cap Screws up to 1% 


INDUSTRIAL DISTRIBUTION « DECEMBER, 1956 








there’s volume and profit in 
tine Gee 
bullt overhead handling equipment by 


JIB CRANES 


1-BEAM TROLLEYS Wall bracket type, '/ to 3 


Plain or geared typen, bat or roller bearings, 1 tons, complete cranes, 0 pack- 


aged assemblies. Write for 
to 10 tons. Write for bulletin 1100 bulletin 2400 








CHAIN HOISTS =| | Valves 


Spur geared types, high Ve to |-in NPT, 
speed and light weight, '/ ; Sa Manifold Mount 
to 25 tons. Write for bulle- ns 


Manifold mount control valves in 
2., 3-, 4, and 5-way types have been 


announced 





The new valves are claimed to be 
ee UNG designed for those installations 
ll . ' and 
Pechened eusiilies fer dagle wolley aedele V; where space is at a premium a 
CONCO ENGINEERING WORKS to 1 ten, ond multiote wolley models Ty t0 2 toms. where speed of removal and rein 
Division of 1. D. Conkey & Company, Write ine 14 = 
V Division St., Mendota, lil. stallation are required 


APPMAATES, Sense [agicontge Wein — Dogests Pissing Equisment Versa Products Co., Inc., Brook 
onco " ’ ‘ ‘ 








lyn 











Have your pick of 7000 - 

that’s right, “seven thousand 

~— sizes, RIGHT OFF THE 
SHELF! And that’s not all. We 
can give you speedy service 
on specials,” too. “Don't 
turn down your customers’ in 
quiries on special items. Turn 
them over to us. If it's stain 
less, we con moke it. We mill 
drill, grind, tap, slot, thread, 
head, stemp and bend. We'll 
get of to a quick start from 
either a biveprint or sample 


oom STOCK OR SPECIAL LOOK 
Ss Oc TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
SHELF TO YOU, Tape 


f : » STAINLESS STEEL 
or r > S Scchen Ser Fp ; Controlled Speed 
Nvte, Wesker Blade Return 
nny ay Called “Power ape”, a new poc 
5 ee ket-size tape is designed with a 4-in 
fastenin S 4 , | blade that may be automatically re 
Z turned to its case under fully con 
trolled speed by pushing a button 

Write, wire, or phone for your on side of tape 
copy of the new STAR catalog. Star’ Packaged in a transparent Tenite 


plastic “Peg Board Box”, a built-in 


Srar STAINLESS SCREW CO. magnifying lens on the package lid 


can be used to magnify blade’s nu 


(mm Direct N.Y. ‘phone: Wisconsix 7-9041; Philadelphic; ENterprics 6231 merals 
WANUFACTURERS’ REPRESENTATIVES: A Few Chote Territertes Open. Mequiriens Invited Evans Rule Co., Elizabeth, N. | 








INDUSTRIAL DISTRIBUTION ¢ DECEMBER, 1956 





O Twenty four 12° 


“‘rihmice’s = NO OTHER 

cinchineteawres * MACHINE TOOL 
LINE GIVES YOU 
ALL THESE SALES 

ADVANTAGES! 


hardened bed 
ways at no extra 
cost! ... totally 
enclosed head- 
stock, apron and 
quick-change box, 
all oil bath lubri- 
cated ... Timken 
“Zero-Precision” 
tapered roller 
bearings. 


o 


18° heavyweight 
drills for heavy-duty 
drilling — with many 
easy-te-see selling 
advantages including 
larger, heavier con- 
struction throughout, 
gear-driven power 
feed, cast iron pulleys, 
larger tool-and-job 
4 Pie capacities. 
12” hydraulic tracer lathe for . 
precision duplicating of multiple 
diameters, tapers, bevels, shoul- 
ders, radii, grooves, chamfers. 
Priced far below machines of com- 
parable performance! 


5 


All backed by the most 


© 


A fast selling vertical 
milling machine... the 
most accurate machine of 
its type! Mills, drills, 
bores, reams and shapes 
— at all angles — with one 
work setup. A precision 
machine tool with greater 
versatility and ease of set- 
up and operation than has 
ever been available in 
a miller at, or near, its 
low price. 


dominating advertising 
and sales promotion 
program in the industry. 
A few market areas 
are still open — 


write for information! 


CZ CLAUSING ison. A145 Press company 
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An example of the variety of sizes and 
jobs Unca® adjustable wrenches will do 


if it’s a job 
for a wrench 


BUY UTICA 
ADJUSTABLES! 


Extra Hardened for Longer Wear 


No matter what the size of the job— 
you'll find a Utica induction-hardened 
wrench to fit it 


Everyone who has used a wrench 
over a period of time knows that the 
jaws have a tendency to burr or nick, 


But not Urica® wrenches! 


Urica has developed a special elec- 
tronic induction-hardening process that 
gives extra hardness to the jaw surfaces, 
yet, preserves the toughness of the steel 
in the rest of the tool. Controlled tests 
have proven that wrenches induction 
hardened by Urica last up to ten times 
longer than other wrenches 


Urica® adjustable wrenches are 
available through your distributor or 
dealer in sizes ranging from 4” to 18” 


Look for this same hardening process 
on a variety of special design pliers 
and standard styles manufactured by 
Utica — from midget tools to heavy 
duty cutters 


See Your Distributor 
for Complete Details 


THE HALLMARK OF QUALITY 

UTICA DROP FORGE & TOOL 

Division of Kelsey Hayes Whee! Co 
vuTica 4,07 


in Coneda : Adiom Tool & Supply Co, Lid, Montrec! 





% 


Drill Chuck 


Cut-Back Slot Permits 
Full Tension Grip of Drill 


Mini-Chuck, a new drill chuck 
claimed to produ ¢ a firmer grip on 
full length or broken drills than the 
usual drill chuck used with angle 
head oT nake drills 

It is available in a full range of 
chuck sizes from No. 50 to “F’”’ with 
idapters to fit spindles of standard 
ingle head and snake drills 


Beaver Tool Co.. Huntington 


Feeder 


Precise Handling 


Of Small Quantities 


\ moimatur 
magnetic 
|, has been added to the m 
line 

Measuring 10} x 5 x 6b-u 
the new feeder weighs 7 lbs 


Eniez Mfg. Co., Erie, Pa 
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WAY OF DOING 
UAE [AR 


WHEN YOU SELL MORGAN 
VISES YOU SELL CUSTOMER 
SATISFACTION 


@ We specialize in the manufacture of 
vises. We make them in a complete line 
so that you can meet ali requests. You 
ire able to sell them with full confi 
lence in their ability to serve your cus 

lependably and for years 
ng is in your favor when you 

iness with MORGAN 

inconditional guarantee backs you 
he way. Should there ever be a 
mufacturing or material defect, the 
vise will be replaced and there is no 


time mit on this quarantee 


ery MORGAN VISE shipped is 
} 1 fibre board carton as our 


each vise reaching its 


Write for the MORGAN 
Distributor Plan. 
We urge users to buy thru 


their local distributor 


clectro-permanent 
vibratory feeder, the FI 
= 


VISE CO. 


108-128 North Jefferson St. 
Chicago 6, Illinois 





WE MAKE THE VARIETY 
...YOU SAVE THE TIME 


Vou can save time in meeting the varied needs of your fasteners customers, you 
can give them exactly what they want when they want it, by stocking the Bethle 
hem line of headed-and-threaded products. Bethlehem fasteners come in an almost 
endless variety, numbering hundreds upon hundreds of individual items. Bethlehem 
fasteners are well made. They have well-formed heads, straight shanks, and smooth 
fitting threads. They’re just what your customers need for a good holding job 


Bethlehem Bolts Are Good Bolts 
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SLEEVES and SOCKETS 


NOW! 
HEAT TREATED 


* So popular with users * 


COLLIS Heat Treated Sleeves and Sockets 
are manufactured by skilled workmen to 
give long durable services and extra long 
life. This type of sleeve has less chance of 
nicks and assures same accuracy with STANDARD 


longer runs TYPE 
HEAT TREATED 


Call at once for our representative to ex 
plain about the Complete Collis Line of 
Lathe Centers, Arbors, Drill Drifts, and 
Magic Type Chucks as well as Sleeves and 


Sockets and Collets ' Universal Joints 
Call Collis for Service iiss hestid Odie, 


in V 207 HP Range 
wammmemTHE COLLIS COMPANY mamma | ., cow speed applications up t 


DEPT. A, CLINTON, IOWA 300 rpm, a new series of double uni 


versal joints in 13 standard sizes pro 





vide a hp range from 4 to 207 at 


For a Quick Way 100 rpm, static torque from 340 to 


to Hang Fluorescent Fixtures 130, 700 in-Ibs 
Lovejoy Flexible Coupling Co., 


“King Size’’ ( hicago 


TOGGLE BOLTS 


Drill 


For Wood and Metal, 
Assembly Line Production 


Known as the Lesto GEK-5, a 
new general purpose portable cle 
tric hand drill equipped with ball 

Style A bearings has been introduced 

for fush-to-ceiling Weighing 44 Ibs, the drill oper 
fixtures Style J - ‘ ; 

for chain-hung ates at 700 rpm under full load with 


— che cratetty 0 V4 | either AC or DK 


bolts Victor |]. Krieg, Inc., New York 


if 


the best craftsmen always take pAINE's 


hal 4 


THE PAINE COMPANY, 17 Westgete Road, Addison, Mlinois 


134 INDUSTRIAL DISTRIBUTION ©« DECEMBER, 1956 





NIXDORFF 


soaeoaocnnncannes 
Eee a a a 








NIXDORFF-KREIN MFG. CO. 
916 HOWARD STREET © ST Louis 6 MISSOURI 





now... STANDARD 
TONGS... you can 
sell from stock 


TAGLE OF DIMENSIONS 
Heppensteti's Standard Sete T Tongs 


Max Tong 
Capacity a 


Mabe is 


90006 


HEPPENSTALL SAFE-T-TONGS 
for quicker, safer, lower cost 
materials handling 


These standard tongs are ideal for mate 
rials handling jobs in: DIE SHOPS; 
MACHINE SHOPS; FORGING 
SHOPS; METAL PRODUCING 
PLANTS; WAREHOUSES; STOCK 
ROOMS; PRODUCTION LINES. 
They handle metal either hot or cold. 


WRITE OR TELEPHONE TODAY 
FOR INFORMATION AND PRICES 


Advertisea in leading trade mogazines 


+> Heppenstall 


NEW BRIGHTON, PENNSYLVANIA 








Saw-Jointer 


Features 9.-i 


Tilting Arbor Saw 


feature i guarded 
which can be locked 


ale for easy reading, ea 
ible controls and a fence tha 


both front and 


rear. W 
control 

Featuring a 9an tilting 
the new unit is designed for 1 
ij ip motor 


Delta Power Tool D 
Vig. Co Pittsbureh 


Rockw 


Connector 


For Terminating 
Copper Conductors 
Called “Ka-Lugs 
onnectors for terminatin rm 
onductot from NN 
500 Mem have beet 
\ ewdrive! 


ize m Allen wren 


new ug-tvpe 


i 


the larger siz 


Burndy Corp., Norwalk, Ce 
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W. A. WHITNEY 
LEVER PUNCHES 


Ne. 6 Punch 
thre 3/16" iven 


No. 66 Punch 
a" thre 3/16" iron 
All PUNCHES ARE 
cod—built for hardest service far 
rated capacity expertly designed 
built every punct pvoranteed oe 
' good returns 


® Send for cataleg oa 
local distribute 


W. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, tik 


varcve BS MaRnK 


REGISGTEREQ 





Result 
K 


Mc GRAW-HILL 


OIMECT PAN, LIST SERVICE 











McGraw-Hill Mailing Lists 
ee) ee 


Merchandise your advertising 
Conduct surveys 

Get inquiries and leads 

for your salesmen 

Pin-peint geegraphica!l 

er functional groves 

Sell direct 

Build up weak territories 

Aid dealer relations 


Direct Mail is @ necessory supplement te 
o well rounded Business Paper edvertising 
program 

Most progressive companies allecete «a 
portion of their od budgets to this second 
medium of the same time os they concen 
trate on the best business publi cotions 
600,000 of the top buying irfivences in 
the fields covered by the McGrew-Hill 
publicetions mote wp ovr 150 meiling 
teats Pick YOUR prospects owt of ovr 
industrie! Direct Meil cotelegvue 


Write for your tree copy 
It contains complete information 






























0 to 250 
PSI Service 


Incorporating the maker's “Shear 


Seal” principle, a new |4-in 4-way 
ilve has been added to the line 
Some otf the advantages claimed 

include full flow and suitability for 

throtthng. the gradual opening o1 

closing to anv desired degree of flow 
Barksdale Valve Los Angeles 






Coupler 


For Lightweight 
Portable Pipelines 


vithstand working 


Said te 


up to 1000 psi, a new coupler 


pres 
urcs 
for portable aluminum pipelines is 
available both in OD and IPS pipe 
1ZCS 

John Beam Div. Food Machinery 


& Chemical ¢ orp., San Jose, Calif 








KENNEDY presents 


the NEW Look in 
Bronze Gate Valves 
















Fig 42) Fig 42785 Fig 427%/ 
Stenderd i%-ib Swe 6 te Stendard 126-(b Swe Stendard i-th Swe 
Gate, NonRising Stem je Bronte Gate Non Rising Gronse Gate. Nen-Rising 
Screw. Wedge 0 ewed Stem inside Sere Stem inside Sere 
Ends Wedge Dix Brating Wedge Dis Seide 
Socket Ends Joint Ends 





KENNEDY'S NEW Cylindrical Design 
Means Greater Body Strength, 
Far Longer Leakproof Valve Life! 













assures superior resistance to dis 


RUGGED BODY DESIGN 


tortion as proven in high pressure steel valve design Kennedy ‘ 






grueling Accelerated-Wear tests conclusively prove this con 


struction 10 
operating life than oval body valves. Increased weight assures 






guarantees more than times longer leakproof 






greater durability and longer valve life 










4 special Kennedy stem material of 


KENALLOY STEM 
silicon bronze with high tensile strength 





accur ately machined 





The bronze alloy prevents seizing or 





for ease of operation 





galling and is entirely free from any tendency to detincify 









PISTOL-GRIP HANDWHEEL non-heating malleable iror 
provides firm, easy three-way grip on top, sides and bottom 


Indented rim notches top, side and bottom eliminate slip ever 







with greasy gloves 





DISTRIBUTORS 





Ask for Cireule 





© Write today for complete details 


THE KENNEDY VALVE wmrc. co. - exmira, w. 


MHYORANTS 






Py 





VALVES Pipa FITTINGS « £ 
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INDUSTRIAL DISTRIBUTION 


INSIST ON 


SINTZ fiktaben STEEL ROD 


MANY USES IN 
INDUSTRY 





Pumps 
Vertical Port, 
Self-Priming 


Models 5320-2-in, 3890-4-in, 3890 
01-4-in and 5530-1-in port sizes com 
prise the manufacturer's new vertical 
port, self priming pump serie: 


ORDER FROM YOUR MILL SUPPLY HOUSE— Pace D fon Ceili tine dat baie 
INDUSTRIAL JOBBER OR DIRECT FROM sand quuntion with olin aa dilene 


motor drive and equipped with ball 








_ SINTZ bearings sealed and lubricated for 
Cronies : CLAUDE INC. life, all models are said to be suit 
| 1940 STANLEY AVENUE ible for general transfer applic a 


nen seepeus 
DETROIT 8, MICH. tion 


“oot8 SOLES THaeaete— vee coo 
Jabsco Pump Co., Burbank, Calif 





iar Srttetters $9 s tenes: 


ie: * QUALITY *SERVICE “PRICE . 
aes tees }) STUDS « FORMED RODS 
SCUITISIeVennennereereneen 4 IPs PLUGS 


4 


TTUTEAY rove auc 


PROFIT POSSIBILITIES *“““°’" 
With Positive Or 
| Adjustable Clutch 
.-- for YOU! 
Said > OFT Temove wood 














to drive 
A COMPLETE LINE rews, self tapping screw lag 
DESIGNED FOR A a SPECIALIZED NEEDS rew and machine screws and 
y 
: nut 1 new electric angle screw 
You can best satisfy your customers’ needs with Madesco } } he ided "A ' 
blocks bec they embody perf Seetuses de> dnver has been added to the com 
veloped through 30 years of experience. Your pan Sioux line 
basic inventory, plus our fast factory-to-you service ' P bin lated i free 
means maximum | fast t er, top it. Your OSsitive circn provides d Tce 
customers get blocks that assure utmost safety, top pindle for engaging bit with screw; 
operating efficiency, longer block-life under the most } 
exacting conditions, at competitive prices. Madesco operating pressure closes the clutch 
Blocks in - ge. ne constant repeat sales ind continues to drive until resist 
from satisfied lomers sales created 
recommendation and agqrumive edvertiine, Write we, ynce is greater than hand pressure 
Ulustrated catalog, today. Albertson & Co., Inc., Sioux City 
Hatmo.100,38 MADESCO TACKLE BLOCK CO., EASTON, PA. = /owa 
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Drill & Reamer Blanks 


Sets Packaged 
In Metal Cases 


Different + Practical + Efficient 








Available in fractional sizes from 
fy through 1|-in, wire gage No. | 
\ through 


Z and in complete sets, a new line 







through 80, letter sizes 
Wells Roto-Veyor feed unit 
shown from stock side 






of precision drill and reamer blanks 







has been announced 
Both dnll and reamer blanks are 


said to be of highest tolerances, re 








quiring less machining and finish 


ing time 
Lavallee & Ide, Inc., 
Mass. 






( shicopee, 








~ 


Right — Close-up 
of automatic vise 
ond stock stop 













The New 
Wells Rote -Veyor 


AUTOMATIC 
BAR FEED 















Comparator 


For Precise Dimensional 
Measurement, Inspection 


Called the “Accutron”, a new 
comparator features an clectroni 
gaging circuit, unaffected by normal 
line voltage fluctuations, with stable, 
no-drift amplification 

Size-sensing clement is an “Elec 
trojet” pickup unit—a_ transducer 
type gaging cartridge that requires 
no pickup calibration and same unit 


can be used with all amplifications 


Sheffield Corp., Dayton 













DESIGN FEATURES 


® Heavy duty construction— 
enclosed steel channel side 
rails. Welded leg sections— 
adjustable feet for leveling, 
drilled for anchoring 


© Manual contro! (forward- 
reverse) switch for fast, con- 
venient job set-up, or stock 
removal. 

© All conveyor feed rollers 
are mechanically powered— 
electrically controlled 


@ Unlimited projection 
length. 


© Automatic work vise, hy- 
draulically actuated. 


® Positive stock stop, hy- 
draulically operated, swings 
out of way during cutting 
operation 

@ Extension conveyor sec- 
tions, available in 10 ft. 
multiplies, powered by basic 
unit feed drive. 
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Let us send you complete information — write today 


“The Ploncers of Morizontal 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET, THREE RIVERS, MICHIGAN 


The Wells Roto-Veyor is an entirely 
new concept in automatic bar feeds 
Designed specifically for use with the 
Wells Model 1200 Band Saw, the 
Roto-Veyor converts it into a heavy 
duty completely automatic cut-off 
machine 


The Roto-Veyor feed mechanism 
and stock clamping action is synchro 
nized with the saw to provide accurate 
repetitive cutting. It improves the 
saw’s efficiency, saves time, and re 
duces production cutting costs 


SPECIFICATIONS 


Capacity 
Rectangular 12% « 12" 
Rounds 12%" OD 


Maximum length of multiple cuts. Unlimited 


Projects within 7” end of stock 


Height, floor to conveyor 28" 
Overall height of feed unit only 46%" 
Floor area in addition to sow 66" x 24” 


Shipping weight, approximate 705 ibs 
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CAD) TAL 


INDUSTRIAL 


BRUSHES «0 BROOMS | “4 
ee 





ALWAYS IN | 
Seaiaaan . . . rn | a. 


The long wearing qualities of CAP Paint Heater 

ITAL Brushes and Brooms are wel! With Removable 

known by the majority of plant man 

agers They always specify CAPITAL Paint Tract 
en additional maintenance equip Called the Dualheet. a new paint 

a is needed, Our distributors strive ester ic avaiiehd ty lel 

to have a good stock of CAPITAL In a ww ae 

dustrial Brushes and Brooms on hand 

to meet any demand. It pays them temperatures to between 160 and 


well too 150 deg. at rate of 15 gph and stand 
+ We urge users to buy thru their local im ae C 
dietributer ird heater designed to raise paint 


temperatures to same degrees at rate 


INDIANAPOLIS of 8 gph 


Paint tract is a heated chamber 


BRUSH AND BROOM MANUFACTURING CO. vit] nit: 4 arts of t } 
think unl 0 ‘ ‘ ) 1? Chain 
CORNER BRUSH and BROOM STS Est. 1890 INDIANAPOLIS 7, IND J ber will be affe: bar by intense heat 


Another announcement from the 


heavy duty capable of raising paint 











mnpann idvises a in wly developed 


* J ill staimnle tecl shut-off cock ha 
replaced aluminum cocks in their 
‘ . a sg line of orrosion-resistant pressure 

tank 


ALWAYS FIRSTEST Binks Mfg. Co., Chicago 


with the bestest 
precision screw 


machine products. 


eee 5 


CAP SCREWS + COUPLING BOLTS 
SET SCREWS: MILLED STUDS 
NVR My Mol iat 1°) -leil-liky 


Reducers 
From FHP 


To 450 HP 
A new Crofts line of “Radiation” 


worm reducers furnished fan cooled 


The Oftemilier line ts sold exclusively through as stan lard equipment has been 
Mill Supply houses and Industrial Distributors. added to 
powcr transmission equipment 


* ° I 
UW”: Rockwood Pulley Mfg. Co., New 
tlt CO YORK, PENNA. Yor 
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the manufacturer's line of 








Lamps 





“Projector Color” 
For Outdoor Use 







Outdoor color lamps in six colors 





red, vellow, green, blue, blue 






white and pink—have been an 






nounced 
Ihe new line is a 150-watt, PAR 


38 bulb, 115-125 range voltage, me 







dium skirted base, with translucent 





ceramic enamel color fused to out 
ide of bulb 

General Electric Co., Large Lamp 
Dept., Cleveland 








DRIVE FOR DOLLARS 
WITH WHITNEY CHAIN 










The smart Distributor teams with Whit 


ney Chain on a successful drive for 





Loudspeakers 


sales and profits. Here's why: a com 


















High Powered plete premium quality line tops in 
Portable Models the high profit margin group sales 
Developed for areas with high opportunities in every plant na 
noise levels, two new models of port tionally advertised exclusive fea 
able loudspeakers have an effective tures single source of supply 
range of up to 4 mile strategically located warehouses 
. \ ‘ r Oi 
Model 1B5-B\ weighs . lb skilled specialists for all drive prob 
with handle and shoulder carrying 
~ lems field engineering assistance 
strap; Model CIB-BV is available 
for service and sales catalogs that 








equipped with wide angle reflex tvp« 
I i all ' 
se a customers 


speaker. 
Sound-Craft Systems, Pittsburgh 





WHITNEY 16 THE DISTRIBUTOR'S 
BEST SALESMAN 













Padlocks 















Rustproof, Streamlined | 7y P 
. —_ New Whitney s packaging , BS 
Aluminum-Finished Case aati dieiie aalieneh aie ‘i 
assem bied chain parts for easy : f ‘yy 
Designated the 600, a new pad chein esombly, handling ond : | y 
, . oorts inventory Anothe | { 
lock features a }-in diameter steei pena Pin ong EB Radiat nae 4 ; \w 
shackle and a 4 disc-tumbler mecha CHAIN COMPANY “ 
— . 239 HAMILTON STREET + HARTFORD 2, CONN. 
Yale & low iki Meg Co . New 
York ROLLER CHAIN © SILENT CHAIN © CONVEYOR CHAIN » SPROCKETS © FLEXIBLE COUPLINGS 
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FLEXCO 
FASTENERS 


BUILD THE KIND OF 
CUSTOMER ACCEPTANCE 
THAT MEANS MORE 
PROFITS TO YOU! 


FLEXCO is a clean packaged 
item ... no splits... no trouble 

.. no complaints . . . least resist- 
ance to sales, 


it’s a Quality Product that does 
an outstanding job in fastening 
and repairing conveyor belts. 


FLEXCO is the complete line— 
for all conveyor belts... manu- 
factured by the pioneering leader 
in bele fasteners. 


Large attractive label quickly 
identifies contents at a glance. 


Well packaged, FLEXCO gets 
to customer in good shape... 
whether by freight, truck, ex- 
press or parcel post. 


An excellent profit item for all 
concerned. 


Ask for Bulletin F-112 


FLEXIBLE STEEL 


4633 Lenxingt ’ 


LACING CO. 





INDUSTRIAL DISTRIBUTION ¢ DECEMBER, 


Lighting Systems 
Channel-Sections 
Of Heavy Gage Steel 


fluorescent lighting 
been added to the 
company's line: RLM 
SD-1, semi-direct equipment with 
25% upward light; RLM equipment 
for 60-in, 90-100 watt, 'T-17 preheat 


Three new 
systems have 


I'win-Flo 


| lamps; equipment for 48 and 96-in 


800 ma 
lamps 

Benjamin Electric Mfg. Co., Des 
Plaines, Ill 


high rapid-start 


output 


Lathes 


11 and 13-in Swing Types 
With H-D Variable Speed Drives 


Higher spindle speeds to permit 
infinite selection of speeds from 40 
to 1800 rpm are featured in the new 
series of 1] and 13-in swing lathe 
introduced by the maker 

Some of the feature 
clude “Zero Precision” tapered roller 


other 


spindle bearings, a 54 pitch gear box 
and a friction disc clutch for engag 
ing power longitudinal and power 
cross feeds 


Sheldon Machine Co., Inc., Chi 
cago 


1956 


Quick facts about — 


TM 
Hi-lest 


IM Hi-Test Chain is 
a wise recommen- 
dation wherever a 
strong, high-car- 
bon chain is pre- 
ferred over BBB 
Proof Coil 
It's heat- 


treated to assure a 


and 
Chain 


finer grain, greater 
tensile strength and 
longer wearing qualities 
Start tapping the big 
and growing market 
for IM Hi-Test 
Chain in your terri 
tory. It's profitable 
Write 

for catalog today! 


business! 


Advertised in 
Business Week 

and leading 

trade magazines 

Backed up with testec 
and effective sales heips 


5.G. TAYLOR CHAIN CO., Inc. 
Hemmoend, ind. 
Pittsburgh, Pa. 


Taytor Mape 
CZ, alien 





Boxes 


Five Sizes From 12 to 36-in. 
Support Stacked Loads to 1200 Ibs 


Designated “General Purpose’, a 
new line of Nestier materials handl 
ing boxes of one-piece stec i construc 
tion have been added to the maker's 
line 
Because of lighter weight and y —s any Wantity 


placement of movable handles Mf and hi 

adaptable for use with overhead 2 igh s 
conveyor it is claimed boxes can ~ Peed 
be lifted and carried easily and f 
safely or 

source 

Chas. Wm Doepke Mfg. Co Your best : | 

Inc., Rossmoyne, Ohio special cutting tools 


—just send us the specs 


we do all the work wi 7 








Immediate action on all requests 


— better service for your customers 


—results in more profits for you 


Do it the easy way... order from SPIRAL 





Whether you need cutting tools made to your specifications, 

Meters or you need tools custom-designed to fit a specific job, 
Crank-Type Linkage your best source is Spiral. We specialize in ‘specials,’ fast 

For Gear Control quotations, quality workmanship, dependable delivery. One 


(hree models with flow capacities trial will convince you. Let's get together now! 


ranging from 400 to 1000 gpm com 
prise a new line of crank-controlled 
Rotocycle liquid meter introduced 
by the manutacturer 


Meter & Valve Div., Rockwell STEP TOOL COMPANY 
M[e Co Pittsburgh 
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L*ommander SALES TIP 


PAULTI-ANGLE no. 6G 


DRILL UNIT | Nari 


FOR VERSATILITY, SIMPLICITY, ECONOMY 


You can help your customers solve many drilling 
problems by recommending a Commander MULTI- 
ANGLE Drill Unit—the complete, compact unit 
that easily adapts to almost any special drilling Withstands Repeated 
job. It’s ideal for angle drilling and especially Shock Pressures 


Pump 


valuable when tooling space is limited 
Series PF -300¢6 1 new hydrauli 


FEATURES THAT HELP YOU SELL: | piston pump, is a 25 Ib unit said 
© Compact—only 1 15/16” wide x 10 3/4” long to handle 2.8 gpm at 1200 rpm and 
@ Drills on close centers 1.15 gpm at 1500 rpm 
@ Hydraulic spindle actuation—up to 4” stroke otileaan iehamalibens avensian 


@ Adapts to many power sources —flexible . ented encase af 2008 on 
shaft, air or electric motors | ne wee 
placement per revolution is .59 


@ Only $125.00 complete n vith 2600 rpm maximum 


[he new pump ha O00 


Write for Commander's Full Ling Catalog describing 7 other tools 6 maximum hyd voli hp 


Dynex, Inc., Milwaukee 


Need SPEEDY delivery? 


Try 
UNIVERSAL 


for your 


ALL METAL HOSE 


requirements 





| Centralizes Grease 


Lubrication System 


Fittings At One Point 


\ new lubrication system consist 
ing of one or more manifold block 
threaded for insertion of standard 
ird hydraulic grease fittings, is said 
to reduce lubrication man-hour 


Write for Industrial Distributor Bulletin iD-3 : eliminate overlooking one or mor 


point of contact prevent accident 


Quality eee ALL METAL FLEXIBLE HOSE PRODUCTS and permit lubrication without ma 
UNIVERSAL METAL HOSE CO. set ae Co. St 


2163 Seuth Kedzie Avenue Chicage 23, Illinois Louis 
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Tapes 
Electrical Type, 
Sealing & Binding Type 


] 


Designated 211, a new 2-in-1 sih 


cone glass cloth electrical tape, suit 
able for Class H insulation, ha 
developed 

Also announced by 
flare 
cloth tape 621, re 


ealing and binding 


be cl 
the manutac 


resistant, high 


turer 18 a new 
trength gla ; 


ommended for 


bundling, reinforcing and holding 
ipplications where strength, abra 
ion resistance and permanency are 
required 

Permacel Tape Ce New Bruus 


wick, N. ] 


Routo-Jig 
Expanded Into 6-.Way 
Portable Power Tool 
By the addition of several attach 


Model 


high-speed 


ments the new 


140 Routo-Jig now dox 


inding, power plan 


( ompany 


haping, finish 
ing and dove-tailing 
Porter-Cable Machine Co 


cue 


Syra 


Lightning Arresters 


Protects Submersible Pump 
Components In Electrical Storms 


Av iilable for ingle phase 115 or 
230 volt and three phase 220 or 440 
volt motor new lighting arrester 


provide safe grounding of high volt 


age surges in power lines leading to 


submersible pump motors, controls 


and cable 


Deming Cx 


Salem, Ohio 





THE LAST WORD IN 
PORTABLE 

PIPE 

MACHINES! 






















RUGGED! ®@* 
POWERFUL! 
LIGHT—ONLY 170 LBS! 


The ALL NEW BEAVER 
Speed >0= Matic 


PORTABLE PIPE AND BOLT MACHINE 















e 50% more speed and power e Threads 4%" to 2” pipe (up to 
from faster, all new motor! Mo- 12” with drive shaft) 4,” to 2 
tor and switch fully protected bolts 

; ; a e Instant and accurate easy-settin 
e New “CLEAR-VU,” self-cen- in ann Te 
spool-type pipe support elimi- 
tering wheel and roller cut-off; nates double chucking 
die heads with high-speed steel 
e Lubricated for life! 






dies; and reamer, all pivot 





Oiling tube directs oi) right to 








mounted! Ideal for “make-up.” 





threading dies! Shuts off auto- 





matically 





e Quick-acting Power Grip 
Wrenchless Chuck—forward or 





Lathe-type thread length 
indicator 


THREADED PIPE 
it’s Tight—It's Best—Costs Less 





reverse! 







Can't tell lt afl here! 
Send fer New Beever 
Quick Reference 
Cotelog! Get the 
latest facts on 
ALL new Beever 
mechines! 

















THETAOEO wire 
"a as 
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NONLINK POSITIVE 





Products of 
Distributors’ 
Confidence 
FOR 65 YEARS 


“POSITIVE” Lock washers are all- 
important adjuncts to fastener sales 
Their use in your customers’ plants 
are vital to critical assemblies of their 
products. To serve your customers 
well, rely on a source of supply 
geared to making the best possible 
product and selling through distribu- 
tors. “POSITIVE” is a product of the 
confidence many Distributors have 
placed in us as their sole source of 


supply for the past 65 years. 


HIGH COLLAR 


With Bronze Or 
Monel Bellows 


Designed for installations requir 
ing a wide variation between startup 
ind operating load, frequent shut 
downs and startups, large amounts 
of air elimination on startup or dur 
ng operation, a new thermostati 
team trap has been announced 
Made in three series, each trap 1s 


fitted 





aid to be with an orifice 








TO HELP YOU 


in selling 
VIKING ROTARY PUMPS 


Advertising Appears Regularly in 
These Publications 


. evtturel * Machiner 
yo News 


+ Marine 
* American Milk Engineering 
Review 


* Milk Dealer 
* Business Week * Mill and Factory 
* Modern Railroads 
* Butene Propane 
News , 1 pe Cleaner & 


yer 
* Chemical 
Engineering ° iptenet Petroleum 


* Chemical 
Processing 


* Diesel Power 
* Feed Engineoring 
* Fuel O11 & Ol) Heat 


* Industriel 
Distribution 


* Industrial 
Equipment News 


* LP-Gas Magazine 
* Machine Design 


* Nations! 
Provisioner 


* New Equipment 
Digest 


* Ol and Gas 
Journal 


* Plant Engineering 

* Power 

* Product 
Engineering 

* Wall Street Journe! 

* Western industry 


VIKING PUMP COMPANY 


Cedar Falls, lowe, U S.A 
In Canada, it's “ROTO-KING” pumps 
See our catalog in Sweets 
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the entire 
gage to 

rated pressure, without adjustment 
Clark Mfg. Co., Cleveland 


that 


range 


operates pressure 


from 0 maximum 


Lubricators 


Fine Vaporization of Oil 
At All Rates of Flow 


Said to provide positive oil vapor 
lubrication to air serving chucks, ait 
cylinders air tools, a new line of air 
lubricators has been announced 

Industrial Div., Watts Regulator 

‘o., Lawrence, Mass 


1956 





Socket Set Screws 


‘ * Sof lok F ¢ Ser hed 
ket K Kits oe owe 
y” T R fj Socke’ y Pp 


Swing Check In 10 Sizes 


A regrinding swing check valve Socket Pipe Plugs 
has been added to the manufa 
turers line of bronze industrial 
valves 
Available in 10 sizes from } to 3-in ° 
in pressure ratings of 150WSP/300 Socket Shodider Screws 
WOG and 200WSP/400WOG, the ° 


body is cast from bronze alloy, other 
parts of high grade brass rod or 


bronze alloy 
Ohio Brass Co., Mansfield, Ohio Socket Cop Seré 


Flat Heod Socket Strew?, : 











Socket Screws 


Exclusively! 


Vacuum Cleaner Plenty of 
Fits Any 


55-Gal. Drum Get-up and 


Model 655, a new outside bag in | 


dustrial vacuum features two 14 hp ° 
a 


motors with a new propeller design 

Said to have the greatest CFM 
per ampere of power, it will not 
overload most power lines 


Hild Floor Machine Co., In 
Chicago 


Tape Dispensers 


One of the main reasons why so many distributors are do 
Eliminates Levers, ing a big job with Blue Devil Socket Serew Products ts 


Push Buttons, Foot Pedals | that it's an exciting line pas ked with new produc ts that 


meet a real need. Only Blue Devil's got “LED-LOK and 
4 new series (four models) of “SAP-LOK and when a distributor can supply fasteners 
Actual cross-section die like these, he can go to town. How about you, Mr. Dis 
erom shows how cold tributor heard the details about the “new look in 
forming of Bive Devil 
Sechet head insures unim 


of pressure sensitive tapes in widths Boired fiber continuity 
Seld Onty Through Authorised ladustrie! Distributers 


up to 4in, lengths to 21-in 
Air Fixtures, Inc., Manchester, In- Carcsty Cocker Consw Company 


! 
Cdldallid 6500 NORTH AVONDALE AVE © CHICAGO 31, ILLINOIS 


fully automatic air-operated tape dis- 


pensers is now available for all types Sine Devil? Better write today! 
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DO YOU HAVE 
YOUR COPY? 


Use this catalog as a selling tool to 
develop new business. Sell more pre- 
cision surface equipment to tool 
rooms, inspection departments and 
all metal workers for precision lay- 
out, assembly, welding, production 
and machine maintenance. Chetenge 
precision working surfaces and hold- 
ing devices shown in the catalog 
include: 


Sam Steel & Granite V-Blocks 
. Layout parece Plates tom now Welding 


eading 
Adjustable F ioor 
Be 
Pepto 


Silent e Surface Plate Stands 
Universal & le Plates 


Angle Irons Box Parallels 
Universal Box Angles Work 
Be sure each of your salesmen has 
y of this valuable sales aid, the 
Challenge catalog of precision equip- 
ment 


$e.102 
TRADE MARK ® 
THE CHALLENGE MACHINERY CO. 
GRAND HAVEN, MICHIGAN 


The Challenge Machinery Co. 10-12 
i Grand Haven, Mich. 


Send we Copies of Challenge Pre- 
cision Catalog 


Position. 
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Wire Connectors 
Makes Solderiess, 
Ready-Insulated Splices 


the ‘“Scotchlok 
connector, a new 


Called brand 
lype R 


type wire connector 1s said to pro 


pring 


vide a_ vibration-resisting — pig-tail 
splice that holds regardless of the: 
mal or mechanical changes 

Packed 100 to a box with 10 box 
in a shipping carton, the pre-insul 
ated connector is suitable for wire 
10 to 16 AWG in 64 
possible combinations 

Minnesota Mining & Mfg. Co 


St. Paul, Minn 


sizes from No 


Computing Device 


For Control! Circuits 
Or Pneumatic Measurement 


Called the Sorteberg Force bridge 


a new computing device recom 


1956 


Easier to Sell . 


GRINDERS 


Extra large discounts plus FREE sales 
nds give you a whopping big oppor 
tunity to enjoy handsome profits as 
an authorized Baldor Distributor. No 
other line offers so much for you or 
your customers 
@ Ball-bearing motors never need servic 
ing — lubricated for life! 
Totally enclosed, splash-proof motors 
keep out dust, grit, metal particles. Last 
a lifetime! 
Dynamically balanced motors give 
moother operation tess wibration 
Complete line to satisfy every customer 
demand. % to 3 HP. 6* to 12” individu 
ally balanced wheels Bench and pedesta! 
types. Every model guaranteed! 
Find ovt about Baldor's generous 
sales plan. Write... 


BALDOR ELECTRIC CO. 


4353 Duncen Ave. + Si. Levis 10, Me. 


Help yourself to FAST service 
from complete factory stocks 
of BRASS FITTINGS by 


SPAWN 


Flare Fittings Hose Connectors 


Compression Pipe Fittings 


Bottled Gas Trasler Fittings 


[ee] = [a] 


Tonk Valves & Shutofs 








Automotive 
Drein & Shutof Cocks Accessories 


Needle Velves Special Fittings 


WRITE FOR NEW CATALOG 


SPAN BRASS 
MANUFACTURING CO., INC. 


orseco, 


MICHIGAN 





peer) “0 CAMPBELL CHAIN Exclusiv 


construction 


cask 
Minneapolis Be ] ywell Indu trial i 
Div., Minne ips lis | 
MGRNIGRIGING! IGINGRIGRNSR” 


Chain sellers and buyers everywhere have been 
sick to recognize these advantages of new Campbell 


Measure-Mark"” Chain furnished at no extra cost! 


‘QUICK, EXACT | COLOR-CODED 
MEASUREMENT IDENTIFICATION 


GREUN Pree Cai Ep 


Scriber a 


Carbide Tip GLUE <iigh Tost Stee! ORANGE—Com Aly Steet 
Secured Within Tool 
Color-mark on the chain instantly 
and positively identifies grade of 
chein—in or ovt of the container 


Designed for faster die layout 


coring, etching, engraving and 


marking, a new lightweight tool 
named Micro-Scriber. feature a 


olid carbide tip diamond ground INVENTORY 


ind precision lapped 


Greist Mfg. Co., New Haven, CONTROL LABELS 


Conn 


x. 
Y 4, 


Speed Bar Knobs 


Can Be Turned By details on this revolutionary new chain development 
Hand, Bar or Tool Handle 


Space provided for "Perpetual in each container, stondard 
Inventory” control. Guaranteed footage by chain size-—for each 
footage marked on label grade. Standard package cost. 
| 


Ask your Campbell representative—or write us for full 


Four-pronged speed bar knobs of AVAILABLE ONLY FROM 


malleable iron in a range of fifteen 

models has been added to th nn CAM PBELL CHAI * Co 

pany’s line , 3 AM Y 
Jerge ns Tool Specialty Co Ch ve rk "a *¢ all hd: dla a oe ento. Calif 





land 
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A MESSAGE TO AMERICAN INDUSTRY © FIFTH OF A SPECIAL SERIES 


THE SHORTAGE OF SCIENTISTS AND ENGINEERS: 


What Can Be Done 
About It? 


There is no eusy or quick way to overcome the 
shortage of scientists and engineers that has 
hecome a threat to our national security and 
economic progress. The solution can come 
only through diligent efforts extending over sev- 
eral years to bring the supply of technically 
trained people into balance with our needs. 
Meanwhile, the pressure of the shortage can be re 
lieved if industry, government and education make 
better use of the limited number of scientists and 
engineers now available 

Earlier editorials in this series have discussed the 
dimensions of the shortage of technical inanpower, its 
meaning for vur national security and our economic 
well-being and the causes of the shortage. This final 
editorial will survey some of the measures that can be 
taken to overcome the shortage. Most of the proposals 
presented here have been suggested elsewhere. But 
in combination they appear to offer the best hope 
of an answer to this serious national problem 


Soviet Methods Not For U. S. 


it is clear that no crash program, inspired by 
panie and designed indiscriminately to drive 
hordes of high school students into science and 
engineering, is suitable for the United States. 
Even if we adopted Soviet methods of channeling a 
large portion of our brightest young people into 
technical fields, it would be at least four years before 
results appeared in the volume of college graduates 
And such an approach would do no credit to the 
American way cf life 

Any crash program, whether it involved totalitarian 
methods or simply overselling the advantages of tech 
nical careers, would be objectionable for other rea 
sons as well. li would jeopardize the quality of scients 
he and engineering training. It would put many young 
people in fields where they have little aptitude and 
deny them to other helds for which they are better 
equipped. And, if carried too far, it might even result 
in the overcrowding that was feared prematurely a 
lew years ago 
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The most important problems for the long 
run, as the preceding editorial in this series 
indicated, are in the area of education. Any real 
solution must reduce the loss of talented high school 
graduates who do not continue their education for 
financial reasons or because of lack of interest. Als« 
it must improve the quality of high school prepara 
tion in science and mathe matics and, above all relies ‘ 


the critical shortage of teachers 


Basic Needs in Education 


Substantial increases in salaries of teacher» 
in most of the nation’s school systems are essen 
tial if high school students are to receive ade- 
quate preparation for courses in science and 
engineering. Vay scales that have lagged behind 
rising living costs and salaries available in industry 
have placed great strain on even the most devoted 
teachers. There has been a sharp drop in the number 
1 new graduates trained to teach science and math 
ematics, and of this smaller number many have de 
cided not to follow careers in teaching. 

Raising teachers’ salaries to more realistic levels 
must be primarily the job of local school districts, 
aided by state governments, If, in face of rapid in 
creases in school enrollments, local and state resources 
prove insufficient, then federal aid will have to be con 
sidered. Higher teachers’ salaries, however financed 
inevitably mean higher taxes. But without appreciable 
improvement soon, the quality of our entire educa 
tional system is in danger 

At the college level also, tinanctal aid is needed to 
provide scholarships for promising students and to 
increase faculty salaries. (An earlier series of edi 
torials dealt more fully with these problems, and busi 
ness aid to higher educational institutions has been 
mounting at a gratifying rate.) 

But not all the educational problems related 
to the shortage of scientists and engineers can 
he solved with money. Science and mathematics 
have steadily been de-emphasized as more youngsters 
have gone to high school for terminal education rather 
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How business is helping 
to relieve the shortage of 
technical manpower 


Summary of a 
Survey by WeGraw-Hill Correspondents 


Sponsoring summer study programs for high 
school teachers 

Arranging cooperative work-and-study programs 
for students 

Sponsoring college fellowships and scholarships 
in science and engineering 

Paying tuition of employees taking science and 
engineering courses 

Keeping college faculties abreast of new develop- 
ments in industry 

Hiring high school science teachers for summer 
and part-time work 

Giving old, but usable, laboratory equipment 
to hools 

Cooperating in high school science exhibits» 

Sponsoring regional science fairs 

Sending speakers and training aids to schools 

Opening plants for student tours 

Analyzing jobs to relieve engineers and scientists 


of routine work 


The McGraw-Hill Department of Economies 
will be glad to hear of any other ways busi- 
ness is helping relieve the shortage. 











than for college preparation, This de-emphasis must 
be reversed 
lex hniques of instruction, furthermore, can stand 


improvement at all levels of educ ation Professor 2 V 
Northrup of the University of Chicago observes: “In 
there has been a revolutionary 


the past fifty years 
change in the character of mathematics. yet not a 
trace of this change is to be found in the curricula 
of all but a handful of secondary schools throughout 
the country.” Colleges and universities may have to 
examine old fetishes about light teaching loads and 
small classes in order to make more efficient use of 


their faculties 


What Industry Can Do 


Industry has the immediate problem of 
better utilization of available technical man 
power and the long-range responsibility of 
helping inerease our resources of trained peo- 
ple. Frantic reeruiting practices and reckless 
bidding up of starting salaries—financed largely 
by government money for defense orders — are 
not the anewer. There is need for earnest con 
sideration of incentives for experienced scien 
tists and engineers, who too often must look to 
sales or executive positions for adequate finan- 
cial recognition. 


Industry in many instances could make more effi 
cient use of engineers and scientists by shifting work 
to tec hnic iatis, clerix al personnel and even mar hines 
One company found that 15° of the time of an en 
gineering design group was spent on routine jobs 
and that this valuable time could be saved by adding 
a technician and a clerical worker to the group 

Other potential sources of technical manpower 
could be tapped more extensively to reliqve the short 
age. Very few women have entered what has been 
traditionally a man's world, Negroes are only slowly 
gaining educational and employment opportunities 
in technical fields And many experien ed older men 


can still give useful service 


A Good Beginning 


Much is being accomplished already in efforts to 
attract more young people into scientific and en 
gineering careers, A summary of some of the things 
business is doing is presented above, Other notable 
contributions are being made by such organizations 
as the professional engineering and scientific societies 
(especially through their manpower commissions), 
the National Science bh oundation, the National Re 
search Council, the National Education Association, 
the National Merit Scholarship Foundation and the 
Thomas Alva Edison Foundation 

Results are beginning to appear in rising enroll 
ments in engineering schools and technical institutes 
Between 1951 and last year, aceording to MeGraw 
Hill's annual survey of technical institutes, enroll 
ments in these schools rose from 46,000 to a record 
67,000. Engineering enrollments rose in the san 
period from 166,000 to 243,000. A rising tide of 
graduates is already being made available to Ameri 
can industry 

This is a good beginning. But only with wider 
appreciation of the serious implications of the 
shortage of scientists and engineers and inten- 
sified efforts on the part of business, govern- 
ment and education to relieve the shortage can 
we hope to overcome this threat to our national 
security and economic well-being. 





This is one of a series of editorials prepared hy 
the McC raw-Hill Departimne nt of Economics to 
help inecredae publi knou ledge and under 
standing of important nationwide der elopments 
of particular concern to the business and pro 
lessional community served by our industrial 
and technical publications 

Permission is freely extended to new spapers 
groups or individuals to quote or reprint all or 
parts of the text 


PRESIDEN! 


McGRAW-HILL PUBLISHING COMPANY, INC 
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How To Write a Better Letter 


BEFORE you rush headlong into dictation, take 
@ moment te think out these points: 


What do | wish this letter to do? 

What are the interests of the man I'm writing to? 

What are the facts | must tell him? 

What is the best point of interest for the first 
paragraph? 

What striking fact can | use to catch attention? 

What can | do to show him that | am thinking of 
him as @ person and not just as a name on a 


AFTER: you've got the dictated letter back for 
signature, check it for these points: 


Have | made my points clearly? 

Have | given all the information needed? 

is the letter so worded as to place the emphasis 
properly? 

Have | avoided withered phrases and dead 
words? 

Have | eliminated excess verbiage? 

Has this letter a friendly feeling in it? 

Does it carry conviction of my sincerity, my in- 


sheet of notepaper? 





terest, and the worthwhileness of what | say? 
Have | toid definitely what the point is? 








Looked At Your Letters Lately? 


— ALL THE TALK of innova- 


tions in business, perhaps no- 
where do old, out-dated habits per- 
sist more tenaciously than in business 
letter-writing. Riffle through your 
morning correspondence and count 
the number of letters containing 
such moss-covered terms as “we beg 
to acknowledge,” “yours of the 16th 
inst.,” “please be informed,” etc., 
etc. Better still, go back through 
some of your own firm's correspond- 
ence and tally the letters contain- 
ing these and other stuffy expres 
sions 


Hungry Letters 


The results would surprise you. It 
seems that so many people, when 
they compose a business letter, lapse 
into formalities and cliches they 
wouldn't dare use in personal letters. 
They feel that because a business 
letter is strictly business it must 
therefore be strictly from hunger— 
that it must be denied its diet of 
clear, simple, sincere English. And 
there are many businessmen who fee! 
that the stilted style of the business 
letter was invented for saying certain 


172 


things without tipping the mitt or 
going too far out on a limb. 

This business of simplicity and ex 
pressiveness in business letters is not 
something new. Anyone with the 
time can leaf back through the great 
letters of history and be astounded at 
the simple, direct, sincere way great 
men of the past expressed them 
selves to one another. ‘The prissy, 
evasive, elaborate little phrases lit 
tering and obscuring so many busi 
ness letters today are the bequests, 
usually, of obsequious underlings 
currying favor with their superiors 
Ihe best man-to-man correspond 
ence has always been carried on in 
words and terms that are expressive, 
brief, accurate. 


Say Something! 


The number of books and articles 
that have been written on improving 
business letter-writing is impressive 
Most of them boil down to this one 
principle to guide the businessman 
“If the man I’m writing to were sit 
ting across the desk from me, how 
would I say it?” Which is to say that 
the whole purpose of a business let 


ter is to convey information for a 
specific purpose. Some letters are 
written to insure accuracy, others to 
make transactions binding, others to 
sell goods, but all are written to tell 
someone something. It’s only sen 
sible that what is said is put in intel 
ligible language. 

Last year the General Services Ad 
ministration in Washington issued 
an excellent handbook titled “Plain 
Letters” that has triggered a lot of 
thought on the subject of business 
letter-writing 


4-5 Formula 


For example, the booklet sets up 
a fourfold key to plain letters: Short 
ness Simplicity ... Strength . . . 
Sincerity 

For shortness, the booklet sug 
gests the writer avoid repeating what 
is said in the letter being answered, 
or using long, stilted openings (“we 
ire in receipt of your letter,” instead 
of “thank you for your letter.” ). The 
booklet 
about” prepositional phrases such as 
‘with regard to,” and “in reference 
to.” By making his letters more 


is also critical of “round- 
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natural and to the point, one can 
usually convey his message in half 
the words 

Under simplicity, the booklet dis 
cusses the virtues of good grammat -: ANOTHER ADVERTISEMENT 


(such as keeping subject and verb 














now »ppeering in trade magazines te 
help sell your customers on U 


close to one another in a sentence _W quality. 
for clarity), and also the necessity of 
the writer knowing his subject so 
well he can discuss it confidently and 
naturally. Says the booklet: “Even 
the person who writes the most un 
natural ( busing letter is apt to 
write a friend in natural, simplk 
terms. You may say that writing a 
personal letter quite another 
thing y Ae kn vi your fr ide He 
knows you But these differences 
affect a letter’s tone more than its 
larity. The personal letter is easy 





to understand because the writer up 
derstands it so well himself.” 


Art of Plain Speech 


Ihe booklet adds: “The fact is 
that a good plain letter is no more 
colloquial than it is formal. It is 
some of both. It is plain because 
common speech is its language in 
gredient. Plain speech, however 
must be put together pleasingly and 
with grammatical accuracy 

Another aid to simplicity, says the 
booklet, is the use of short words. 
“Let us begin dictating a letter and 
the big words rush in ahead of the 
little ones. An ‘error’ becomes an 
‘inadvertency.’ ‘To ‘issue’ is to ‘pro 
mulgate.’ ‘After’ is ‘subsequent 


For trength the booklet advise P P q 
. ENGINEERED 


the writer to use, wherever possible ze 
concrete nouns and steer clear of ab FOR SAFETY 


stractions. The “weak” business let 
ter gives the reader only a general 

idea of a certain situation or condi Upson-Walton shackles are made with 
tion, whereas a good letter paints an round or screw pin, in anchor or chain 
exact picture. The booklet discous types, hot galvanized or green 
sand hedging. “Don't enameled. Strengths and complet 


ages Cvasiver 
dimensions are shown in free 


explain your answer before giving it 
Give answers straightaway, then ex catalog. Your distributor carries 
plain if necessary.” The booklet sa a wide selection for your con- 

venience, , 
some letter writers behave like the 


man who explains how the watch 
works when he’s asked for the time 
To inject sincerity into a letter THE UPSON-WALTON COMPANY 
the booklet suggests four simple Zz d 12900 yon > — . ent 11, OMe 
York h + Pitt 
rules—be human, admit mistake 4 - — tet 


Continued on page 196 MANUFACTURERS OF WIRE ROPE + FITTINGS + TACKLE BLOCKS—ESTASLISHED 1077 
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VOLKSWAGEN 


bother (< 


We don't make CapiLtac air cylinders 
and we don't pretend that we do... 


AAMNLAL 


We do claim that we make very good 
cylinders at very good prices 


oid 
See 


BASIC PRICE «OF «STROKE 

_ - ~_ _ > i | 

$15.50 | 
$20.50 | 
| $26, ‘ 
| $29.50 ’ 
«$92.50 
= | __ $47.80 $l, 
We furthermore claim that we work 
hard to ship from stock and our sales 
chart tells us that we are being suc- 
cessful on all accounts - 

PRICE, QUALITY, SERVICE. 


ee | ek: 





| 


OCT. 53 OCT. "54 OCT. "SS OCT. 'S6 ocr. 's7 


Besides cylinders, we also make the 
ALLenAi line of AIR VALVES, 
AIR CLAMPS and DIAL PEED 
TABLES and if we could tell you 
right here all there is to tell you about 
what we offer and how those prod- 
ucts can increase PRODUCTION at 
MINIMUM COST we wouldn't need 
the $1.25 24-page catalogue that is 
available for free this month to any- 
one seriously interested 
| THE A, K, ALLEN CO. 10-126 
57 Meserole Ave., Brooklyn 22, N. Y. 


| 
Name | 
Compeny | 
Address | 
City Zone State | 
he cee cue cee cee ce ee ee ee ee ee oe oo oe 
®.8.-—-The cylinder pictured is a Factory 
Reject. The only rods available are straight 
ones and made out of #41€ Stainless Steel 
ground and polished stock and repolished 
after machining. The bearing is nylon, 





The answer to the question on top 
of this page is: Not one bit. There is a 
market for both! 








Aud THE A. K. ALLEN CO.M 


| Meserole Ave b "Lie © oa, a 
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“SELF - MAILERS” 
ENVELOPE “STUFFERS” 
DIRECT MAIL LETTERS 
REPRINTS OF ADS 
BLOT TERS 

POST CARDS 


OTHERS 
ame LARGER OSTRIBUTORS 


GQ SMALLER DISTRIBUTORS 


CHART from Allen Mfg. Co.'s recent direct mail survey among distributors show 


preferences among large and smal) distributors for 
Figures along top refer to arbitrary rating 


various kinds of direct mail material 


assigned to distributor preferen 


What About Direct Mail? 


Manufacturer’s survey finds out what distribu- 


tors like and don’t like in direct mail literature 


DIRECT MAIL AD 


HAT FORM OF 
nam do distributors find 
most effective? Allen Mfg. Co. re 
cently polled 100 high-volume and 
100 low-volume distributors of its 
fastener products to find an answer 
to this question. The survey r 
sults, revealing distributor thinking 
on direct mail advertising, are. being 
used by the manufacturer for sal 
meeting material. 


Liked Literature 


Conducted by mailed question 
naire, the survey disclosed that 70% 
of the high-volume and 80% of the 
low-volume distributors made direct 
mailings at regular intervals. Fur 
ther, both classes of distributor: 
almost unanimously (97%) ex 
pressed a preference for manufac 
turers’ literature in their direct mail 
campaigns. 

Asked “What form of direct mai! 
do you find most effective?”, the 
high-volume distributors gave first 
place to “self-mailers” (literature 
mailed without an envelope), sec 
ond place to envelope enclosures 


or “stuffers,” and third place te 
direct mail letters 

I'he smaller distributors, answer 
ing this question, rated the stuffer 
as first choice, the direct mail letter 


second, and the self-mailer third 


Liked Blotters 


The listing of preferences for 
other direct mail pieces (reprints of 
trade publication ads, post cards 


ind blotters, and “other’) came 


out about the same for both dis 
tributor groups, although smaller 
distributors preferred blotters to ad 
reprints 

Ihe distributors were asked for 
their preferences in the use of en- 
Che larger distribu 
that 


their 


velope stuffers 
tors preferred stuffers be 
handed out by salesmen on 
calls, whereas the low-volume dis 
tributors favored enclosing stuffer 


Hand 


salesmen 


with invoices, statements, et 
ing out of stuffers by 
however, was the second preference 
with this group of distributors. As 
a third preference, both distributor 
using stuffers on 


group favored 








counte lisplay racks, et 


Mailing 


stuffers with company 
correspondence, sending them out 
separately, passing them out at ex 
hibits, or inserting them with ship 
ments were some of the other uses 
Prefer 


divided about equally 


suggested to distributors 
ences were 
imong these uses and revealed no 
significant differences as between 


the twe asx f distributor 


Liked Letters 

Ihe urvey asked distributors 
vhat type of direct mail letter they 
preferre listing three kinds to 
choose from. Distributors in both 
volume classes put the separate let 
ter enclosed with other material in 
first place, and letters imprinted on 
the advertising picce in second. In 
third place came letters mailed 
alone. 

Ihe survey also asked distributors 
for their preference as to content of 
literature Allen prepared on their 
behalf. Here opinions varied. While 
some distributors asked the manu 
facturer to “get away from too much 
technical data,” others asked for 
“engineering data and specific in 
formation.” Some objected to “great 
expounding’ of the manufacturer's 


name, but others said literature 
should tell consumers why they 
should be buying Allen and where 


to buy Allen 


Liked Case Histories 


\ number of distributors asked 
for ample space for their imprint, 
paste-up material for use on their 
Multilth machine, literature show 
ing prices, and more case histories 
\ ma 
jority of the distributors expressed 


of the firm's products in use 


satisfaction with the manufacturer's 
direct mail material 

Allen has gathered the results of 
this survey into a portfolio which 
their representatives will show to 
distributors and discuss with them 
The portfolio also includes litera 
ture samples and a reprint of an 
article, “Keep Plugging With Sales 
Promotion Campaign from the 
August, 1956, ID 


ro if FROM THE 


TOOL REPLACEMENT TREND 
and the 


SHELDON Distribution Sales Plan 





... take advantage of the widespread enthusiasm 
brought back from the 3 Chicago machine tool shows. Never 
before have so many of your prospects been so receptive . . 












Sheldon-Built 
Sebostion 13" and 15° Geored Head 
Precision Lethes 





i. 


SHELDON SALES FEATURES | 
Leadership in design that gives extra 
capacity for size and doubled power 
at the spindle. Quality features 
thruout (like Zero Precision tapered 
roller spindle bearings) that give 
closer accuracy, longer life and 
greater performance; improved 
underneath drives fully enclosed in 
the latest cabinets and pedestals; 
and a full range of tool room and pro- 
duction accessories including hard- 


ened bed ways. 


SHELDON SALES TOOLS 


Sheldon Lathes are assembled ready 
to uncrate and operate. Sheldon 
Catalogs are written to make selec- 
tion of the proper lathe for each 
situation easy — to make it possible 
for even inexperienced sales peo- 
ple to quickly and intelligently 
close sales 













How to select your 
SHELOON LATHE 





Builders of Fine Machine 
Tools Since 1917 


Sheldon Territory Men ore evellable to 
@ssist Distributors of off times 


ELDON 


UGA 


SHELDON MACHINE CO., INC. 
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THE SHELOOWN LINE 


. And never before has 
there been such a lathe line 
for Industrial Distributors 
to catalog, stock, display and 
sell. Up-to-the-minute mod- 
erate priced 10”,11”",and 13” 
swing SHELDON Precision 
Lathes; new Sheldon-built 
SEBASTIAN 13” and 15” 
geared-head lathes; the 
SHELDON 12” Back-Geared 
Shaper and No. “O” hori- 
zontal Milling Machines — 
the machine tools and the 
sizes universally used thru- 
out industry 















































19° Swing 
Precision Lathe 














SHELDON ADVERTISING & 
OIsTRIBUTOR COOPERATION 






Sheldon Machine Tools are widely 
and continuously advertised and 
are displayed and demonstrated in 
both national end regional trade 
shows 





4232 KNOX AVE., 
CHICAGO, ILL. 

















Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham wols . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 


they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these wols are just a small part of the vast 
Gorham line that gives you “The right wol for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades .. . key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 





THING IN R 
4400 WOODROW WILSON 





What's the Difference? 


Starts on page 100 





by asking the buyer what particular 
ipplication he had in mind 

lhe buyer explained that his firm 
was planning a loader device for a 
wrecker body and briefly described 
the purpose of using a pump. From 
this information, Mr. Heim showed 
what pumps could be used but said 
that he would have to have more 
technical data before he could make 
a recommendation. Without being 
asked, the buyer introduced Mr 
Heim to the chief engineer. Soon 
Mr. Heim and the engineer were 
immersed in blueprints, specifica 
tions, loads, performance curves and, 
finally, in price comparisons with 
the pump then under consideration 
Mr. Heim’s was the costlier of the 
two but he emphasized performance 
advantages and design features 
more gallons per minute and elim 
ination of some linkage from power 
takeoff and hoisting gear). He ob 


tained an order for 25 pumps 
| | 


Start from Scratch 


This was not an everyday occur 
ence by any means, Mr. Heim said 
but there were ample opportunities 
to start from scratch which is the 
main point. Cold calls, whether 
negotiated successfully or unsuccess 
fully, kept you constantly aware of 
vour sales ability and always trying 
to sharpen it It was “rational 
selling”. 

Cold calls, Mr. Heim pointed out, 
are not too frequent in a distributor 
salesman’s routine and, in a way, 
this is to be regretted. Cold calls 
put a salesman on his own and, win 
or lose, keep him in practice. 

In his own case, Mr. Heim seeks 
to strike a balance between “pers 
onal selling” and “rational selling”. 
He is friendly with customers and 
appreciates the advantages. But he 
uses “rational selling” too; he looks 
for areas of improvement in cus 
tomer operations and tries to intro- 


WEST COAST WAREHOUSE: 576 North Prairie Ave. Hawthorne, Calif. duce new products and new ideas. 
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What's New in 
Merchandising 


Starts on pag 120) 













tives to take part in the program 
were Frank Beal and Wesley Foster 
of Providence Mill Supply Co 


R. | 












Providence 
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Here’s the 
product wanted 
by all 
distributors’ 
salesmen 






con Faet Seen 
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It’s the nationally advertised Heil-Coil* Shop-pack 
needed in every shop — wherever threads strip, wherever 
bolts break or freeze. With it, anyone can drill out old 
threads, re-tap, wind in new stainless steel threads — same 
size as original, but far stronger, more durable, and ab- 
solutely strip-proof and corrosion-proof! 
Lincoln Book Explains Shop-packs sell for as little as $18.50. Each contains the 
Power Lubrication Systems special tap needed, an inserting tool, and supply of 
Heil-Coil Screw Thread Inserts of one size. Shop-packs 
Lincoln Engineering Co. St are available for any thread size from 6-32 to 144-6 NC 
and 6-40 to 42-20 NF series (also pipe thread sizes). 













Louis, Mo., has issued a new catalog 









no, $11) presenting details on re You get extra discount, plus the backing 
cent dev elopmn nts in its power lu of Heil-Coil national advertising and pro- 
motion, plus big portfolio of promotional 

brication systems. Data is given on aide. 
systems recently adopted as optional Distributors are being carefully chosen 
factory-installed service accessor for each territory, so act fast if you want 











in. Send coupon or, better still, phone 





by manufacturers of automobiles 














truck-trailers, and industrial machin right now— Danbury, Conn. Pioneer 
nm 3-0242 Extension 412 
¢ \ 

Ihe public ition cover desc rip “Reg. U.S. Pat. Of 
tion and functions of manual as wel] r on ea 
as mechanical and electric automati: 






HELI-COIL CORPORATION 
v 312 Shelter Rock Lane, Danbury, Conn. 


controls, together with photos of 







various types of installations, dia 






grammatic illustrations, and infor 
Please send me information on becoming a Heli-Coil Distributor 






mation on ordcring 







—<— =< = =e eee aoe 
—— = =e ae ae of 


EE ——— —— a — 
TRANSMISSION Allis-Chal.- 
mers, Milwaukee, has issued a bul Compony__ . TT 
letin on its “Magi-Key” sheave, 6S a “es ee ee 
picturing characteristics and tabu 
lating disc settings, horsepower ae ita Lene State —_ @ ww 






capacity and dimensions. Firm has L a 
. eae eaaeErllCrreerllCrrerllCrerhllCrrlC rrr errr lO Cerro 


also issued bulletin on its “I Carope pe In Canada: W. R. Watkins Co., Ltd., 41 Kipling Ave. So., Toronto 18, Ont. 
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Distributors... 


your customers 


can get... 


BETTER GROUND 
FINISHES 


with J & S$, guaranteed* 
self-adjusting live centers 


ACCURACY .0001” 
OR Less 
with PERFECTION LIVE CENTERS 
SPINDLE TYPE 


*"QUARANTEED 
FOR 2000 HOURS OR ONE YEAR 





New Swivel Milling Vise 
— 15 New Features 


The only hardened and ground 
swivel vise. Mounts low, swivels, 
needs no pedestal. Patented down- 
holding clamping jaws give many 
times the holding power of an ordi- 
nary vise, yet only half the weight, 
with twice the openings. 


it you sell te the metal working feld, write 
for tree literature on the complete 145 line 


=== 


J & S$ TOOL CO., INC. 
873 DORSA AVE. 
LIVINGSTON, NEW JERSEY 














| GRINDING 


grommet V-belt, showing cutawa 
views of belt construction. A third 
bulletin has been issued on the 
“Synduction” motor, listing features 
and industrial applications. 


CARBIDES Chicago-Latrobe, 
Chicago, has issued a chart of car 
bide grade recommendations show 
ing grades and numbers of 12 
manufacturers. 


COMPOUND ~— Revere Chemica! 
Corp., Cleveland, has issued a bul 
letin on its ice-melting pellets. List 
of uses, outline of chemical chara 
teristics and application hints ar 
included 


WHEELS—Simonds 
Abrasive Co., Philadelphia, has is 
sued a catalog (no. ESA-263) on 
crankshaft grinding wheels for pro 
duction use in automotive type en 
gine plants. Information is included 
for multiple spindle setups and sin 
gle wheel setups. Information is 
given on improved shipping meth 
ods for large size crankshaft grinding 
wheels on pallets 


HANDLING American Pulley 
Co., Philadelphia, has issued a bul 
letin (no. HA-56) on its “Ezy-Up” 
line of magnesium and steel hand 
trucks Applications are pictured 
and specifications shown 


FASTENERS — Standard Pressed 
Steel Co., Jenkintown, Pa., 
sued a 16-page booklet on its line of 
“Unbrako” socket screws, describing 
and illustrating the “Nyiok” self 
locking principle and suggesting 
Data on ma 


has 1S 


various applications 
terial, temperature range of applica 
tion, resistance to fluids, etc. are 
given 


LEVELING JACKS 
Machine Parts Corp., Detroit, has 
issued a bulletin on its expanded 
line of machine leveling jacks. In 
formation on available models, sizes 


Enterprise 


and capacities, vibration reduction 
etc. is given. 


WELDING—Page Steel & Wire 
Div., American Chain & Cable Co., 
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Super-Sellers 


BECAUSE THEY'RE 


Super-Savers 


SPROUT-WALDRON 


BELT-SAVER 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the prospects in your 
territory how small investments 
in Belt-Savers can preduce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 

Waldron pulleys! 


S In addition to Belt- 
e 
~ Sprout-Weldron 


Savers, Sprout-Waldron 
offers the famous “Blue 
“A & Co., Inc.,3 Logan 
Street, Muncy, Pa. 
Write for free booklets! 
SPROUT-WALDRON 


Face” line. It includes a 
4 CAST IRON 


wide selection of sturdy, 

cast iron pulleys, in many 

sizes and types, for trans- 

mission and conveyor use. 

Write for free 

bulletins contain- 

ing full informa- 

tion about Sprout- 
PULLEYS 
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Monessen, Pa., has issued a 4page 
fiver (no. DH-1215-J) detailing phys 
ical properties as welded, gives 
analysis, tensile strength, elongation, 
average Rockwell hardness, atid lists 
typical uses of gas welding rods, bare 
clectrodes, automatic welding wit 


and metal spray wire 


GASKETS — Chicago-W ilcox Mfg. 
Co., Chicago, has issued a 28-page 
catalog illustrating and describing 
its line of gaskets, shims and wash 
ers. A section lists stock dies avail 


able 


Markal Catalog Covers 
Protective Coatings 


Marka] Co., Chicago, has issued 
a catalog covering its line of “heat 
proof’ protective coatings. Four 
basic coating types are described, 
along with data on possible applica 
tion, methods of applying, and 


te mpe rature ranges 


COUPLINGS—Morse Chain Co., 
Ithaca, N. Y., has issued a 16-page 
catalog giving, specifications, dimen 
sions, ratings, and application of its 
serics DSC, series SA silent chain 
couplings and series DRC rolled 
chain couplings. Information is 
also tabulated on stamped steel 
covers, plastic covers, and split alu 


mintn Covers 


BELTING—Boston Woven Hose 
& Rubber Co., Boston, has issued 
a catalog on its convevor, clevator 


and transmission belting. Reference 


STANLEY | 


Stanley SURFORM forms the surface of wood, plywood, 
floor tile, hard rubber, plastics, copper, aluminum — even 
mild steel. It smooths down wood cross grain, with 
grain, end grain — 12 times faster than other wood forming 
tools without clogging! It's easy! It's fast! It's safe! It's 
another Stanley first! 


450 sharp edges work together! 


This cutting strip is the secret of Stanley SURFORM. The tool 
steel strip has 450 tough, razor-sharp teeth that really cut, 
and 450 holes that take the cuttings away from the work 
No skill is required . . . you can't go wrong. Nothing to ad- 
just. Depth of cut is automatically controlled. Tough, long- 
lasting replacement blade fits both tools 
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tables and specification information 


T U re N H E fn 3 FOR GREATER ire provided 
y PROFITS SHELVING — FI 
‘ ‘L ; ‘lexang)e orp., 
ON West Hartford, Conn., has issued 


ywulletin on its “Universal Slotted 


BULK Angle System,” showing applica 
FASTENERS tions in stock racks, production 
~~ j 


venches, stock carts, pallet racks, 


| 


ry yor frames, etc 


GEARS—Gries Re produ er Corp.,, 
Néw Rochelle, N. Y., has issued a 


bulletin listing gear and pinion 





ombinations which can be fur 


TAKE SLOTTED HEAD WOOD SCREWS FOR EXAMPLE, You'll enjoy startling savings or hed from stock die elements at 


bulk Slotted Head Wood Screws from heads and threads. Shorp threads, good points 10 tool charge. Items are illustrated 
Of course, ovr wood srews, as do all our products, conform to applicable American 
standards, immediate delivery from complete stocks of all populer sizes from Chicago 


and Beyonne Warehouses. Round, Flat, Oval heads — 42 thry #12 from stock. So 


CUTTING TOOLS — Threadiell 
lap & Die Co., Greenheld, Mass.., 


full bulk cose quantities only. Somples on request | 


am 


has issued a “Primer” containing 
basic 1 i 1 r us 
heads and threads sic information on taps, their use, 
ind de scription The booklet is il 
PRICES Watch your profits grow! You'll be amezed ot heads and threads ustrated with cartoons 
consistently lower prices 
DISTRIBUTOR We sell to distributors only and positively will not sell to users or HAND TOOLS Lixic Products 
PROTECTION POLICY cigpert Co., Georgiaville, L. 1. has issued 
DELIVERY Stock shipments from Chicago and Bayonne warehouses i bulletin illustrating and describ 
FOR YOUR CONVENIENCE iw its line of bronze and nylon r 
Chicago: Phone — LOngbeach 1-3762 © Telstype — CG 2943 slaceable face hammers. Line draw 
Bayonne: Phone — HEmlock 6-5769 © Teletype — Bayonne 253 igs detail features of the tools, and 
bulletin is supplemented by price 
FOR EVEN DIRECT MILL SHIPMENTS — delivery to the port neorest you. We 
GREATER SAVINGS handle ell details—your nome appears nowhere a8 consignee no t 


letters of credit or advonce deposit~terms net 30 days. Seve or 
freight, and price too! 
FASTENERS — Diamon I-xpan 
QUALITY Although yeu can poy more, you cannot buy a finer product, look on B yit Co ; Carwor dd. \, | h 1s 
where you will, Preduced by leading menvfecturers abroad 
pride of craftemanship is very much epporent in every one of ovr 
fastener products. You can sell your most critical customers secure i W ing | ing " hollow wal! an 
in the knowledge thet our fasteners will measure up to the most : 
hor. Application and features of 


' 
ued a catalog sneet announcing 


rigid standards of quality 
tem are pictured and explained 









GUARANTEE Complete satistaction qgvorenteed. Any festeners you purchase 
from vs must come ve to our claims for them, or to your expecta 
tiens. 1f you are not completely sotisfied, you are free to return | R ANSMISSIC yN American 
them at our expense for full credit ; oie ; 
FREE CATALOG Blower Corp., Detroit, has issued a 
the complete heads and threads line - bulletin describing and illustrating 
firm ype M, 3 'S “Gyrol” 
onsin —_ [ype T, TM, ind VS rol 
Corriage lag Acorn Machine Screw fluid drives for ¥2 to 25 hp. applica 
Honger Machine § Automotive Miniature 
LOCK WASHERS Cap Ol Quench hon 
Cold Punched 
Split Tooth Regulor 
Finished " : = 
screws Heavy emi -Finishe ; ; 
Machine  SecketCop Hex Squere PIPE—E. B. Kaiser Co., Glenview 
, ded . buh Miniature Weood Hot Pressed Wing 1 , - 
if you ere interested in seling ; sne R nag og 
fosteners ot substantial profits SAMPLES OF ANY OF OUR FASTENERS Ill, has issued a 28-page catalog 
odey fer ow 20 page ‘ease CHEERFULLY AVAILABLE ON REQUEST describing its “EBKO” prefabricated 


indexed complete tastene: 
— piping systems for steam, con 


IMPORTERS OF QUALITY FASTENERS —The World Is Your Factory — 14.000 Skilled Craftsmen from Nine Countries to Serve You , 
densate, hot or chilled water, and 
other fluid 








and 
FASTENERS Security Locknut 


Corp., Melrose Park, IIl., has issued 
threads inc. ° 
1 bulletin on its new line of large 
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fa mee a 
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nuts in standard and special peng 
dimensions Spec ications are it 
table form 


SHEARING MACHINE—Niagara 
Machine & Tool Wks., Buffalo 
N. Y., has issued a bulletin (no 
79-D) on its model 65-5 air power 
notching and punching machine 
and its no. 5-24 hand lever punch 
and shear. Photos show uses, and 
selection of punches and dies for 
two models are illustrated 


COMPARATOR - Jerpbak-Bayless 
Co., Solon, O., has issued catalog 
sheet on its portable comparator for 
checking work in progress and com 
pleted jobs 


WELDING— Eutectic Welding Al- 
loys Corp., Flushing, N. Y., has is 
sued a shop wall chart of its 150 
“low temperature welding alloys,” 
listing torch and arc welding appli 


cations for various metals 








FASTENERS — Holub Industries 
Inc., Sycamore, IIl., has issued a 
folder on its “Hi” toggle bolts, ex 
pansion bolts, lag screw shields, plas 
tic screw anchors, etc. Also described 
and illustrated are the firm’s ma 


sonry and hand star drills. 






SAFETY CLOTHING — Wilson 
Rubber Co., Canton, O., has issued 
a 16-page catalog on its line of rub- 
ber industrial gloves and finger cots. 
It features 2-page table showing re 
sistance ratings of various glove 
materials. 





GAGES —Chemiquip Co. New 
York, N. Y., has issued a catalog 
sheet on its gage snubber for pro 
tection of pressure gages. Cutaway 
drawing shows construction 


SCALES—A. H. Emery Co., New 
Canaan, Conn., has issued a bulletin 
(No. 561) illustrating and describing 
its tank and bin weighing devices. 
Proper method of applying Emery 
load cells to various types of tanks 
is shown. 






TORQUE TESTER —P. A. Sturte 
vant Co., Addison, IIL, has issued a 
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of *'steel-pride”’ 


Together in 3 easy steps... 


1. Join Sides with Door Frame 2. Hide Beck of Locker 


After laying door frame face inte Place 

down, dide sides into place Engage JET-LOK seams of 
by engaging JE T-LOK seams back with seame of locker 
and pushing forward until sides and push forward until 
they are flush with top. Hand it le flush with top. Insert and 
tighten the three bolts on each hand tighten three bolts on 
side of door trame. each side of back 















‘steel-pride”’ 






































A savings of 50% in Erection Costs! 


iy = JETLOK 


THE FIRST NEW LOCKER 
IN A GENERATION . 


JET-LOK, the new construction principle 
lockers and cabinets, will 
cut your erection time by half! JET-LOK makes 
faster, easier assembly possible because major 
parts slide together—fewer bolts are required. This 
principle means extra rigidity, added strength 
throughout the entire length of all members. All 
these advantages are yours with the attractive, com 
plete “steel-pride™ line at no additional cost 


3. Stend Locker Upright end 
Tighten Bolts 

After putting top and bottom 
yates inte position, siatd 
iocker upright, and tighten 
all bolts. Approximately $0° 

fewer bolts are required than 
ueed for conventional lockers 












Offers a Complete Line of Shop Equipment Too! 


The “steel-pride” line includes a complete choice 
of shop equipment for the factory, warehouse and 
farm. Combination work tables and 
nets, service carts, desks for supervisors and fore- 
men, drawer cases of every description, stacking 
boxes, cool stands and many other practical aids 
for shop use are just a few examples of the entire 
line. All equipment is made of heavy gauge steel 
with hemmed edges, to stand rugged usage 


storage cabi 





SH EET mM ETAL Ss PECIALTY DIVISION 
FOLLANSBEE STEEL CORPORATION 
Box 567 Follansbee, Wes Virginia 


Use the Hendy Coupon Below to Obtom Additional information 





Sheet Metal Speciolty Division 
Bos 567 
| follensbee, West Virginia 








wwop equemen 





NAME 









TiTLe 





COMP ANT... 
| aooeéss_—___ 
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Please send me your catalogs on “steel pride” lockers, cobimnets ond 


















sh at as FS 
Ga Dis 5? Keely, 
pre ge Ne ige 
calletin on its torque tester unit 
Picturing unit in various views, bul 
letin contain; brief rundown on it 
specifications 
CASTERS—C!eason Corp. Mil 
waukee, has issued a catalog listing 
over 40 new models of its casters 
It presents uses for casters in 30 
separate industries, and gives sele 
fion suggestions 
VALVES—A. W. Cash Co.. Deca 


This man is helping you 
fill orders faster! 


This Merrill Brothers machinist is 
threading turnbuckles. He threads 
them precisely, yet quickly, because 
the forgings he is working on are 
Merrill Brothers Impression Die 
Drop Forgings. These forgings are 
closer in dimensions to the finished 
article. They therefore require less 
machining, less finishing than do 
ordinary forgings. 

That means that your orders for 
Merrill Brothers precision forgings 
are filled fast! 

In its 90 years, Merrill Brothers 
has established a reputation for 
quality forgings, competitive pric- 
ing, quick delivery. Find out more 
about Merrill Brothers 
Stock and Special 
Forgings. We'll send 
you all che facts, Just 
fill in and mail the 
coupon, 


WRITE FOR 


FREE 


LITERATURE 
TODAY! 





Fine Forgings 
Since 1666 


<i) 


ab /f 
2) 
6) fi 


! 


Jee E 


U 












Merriti Bros., 96-02 Arnold Ave. 


Maspeth, 1, N.Y, 10-126 

Geotlemen: Please send me FREE illus 

igeses material describing Merrill Brothers 
cock and Special Forgings. 


MY NAME 





tur, [ll., has issued a bulletin on irs 
I ype 30 diaphragm control valve 
including information on sizes, spc 


ure and 


Op 


cifications, dimensions, pre 
temperature ratings, capacities 


tional accessories, et 





Vaco Display 
Shows Off Tools 


Vaco Products Co., Chicago, ha 
developed a display unit for its line 
of hand tools. It contains storag 


space in a cabinet underneath 


CONTROLS—Allen-Bradiey Co 
Milwaukee, has issued a | 32-pag 
catalog giving operational dimen 
sional, and price data on its manual! 


motor controls 


GRINDING WHEELS — Electro 
Refractories & Abrasives Corp. 
Buffalo, N. Y., has issued a bulletin 


and automatic 





GREER 


STOP NUTS 





lt pays to represent : 
Proved Product | 
PERFORMANCE | 


When you sell these widely used Stop Nuts 
you are able to provide for all requirements 
from small instruments to such lorge appli 


cations as in Diesel locomotives 


Made in steel, aluminum, brass and stainless 
Special al 


steels in conventional finishes 


loys and finishes ovailable 


Find out the edventages to you in represent 


ing this line, Full detoils sent 


G i EE re ' 
$ 2 , 


STOP NUT COMPANY 


2620 W. Flournoy Street 
Chicago 12, Illinois 
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INDUSTRIAL CASTERS 


Rapistan’s specialized line of 
casters offers you a quick-turn 
over, fully competitive line for 
the most profitable wheel and 
caster market, And Rapistan’s 
“concentrated”, top quality line 
eliminates the expense of main 
taining a larger slow-moving 
stock, and keeps your invest 
ment paying off steadily and 
most satisfactorily. 


WRITE FOR FULL DETAILS on the Rapiston 
Money-Back Gvoronteed Caster Franchise 


The RAPIDS-STANDARD CO 





Inc 


” 


7$2 Bep 


Bidg i Rap d 















on grinding wheel specifications and 
marking data. It contains chart ex F 
plaining how grinding wheels are 

marked according to abrasive ma 
terial, grain size and combination, 









grade, structure, and bond. Uses are 


detailed. 










LUBRICATING — Bijur Lubnat 
ing Corp., Rochelle Park, N. J., has 
issued service instructions for its 
“Type R" automatic piston pump 
lubricator. It discusses such things 
as service, maintenance, operation, 













and starting a new machine. Sche 






matic drawing shows operation and 






components 










lf UBING—Tubular Products Div., 
Babcock & Wilcox Co., Alliance, 
Q., has issued a bulletin (no. TD 
146A) on pipe, tubes, and welding 
fittings made of its “Croloy 5 
Various properties of the alloy ar 










presented in table form 










COMPOUND — Eco Engineering 
Co., Newark, N. J., has issued a 
bulletin on the use of fluid “Teflon” 
as a thread-sealing and anti-seize 
compound for metal, plastic, carbon 
and ceramic systems and equipment 






















FENCING—Page Steel & Wir 
Div., American Chain & Cable Co., 
Monessen, Pa., has issued a 4-page 
bulletin (no. DH-16) on applica 











tions of its “Aluminized” fences Wendt-Sonis is doubling its number of trained 

Also detailed are the firm's new : f i ‘ 

chain link fence of “Acco” alumin men in the field. Which means that Wendt 

ized fabric and “Acco” aluminized Sonis men can give your salesmen quicker-than- ' 






barbed wire , , 
ever help in recommending the right carbide 






SLINGS—Bolt & Chain Div., Re tools for any job. One more reason why... 






public Steel, Cleveland, has issued 

1 catalog on chain slings, chain sling 

fittings, and accessories. The 42 DISTRIBUTOR SALESMEN 
page book explains chain sling 


terminology in text and drawings SELL PAORE 


HAND TOOLS-—Excelite, Ine., Or 
WENDT-SONnIS 


chard Park, N. Y., has developed a 
COMPANY 


transparent pocket tool kit contain 
Dept. 1D-1256 


ing its combination handle and two 
HANNIBAL, MISSOURI +» ROGERS, ARKANSAS 










double-ended screwdrivers. Kit has 





zipper opening, and measures 4 x 5 






in 





COMPRESSORS- Binks Mfg. Co., 
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Chicago, has issued a 16-page cata 
log on its full line of automotive, 
industrial and portable air compres 
sOr 4 “selector chart” indicates 
most efhcient hp. compressor ac 
ording to use and compressor pres 
sures psi. needed for various jobs 
Specification tables cover single and 
two stage tank mounted units, 
vertical mounted units, and portable 


lime 


VALVES—Homestead Valve Mfg. 
Co., Corapolis, Pa., has issued a 28 
page catalog on its venturi, round 
port, and diamond port lubricated 
plug valves in variety of metals for 
150 Ibs. steam working pressures, 
200 Ibs. oil-water-gas, and ASA 150 
und 300 Ibs. classes. Engineering 
dimensions are included 


BENCHES—Products for Industry, 
Stamford, Conn., has issued bull 
tins on its “Product-A-Flow” ex 
pandable work bench system 
Catalog sheet briefly discusses sys 
tem’s characteristics. Four-page bul 
letin points out and illustrates 12 
cost-saving features. Mimeographed 
price list illustrates layouts 


JOINTS-— Detroit Bevel Gear Co., 
Detroit, has issued a catalog illus 
trating and describing its “Almetal”’ 


KESTER VJ cL ! , > 
spree Sa e universal joints. Performance char 


Seles) a! acteristics and applications are dis 


cuss d 


KESTER FLUX-CORE SOLDER saves plenty of time 
on every job because it’s work-formulated to MARKING~—Parker Stamp Wks., 


increase soldering speed and efficiency. That's Hartford, Conn., has issued a folder 
the | describing its #710 hydraulic mark 


ing machine. Case histories and 


why everyone's switching to Kester . . 


right name to remember for top quality solder. 
specifications are included 


WAAR 


PLATING — Hanson-Van-W inkle 

Your customers want it ... be sure you have Munning Co., Matawan, N. J., has 
plenty of stock to fill those orders. issued a bulletin titled “Simple 

Methods for Analyzing Plating So 

lutions.” Equipment, component 


chemicals of solutions, chemical 
data, conversion tables, and methods 
of testing, etc. are included 
| WVISES—Universal Vise & Tool Co., 
| Parma, Mich., has issued a catalog 


no. 9156) giving information on its 


Cc oO M PA NY 4214 Wrightwood Avenue, Chicago 39, Illinois line of machine tool vises, angle 
Newark 5, New Jersey + Brantford, Canada vises, adjustable angle plates, adjust 
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America’s most outstanding 
shelving value in ‘54-‘55 and 


gpatie tte ZO 


BORROUGHS 
STEEL SHELVING 


Borroughs steel shelving is so widely chosen by America’s leading companies because it offers extra value, and 
not because of its good looks and pretty name. It's the quickest and simplest adjustable shelving on the market. 
it’s a sturdy, quality product that’s built to serve many, many years. Except for the top shelf (2 bolts and 2 nuts), 
no other bolts or nuts are required for shelves. You need no special tools whatever with Borroughs shelving. 
Certainly Borroughs shelving wouldn't be a leader year after year unless it had something extraordinary to 
offer. If you have a storage problem, give Borroughs a chance to show you how Borroughs shelving saves money 


from the first day of its installation. 


Each individual unit 

insert shelf support bracket Tilt shelf inte support bracket is complete in itself 
no fumbling with studs, bolts, and shelf is ready for looding ne port depends on wnit 
nuts or lock washers next to #.. any unit or shelf 
can be moved independently 


BORROUGHS MANUFACTURING COMPANY 


J65 1ARY OF THE AMERICAN METAL PROOU MPANY OF DETRO 


3024 NORTH BURDICK amp KALAMAZOO, MICHIGAN 


Detroit, Michigon—Union City, Tennessee) (AllienceWeare, Inc.--Alllence, Oblo 


emp Plants and other Subsidicries: (Americon Metal Products Co 
Tube Reducing Corp.-Weallington, New Jersey 


Kilgore, Texas—Colton, Colifornic) (Generel Spring Products, Lid.—Kitchener, Ontario, Coenada) 
Manufacturers of quality products for avtemobiles, trucks, aircraft, offices, factories, warehouses, ond homes. 
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ELBOW OUTLET 
AND 

468° BRANCH 
CONNECTIONS 
THREADED AND 
SOCKET-WELO 
ENOS 


APPLICATIONS: 
DIRECTIONAL. FLOW 
BRANCHES, THERMOWELL 
CONNECTIONS, PIPE 
SUPPORT AND HANGER 
CONNECTIONS 


BONNEY) 


BONNEY 


Full penetration 
weld drop 
forged fittings 


available 
from stock in 
the following 
materials 


Carbon Steel 
Stainless 
Chrome Moly 


Other materials 
on quotation 


NOW AVAILABLE from leading worehousing 
distributors in all principal cities. Let us help 
you increase your profits —write for our selec- 
tive distributor proposal 


PENNSYLVANIA DIVISION 


FORGE 4 TOOL WORKS 
734 MEADOW STREET, ALLENTOWN, PA 
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| able lathe fixtures, safety work hold- 
lers for drill presses, quick-acting 
| vise , large capacity mill table vises, 
}and parallel clamps 


HEATERS-—ILG Electric Ventilat- 
ing Co., Chicago, has issued a bul 
letin on its “Job-Tested” electric 
unit heaters. Specifications are tabu- 
|lated and engineering drawings ac 
company photos of units. 


POWER TOOLS Delta Power 
lool Div., Rockwell Mfg. Co., Pitts 
burgh, has issued a bulletin (no. 
AD-1011) describing its new 20-in. 
drill press. Bulletin lists 28 models 
of the press, along with its full line 


of accessories 


PORQUE TOOLS Apco Moss 
bere Co., Attleboro, Mass., has is 
sued a bulletin on its line of dial 
type and quadrant type torque tools. 
Also shown are torque screw drivers 
and hose clamp torque wrenches. 
Basic data on items is tabulated. 


SHAFTING-—Stow Mfg. Co., Bing 
hamton, N. Y., has issued a catalog 
on its standard flexible shafts and 
flexible shaft machines. Various 
operations in which shaft machines 
can be employed are pictured. Prod 
ucts are pictured and essential data 
presented in tabular form 


HOISTS Harnischfeger Corp., 
Milwaukee, Wisc., has issued a 4 
page bulletin (no. H-44) on its full 
line of “P&H” electric hoists. In 
luded is condensed specifications 
ind cutaway photos of the firm’s 
‘hievi- Lift” and “Zip-Lift” hoist 


line 


FASTENERS—Set Screw & Mfg. 
Co., Bartlett, Ill, has produced 
a motion picture depicting the 
“Setko” system of hopper feeding 


sect screws 


HANDLING—Industrial East Co., 
Clifton, N. J., has issued a catalog 
sheet on its “Bar-Lugger” device 
for storing and removing bar stock. 





Features, operation, specifications, 
ind ordering information are in 
| cluded 





—it'sa EVEL—it’sa quare—it's a ape 


accurate 
unbreakable 
level 


‘N 
\\\ 


Ty 
\\N 


\\ 


jist); v4 7 
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< 


. - , 


w/% 
c¢ 
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Built-in, accurate, unbreakable level with easy- 
view bubble. 

Accurate square, easy to use. 

Full 10 foot, replaceable, WYTEFACE® tape 


rule. Sliding end-hook makes inside and out- 
side measurements accurate. $] 98 
“price only . 


Rugged die-cast case with long-life chrome 


plated finish. shipping weight 2 Ibs. 14 ozs. 


per display box 
of six” 


Made by K 4 E, makers of instruments of precision sin 


K+ KEUFFEL & ESSER CO. 


HOBOKEN, Wj 











display box of 6 
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D-A-T-E§ 
TO REMEMBER 


1956 


iI Annual Convention of 

Automotive Warehouse Dis 

iputor Association, In The 
Palmer House, Chicago 





1957 
Jan. 1618—13th Annual National 
lechnical Conference of th 
Society of Plastics Engineers, 
Sheraton Jefferson Hote] St 





both continuous and rapid 
; Jan. 21-23~Annual Mid-Year Meet 
ne trigger! Wear-proot seel nut; histensile ductile alloy body; full length, precision 
5 YEARS BY WILTC 
ATTACH THIS AD TO YOUR LETTERHEAD . : 
Beach Biltmore Hotel Palm 


iS Viamp Nas a mind of its own! 
action Wilton's patented nut allows the pence to fier the screw for tightening 
Cut, spatter proof Acme screw magne Titan Clamps are a snap to sell—build re ing of the Southern Industrial 
FOR FREE LITERATURE! 
Beach, Fla 


Loui 
Wilton's new Rapid Titan is the fool proot ©-Clamp with 
action and disengage for rapid action—AUTOMATIC ALI No buttons—no springs 
at 
business—are sur risingly low priced-—and UNCONDITIONALLY GUARANTEED FOR . 
N! Distributor Association, Palm 
10.12 
WILT f TOOL MFG, CO., INC. 


Jan. 27-30—Annual Meeting of 


SCHILLER PARK, ILLINOIS 


Seld By Leeding Distributors The World Over 


MORE PROFITS 


| LS LTTE 


REPEAT SALES 


Sell the new standard in machine 


key stock MAK.-A-KEY 
packaged in 6 most commonly 
used sizes for industrial use. Ideal 
for repairs, replacements and 
maintenance, Standard assori- 
ment in sturdy self-service display 
carton, 12 in, lengths; 3/16, 1/4, 
5/16, 3/8, 7/16, 1/2 in. squares. 
Also rectangles and additional 
sizes. Write for details! 


DEVAN-JOHNSON CO 
508 Rathbone Ave 


Aurora, Illinois 


For better floats, quicker, 
depend on Harris 


When your customers need floots, 
you will find Harris is your most de 
pendoble source of supply. After 
many years of float experience, you 
can be sure thet Horris Floats ore 
correctly engineered for the job 

Herris manufactures fleats for any 
liquid, for high pressures ond tem 
peratures, of any workable metal in 

lly any shape. 

= Yd Stainless Steel Boll 
Floats, from 2” to 12” diameters, 
are carried in stock for immediate 


delivery. 


depend on Horris. 


ARTHUR HARRIS & CO. 
208 North Aberdeen Street 
Chicege 7, mW. 


Write today 
for Harris 
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When your customers ask for floats, 


Associated Equipment Distribu 
tors, Conrad Hilton Hotel, Chi 
Cago 


Jan. 25-31—Plant Maintenance & 
engineering Show, Public Audi 
torium, Cleveland 


Mar. 25-27—American Society of 
lool Engineers, Silver Anniver 
sary Technical Meeting and Con 
vention, Shamrock Hilton Hotel 
llouston, Tex 


Mar 25-29—Western Metal (Con 
r¢ & Exposition, Pan-Pacifi 
Auditorium and Ambassador Ho 


tel, Los Angeles 


June 1820—Annual Triple Indus 
trial Supply Convention, San 


| PaAnCISCO 


Oct 28-31—National 
Packaging & Handling Exposition 
B | 


Convention Hall, Atlantic City 


Industrial 








RAIN MAKING 


Rain making works only if enough 
silver iodide is applied to woter-bear 
ing clouds in the right locetion at 
the precise temperature to trigger 
rainfall, Electrical World, McGrew 
Hiil publication, says 























ae $+ 44-1-42-1-S6-} 65-1-66-1-38-1-33-1-68-1-46-+-46 
V3 [ iy’ THE TOOLS IN THE PLAID BOX’ 


i AMERICAN SAW & MFG. COMPANY i vif 


SPRINGFIELD, MASS. 


42 HACK SAWS + BAND GAWS + GROUND FLAT STOCK + HOLE GAWS 
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Obituaries 





Edward J. Weierstall 


Edward J. Weierstall 
Stanley-Yankee, Ine. 

Edward J, Weierstall, 60, plant 
manager and of 


Stanley-Yankee, Inc., a division of 
The Stanley Works, died unex 


AAAAL 


vice president 


pectedly in his sleep on Oct. 21 at 
his home in Cheltenham, Pa 

He joined Stanley-Yankee, then 
North Bros. Mfg. Co., in 1917 as a 
tool maker, In 1923 he was assigned 
to Chicago to sell in the midwest 
He returned to Philadelphia in 1931 
to direct product development and 
sales and later became works man 
ager. 

When Stanley acquired North 
Bros. in 1946, he was made plant 
manager and vice president of 
North Bros., and later of Stanley 
Yankee, Inc., 
was changed. 

He served as president of th 
Philadelphia Hardware Merchants 
& Manufacturers Association 

Mr. Weierstall leaves his 
Henrietta, and a daughter and son 
Mr Mrs. Alva A 


when the firm's name 


wife, 


in-law, and 


I ischer, 


OPEN UP EXTRA PROFITS FOR YOU! 


» 


Fast Sellers . . . Proven Re- 
peaters! Your customers— 
and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively... yet ore 
easily opened... do not 
freeze in the joints, Product 
superiority... becked by 36 
yeors of leadership in the 
field make these Key prod- 
ucts @ dependable source of 
sales and profits for you! 


pipe joints 
corrying woter, 
905, low pressure 


For sealing 








Geed Door Openers, Too! 
Steady national advertising, 
dealer helps and continuous 
sampling program build uni- 
versal demond . . . actvally 
make openings fer sales to 
many new customers for you. 





For sealing 


oils and high 
pressure 


a 


lines carrying 


steam. 





W-K-MNI 


DIVISION OF 


QCf tnvustTaRies 


INCORPORATED 


Isaac R- Pancake 
Bostwick-Braun Co. 


Isaac R. Pancake, 65, president 
of The Bostwick-Braun Co., Toledo 
Ohio, died Oct. 18 in Toledo Hos 
pital 

Mr. Pancake joined the firm in 
1916 as a retail clerk and was 
elected president in 1940. He had 
been operating head of the firm 
1928, when he named 
general manager. He continued in 
that post after his election as presi 
dent 

After starting in the retail 
partment, Mr. Pancake worked in 

irious other departments and as a 
In 1925 he 


and 


mice was 


de 


alesman on the road 
vas named sales 
elected a director of the company 
He 


whe 1 he 


manager 


was promoted to vice president 
became general manager 
three years later 

\ bachelor, Mr. Pancake was a 
32nd degree Mason, a Knight 
Templar and a member of Zenobia 
Shrine 


William Leonard 
Imperial Brass Mfg. Co. 


William A. Leonard, 92, retired 
vice president of The Imperial 
Brass Mfg. Co., died Oct. 21 in a 
nursing home at Hendersonville, 
N. C., after an extended illness 

For more than 25 years he was 
vice president and general sales man 
ager and is credited with making an 
outstanding success in organizing 
and perfecting sales through Im 


Plant: Missouri City, Texas . Mailing Address: P.O. Box 2117, Houston, Texas William Leonard 
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DRIP PROCOF—1/20 to 3/4 HP. 
AC., Single or Polyphase 
Send for Bulletin 1-5P1 


RIGID BASE, OPEN TYPE, PROTECTED 
1 to 400 H.P.—A.C., Single or Polyphase 
May be weed in place of splash proof .. 
screens available for rodent protection. 
Send for Bulletin 6-1P1 


FLANGE BRACKET (NEMA "D") 
Round, short frame— for horizontal 
or vertical operation 
Send for Bulletin 6-1P1 


Your motor sales opportunities 


CUSHION BASE, OPEN TYPE, 
PROTECTED 1/20 to 5 HP. 
AL., Single or Polyphase 
Send for Bulletin 6-iP1 


FACE TYPE BRACKET (NEMA “C”) 
With feet for motor-mounted equipment 
Send for Bulletin 6-171 


J 


complete line 


TOTALLY ENCLOSED FAN COOLED 
1 to 100 H.P., A.C., Single or Polyphose 
Send for Bulletin 6-1F 1 


EXPLOSION PROOF MOTORS 
2 te 100 HF 
UL epproval Clos |, "C”" and “0” 
Close li, “Et PF" end “GO” 


Send for Bulletin 6-1P 45 





Century Performance-Rating means that you can select 

precisely the right motor size, speed, frame, mounting and 

torque characteristics to fit the needs of each installation, 
Performance Rated© 


mOoTORS 


Vs te 400 HP. Mail this coupon for FREE bulletins 





SELECTIVE SPEED DRives 
1 to 150 HP. 
Offering a Wide Ronge of Closely 
Controlled Speeds 
Send for Bulletin 11-1P1 


CENTURY ELECTRIC COMPANY 


1806 Pine St., St. Louis 3, Mo. + Offices ond Stock Points in Principal Cities 


To CENTURY ELECTRIC COMPANY, 1806 Pine Street, St. Lovis 3, Mo 


Please send me the following bulletins 


(All in numbers here) 


Nome 
GEAR MOTORS —! to 125 HP. (porollel) 
Ve to 3 HP. (right angle or porate) 
AL. or D.C., Speed to fit your need 
Send for Bulletin 4-1P31 


Company 


Address 





City 
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perial distributors. He joined the 
firm in 1920 and retired in 1945 

Mr. Leonard lived in Riverside 
Ill., for many years where he was 
very active in civic and religious 
affairs. He was superintendent of 
the Riverside schools and aiso su 
perintendent of the Sunday School 
of the Riverside Presbyterian 
Church 

He is survived by two sons 


Lowell A. and Willard | 


I. R. Shadbolt 
Shadbolt & Boyd Co. 


Irwin Reat Shadbolt, 85, retired 
president of Shadbolt & Boyd Co 
Milwaukee, Wis., died Oct. 17 at 
Columbia Hospital after a heart 
ittack Oct. 8 


Mr. Shadbolt was a descendant of 
a pioneer American family which 


came from England to Saratoga, 
N. Y., in the early 1700's. Four 
members of his family fought in the 
Revolutionary Wat 

Ile was a member of the Im 
manuel Presbyterian Church and a 
former member of the Milwaukee 
Country Club, the Town Club and 
the Milwaukee University Club 

Mr. Shadbolt is survived by twe 
daughters, Mrs. Virginia Purtell 


REED MACHINISTS’ VISES last a long, long ind Mrs, Joy Carpenter 

time. The few seconds saved by Reed's easier, 

faster, no-play action are significant in a single 

work week... substantial throughout the long, Harry F. Leckman, Niagara 
useful life of the vise. Further, good workmen Industrial Equipment 

like good tools ... do better work with them. Harry F. Lockman, 56, a sales rep 


Yes, a vise is a vise. But Reed Machinists’ resentative for the Niagara Indu 
Vises are better . . . with differences that lower trial en - ae ma . : ; 
labor costs for your customers and build good rowel ee ae 
will for you. It pays to sell quality! 


ASK YOUR DISTRIBUTOR 





COOLER CARS 


Air-conditioned fleet passenger 
cars, tound by some companies to be 
good business, may soon be the rule 
rather than the exception, according 
to Fleet Owner, McGraw-Hill publi 
cation. One company which air-con 
ditioned more thon 75% of its fleet 
possenger cors and tractor cobs, re 


REED MANUFACTURING COMPANY casted cilies tectecees of 29%, ott ts 
ERIE an a oe, ie ee ee ee ee: ee, ee | . U - salesmen making more calls each doy 
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It pays to pick the best blade for every cutting job 
This assures faster cutting, longer blade life and maximum 
saw performance, with fewer shutdowns for resharpening 
or replacement. Whether working with ferrous or non 
ferrous metals, Simonds is one source that offers a com 
plete line of job-designed saws the most wear-resistant, 
edge-holding saws for any type of cutting 

For non-ferrous cutting, Simonds offers a choice of 
four basic types Si-Maloy* Steel Saws, Semi-High 
Speed Steel Saws, High Speed Steel Saws, and Carbide 


Tipped Saws plus Inserted Tooth and Segmental Saws 
For ferrous cutting, Simonds offers a choice of three 
basic saw designs Inserted Tooth, Segmental, or Solid 


Tooth . to provide a “best” blade for specific cutting 
applications 


"Steel Analyis Patented 








SIMONDS ~s Seca 


SAW AND STEEL CO 


Semonds Orv mons 


Simormds Abrawve 


Meller 1 
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THE TRADE CALLS 
for 


DYKEM 
STEEL BLUE 7 


Dies and 
Templates 


NEW LINES 
taken on by 
DISTRIBUTORS 


The Cameron & Barkley Co., Jack 
sonville, Fla., has been appointed 
distributor for the following lines 
* National Tube Division, U. § 
Steel Corp. (polyvinyl chloride 
plastic pipe). 

* Homestead Valve Mfg. Co., Inc 
(exclusive basis in South Caro 
lina, Florida and eastern Georgia 


DAVIS 


SPECIALTIES 
STEAM, 
AIR 
OR GAS 


VALVE 
mon: 








Davis offers a complete line of valve 
specialties including relief valves, alti- 
tude valves, pump governors, pressure 
regulators and emergency valves. No 
matter what the control problem, 
there's a Davis specialty product to 
meet the need. Contact Davis today 
for precision control valves. 


SOLENOID VALVE 
Heavy duty, dur- 
able valve that will 
handle the toughest 
obs. Por viscous 
luids, resins, syr- 
ups, varnishes as 
well assteam,water, 
oll and gas. Sealed, self-cleaning, ex- 


Orlando, Fila. 
exclusive dis 


Harry P. Leu, Inc. 
has been named 
tributors for Florida by Service 
Machine Co. 


Popuier package 8-oz. can fitted with 
Hakelite cap holding soft-hair brush 
for apply — at h; metal sur 
face ready for layout in a few minutes 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 


plosion proof, renewable disc, visible 
action, emergency manual operation. 
4’ to 12’, Too . AC. or D.C. 
Send for Bulletin 


W. S. 


Nott Co. Minneapolis 
Minn., has been made an exclu 


sive distributor for Plastic & Rub 


ciency and accuracy 


Write for fl information 


THE DYKEM COMPANY 


Prod C , , Established 1920 
xr Products Co. throughout a 23064 orth 11th $0. © $2. Levle6, Me. 


five-state area 


Ne. 60 FLOAT VALVE 
GLOBE OR ANGLE 


A valve for many 
different services, 
simple in con- 
struction, accu- 
rate in opera- 
tion. Single 
seat, aay 
stem." ight closing, no water hammer, 
non-eticking. No internal packing. 
Sizes 6" to 12", Brass or semi-steel 
bodies, pressures to 126 Ibe. hydraulic. 
Send for Bulletin 1018. 





Davis-Dyar Supply Co., Dothan, 
Ala., is a new Sterling Grinding 
Wheel Co. distributor 


Georgia Supply Co., Savannah, Ga 
has been appointed to handle 
Flexible Tubing Corp.'s flexibl 


Me, 1640 | ductings line 
PACKLESS | 

FLOAT BOX 

For handling 

volatile or 

flammable fluids. 

Leakproof, packleas, thanks 

to Davis Ible-Ball unit (see below) 
Sealed, flexible joint, minimum main- 
tenance, higher sensitivity, leas fric- 
tion Cppsemes conte valves from ‘4" 
to 8". Float sizes 6", 8 or 10’. Pree 
sures to 260 psi. Temperatures to 
D00° PF. Write fer Bulletin 


Meyer Industrial Distributors Ltd., 
Waterloo, Ontario, Canada, ha 
been named distributor for ‘Th 


Blackhawk Mfg. Co 


Hallidie Machinery Co., Seattk 
Wash. been named di 
tributor for The Capewell Mfg 
Co. 


has 


SODERING 
BRAZING 
WELDING 


Davis 
DIA-BALL 
TRANSMISSION 
unit 


Packless diaphragm ball tranamiasion 
arm for Davia level controls, float 
boxes and lever units. Patented, leak 
proof construction, Eliminates fric 
tion, acourate transmission, mini 
mizes maintenance due to packing, 
leas hazardous for flammable fluids 
because of leakproof feature. 
Write fer details 


Allis-Chalmers Mfg. Co. has added 
the following distributors 
* The Electri 
Supply Tenn 


Tennessee Valles 
Co., Memphis, 

( transformers ) 

* Electrical Equipment Co 

mond, Va. (motors 


Rich 


Seld thru Distributors 
Send for Catelog 


L.B. ALLEN CO. we. 


673! Gryen Mawr Ave. © Chicage 31, tilincis 


SEND FOR COMPLETE PLE OF LITERATURE 


Port 


new 


Stokvis Edera & Co., Inc. 
Washington, N. Y., is a 
FlexAngle Corp. distributor 
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DISTRIBUTORS — 


ads like this in leading 


BOLSTER PLATE 
ACCESSORIES ~ trade pubtientions help 


a leader 








A COMPLETE LINE FOR GREATER 
CLAMPING SECURITY 
You can rely on this team for big production gains in 


your press room. Danly Bolster Plate Accessories pro 
vide new versatility and efficiency. For exampk 





Danly’s new clamping method is designed to give 

greater clamping security ...far more clearance 

Clamps are constructed with extensions that fit into 

tandard drilled holes in the die holder. This assure 

maximum clearance for stock feeding and eliminats 

the need for clamping flanges. Through standardiza 

tion of clamping holes, these clamps can be used with 

die holders of varying thickness. Idea! for use in the 

press room, they are available in sizes for %-inch and 

l-inch T-slots 

All Bolster Plate Accessories are manufactured to DANLY MACHING GPECIAL TIES 
Danly’s traditional quality standards. Write for your 

copy of our complete catalog of Danly Bolster Plate 
Accessories . lists every item generally needed i 
die shop, tool room or press room 
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“ING. 


iDE, 


wae 


LAVALLEE & 


DRILL & 
REAMER 
BLANKS 


LAVALLEE 6 


Another example of the continuous research for 
customer satisfaction and service brought to 
you by the “reamer specialists 
Just look at these size ranges — 

© Fractional Sizes As" thru 1” © Wire Gage Sizes 

#] thru #80 © Letter Sizes A thru Z @ Complete 


Sets 


@ Any size from 0135" thru 1.0000" 


Highest Tolerances — 
e Drill Blanks up to 4%" +0000 0003 


over 4%" +.0000" 000° 


@ Reamer Blanks up to 4%" +.0002 0000 


over 4%" +.0005 0000 


Why not let these advantages enjoyed by L&! 
distributors begin working for you 


Write for the L&I story today. 


LAVALLEE & IDE, INC. 


CHICOPEE 


MASS 
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Looked At 
Your Letters Lately? 


Starts on page 172 





oid unnecessary “intensive and 
emphatics,” and don't be obs 
Putting thes 


work, however, 


or arrogant 
depend 
on the letter-writer per 
for anyone who wants an 
depth key to better letter-writing 
Plain Letters” 


while investment in reading time 


would be a worth 


5-P Formula 


A guide to the writing of effective 
iles letters is contained in a bull 
tin published by the Reyal Bank of 
Canada. ‘The bulletin offers a “5-P 
formula 
Picture—to get your reader's atten 
tion, to pinpoint his wandering im 
terest (your letter isn’t the only on 
On h cle k 
in your first paragraph A sin 
t, well stated, will be mor 
r than all the glittering gen 


, you should paint a pi 


ou can crowd into an 


udjective-hilled paragraph.” In other 
vords, quickly build up your reader 
lesire for your product or your ser 
ice 
Promise—Define your product or 
mur Se ice, describe what it will do 
know in 
that will appt il to him, and 
ms of hi Live up to 


ifttention-< opening 


yvords your reader 


interest 
itching 
rr idet 
it hand 


emembet ng that your 
vaste-basket is always clos 
Prove—Introduce evidence to back 
promise Convince your 
reader by endorsements, testimo 
ind statements of valu 
Push—Tell your reader what you 
it him to do: fill in the order 
ip the coupon mail back | 

losed card, or invite you to « 
his device can 


A man 


etter usually scans the 


Postscript 


ised to advantage 


is he does the new pape! 
glances at the opening 
f the following paragraph 


eye down to the signatur 





Soe them Now | 


Indwstry’s 
MOST WANTED 
lime of 


GENERAL PURPOSE VALVES 


FOR PETROLEUM REFINERIES 
CHEMICAL PLANTS * POWER PLANTS 


Write for Supplement No. | 
to Catalog 24A-Fi 


MOST WANTED — that’s right — because the and galling. That's why they are setting new 


G P line includes gate, globe, and angle type valves standards of performance in steam, water, oil, or 


gas services at the recommended pressures and 
having seats faced with HAYNES STELLITE*® alloy 
B : temperatures 
or other hard facing alloys for greater seat-wear 


resistance . . . at no extra cost! Get longer, drop-tight, service life with minimum 


maintenance by specifying Vogt G P Valves. Avail! 


Hard faced seats, in combination with precision 


able in a complete range of sizes from 14," to 2” 


’ 
finished, selectively hardened discs and wedges give and rated 800 pounds at 850°F. and 2000 pounds 


these valves amazing resistance to erosion, corrosion at 100°F, 


HENRY VOGT MACHINE CO. 
P.O. Box 1918 —Lewisville 1, Ky. 


SALES OFFICES Mew Yor, Chicege evetend 


St. Lewis, Chertesten, W Ve aciaast 


OROP FORGED STEEL 








VALVES 


*Trode-Mark of Unien Carbide 
end Carbon Corporetion 
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PEERLESS MODEL C HOIST IN PAINT SPRAY BOOTH. When painting is not a production 
line operation, a hoist and trolley combination can save time and effort. Such an 
application is thie Model C Hoist on a Model D I-beam Trolley. All the operator does 
is pick up the load with the hoist. Roll it into the booth. Spray it. Roll it out again 


Where there’s lifting to be done, 
there’s a Harrington Hoist to do it 


PEERLESS MODEL C 2 BEARCAT ELECTRIC HOISTS 
HOISTS for intermittent for fast lifting of light to me- 
lifting of loads from ‘4 dium loads — 170 to 4000 Ib 


to 60 tons 


PEERLESS PACKET TROL- 
LEY HOISTS for lifting 


and conveying ‘4 to @ 


PEERLESS PACKET ALL- 
STEEL HOISTS for lifting ‘4 
to @ tons Special const ruc 


‘ bree 
ton loads on I-beame tion makes these hoists eco 


Low headroom units ad 
nomical to maintain, easy 


justable to a wide range 
to operate 


of L-beam sites 


PEERLESS PACKET ALU HARRINGTON |-BEAM 
MINUM HOISTS for use TROUEYS for rapid and 
where hoists must be easy movement of materials 
moved frequently. Much . over lI-beams. Regularly 
lighter than all-steel supplied in geared and plain 
model, with no sacrifice models in capacities from 


of any other quality < 4 to 20 tons 


Markets for these cost-cutting products are unlimited, and profits are good, 
Write for complete information about our full line of hoist products. 


rH#E HARRINGTON company 


Makers of Hoists Since 1876 
Gravers Roap at tux Turneme, Prymourn Meerine It, Pa. 
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and if there’s a P.S. he'll catch that, 
too. If the PS. is sufficiently arrest 
ing, he'll be inclined to go over the 
letter more thoroughly 

[he Royal Bank bulletin di 


cusses briefly some other typ 


Types of Letters 


Adjustment letter—Generally, you 
idmit the error and make the adjust 
ood grace Whether the 


customer is right or wrong, the ton 


ment with g 
of the adjustment letter should b 
polite and courteous. The skillful 
idjustment correspondent will try to 
convey his understanding of the cu 
tomer’s misfortune by expressing r 
gret, though he may know very well 
that the customer is at fault. ‘The 
aim of this letter is not merely to 
grant the adjustment, but to kee 
the goodwill and the business of th: 
client 

Claims letter~When writing to 
bring errors to someone's attention 
the claimant should remember 
Che writer of personal abuse alway 
uffers from it—never the man 
ibused.”” One stands a better chance 
of getting a fair adjustment in the 
particular case and more careful at 
tention in future if a tolerant and 
even-tempered tone is used 

Credit letter—There are two 
kinds: the letter granting credit and 
the one refusing it. In the first type, 
the writer has an opportunity to 
make it a sales letter, telling the cus 
tomer about the superior goods and 
ervices of the firm in a friendly way 
In the second type, the writer has 
the ticklish job of denving credit 
iccommodation while attempting to 
keep the customer's business—here 
circumstances will tell the letter 
writer how he can best employ the 
basic rules of writing a good letter 

The improvement of your letter 
rests chiefly on your giving first 
thought to the feelings and thoughts 
of the people receiving them. Make 
sure who you are writing for. Find 
out what your prospects and custom 
ers know and don’t know, and 
what they would like to know. The 
more you know of people, the better 
you will be able to communicate 
with them by letter 




















NEWS 


~ 


(Starts on page 124) 














G. W. Hoffman 


Abrasive & Supply 
Adds Sales Engineer 

Eric Daniels, president of Abra 
sive & Supply Co., Detroit, an 
nounces the return of George W 
Hoffman and his appointment as a 
sales engineer. Mr. Hoffman has 
had over 20 yeais experience in the 
industrial supply field and is well 
known in the area 

Mr. Daniels stated Mr. Hoffman 
will return to his former territory, 
and his joining the staff is another 
step to increase the company’s sale: 
and service facilities in the Detroit 
trading area 


Fort Worth Steel 
Plans Expansion 


Fort Worth Steel & Machinery 
Co. has purchased about 124 acre: 
of land adjoining its McCart St 
plant for a new 400,000 sq. ft. manu 
facturing and office facility 

The construction timetable will 
be set in the near future, Georg 
A. Jaggers, president, said. The site 
now totals 30 acres. The present 
plant has 150,000 sq. ft. of space 
The company modernized and re 
arranged its plant earlier this year 
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DESIGNED ror 


THE MACHINIST'S 
TOOL BOX 
















Here's a catalog that exactly fits in a muchinist's tool box in more 


ways than one. Not only are the Putnam Catalog physical dimen 
sions exactly proportioned to fit within standard tool boxes so 
that it will always be handy, but, conveniently listed and illustrated 
within the Putnam Catalog are over 1400 different types and 


sizes of standard end mills 


Because at Putnam we specialize in the manufacture of end mills 

Pp , 
you will find more stondard sizes and types listed in this catalog 
than can be found in any other. Thus, on nearly every milling job 
you will find the quick and convenient answer to your end mill 


requirements right in your own tool box—in the Putnam Catalog 


lf you would like a copy of this catalog, see your neighbor, the 


local Putnam distributor —this catalog is yours for the asking 






1956 








In virtually every industry there are certain unusval 
service requirements which cannot be met by conven- 
tional hose ... excessive temperatures, extreme pres- 
sures, severe abrasive wear, critical and continuous 
flexing, etc. These are the conditions for which 
Mulconroy Special Hose Constructions were designed, 
and under which they have continued for many years 
to serve with unfailing reliability, safety and economy 


nary performance, 
business for the Industrié 


“DYNAMITE” Armored insulated Steam 
Hose. Style 601—Tube is special heat 
resisting rubber compound, reinforced 
with continvous spiral of steel wire, and 
inwvlated by woven asbestos lining. Cor 
Cats is extra strong combination of rubber 
and duck. Cover consists of multiple layers 
of broided wire, wrrounded by spiral of 
half-round galvanized steel Sizes '4 "to3" 


Style B00 —Some general construction os 
above, but with edditional layer of asbes- 
tos between corcass and cover, for max- 
imum resistance to internal of external heat 


Style 603—High-tensile braided wire 
carcass provides the yitimate in strength 
and safety 


"NEW PROCESS" Fabric Covered Hose 
for All Services. Same general armored 
insulated constructions as the “Dynamite 
tine, but with a tightly breided, hard 
twisted cotton cord cover, impregnated 
with @ special lubricant which remeoins 
permanently elastic. Impervious to heot 
and cold, and highly resistant te the effects 
of olls, acids, alkalies and other chemi 
cals, and severe abrasive weer. Tube can 
be compounded to meet specific re- 
quirements 


"CORRUTUBE'— Centinveve Wall 
Flexible All-Metel Hose. Style 949 

For services demanding extreme flexibil 
ity, highest resistance to fatigue under all 
temperatures and pressures, and complete 
freedom from leaks ond seepage. for 
steam, air, oll, acids, chemicals, gases, etc 
Non-burnable. Assures long, sofe service, 
free from maintenance and repairs. Sizes 
5/32" to 2". Available in tong lengths 


of their qualifications for extraordi- 
present profitable additional 
istributor. 


‘VODDRF 


Send for literoture completely describing the products shown above, and other items in the 
Mulconroy line of Special Hose Constructions ...used successfully by Americen industry to 
meet ovt-of-the-ordinory requirements for neorly 70 yeors. 


"MULCONROY Siaru,... WHERE OTHERS 


| 
—_ 
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Jim MeComb 


Flexible Steel Assigns 
California Territory 

lim McComb has been assigned 
California for Flexibl 
Steel Lacing Co. He replaces Newt 
Crum who is now vice president and 
sales manager of Holz Rubber Co 

Mr. McComb has been covering 


to ove! 


California for the past several years 
ind has had also six years of engi 
neering and sales experience in the 


machine tool field 


Carborundum Fills 
Unit Sales Post 


Daniel Scott Bowman has been 
idvanced to assistant sales manager 
by the globar division of The Car 
borundum Co 

bormerl 


vest oast 


1 Sales engineer in the 
irea, he has been with 
the division seven years. Mr. Bow 
man had also covered the Chicag: 


ifca 


Buys Parking Meter Firm 
Rockwell Mfg. Co. has purchased 
Dual Parking Meter Co., subsidiary 
ot | non Metal Mfg ( 0., 
other 


and cer 


tain assets of three Union 


Metal subsidiaries pertaining to the 


meter business 


park iy 





First SBA-Sponsored Clinic 


In Indiana Draws 1.600 Wa& B 


Continued from page 128 


turers were interested in the clini 


ind many ctup cist l here 


were aleo exhibits from all of the OF DRILLS, REAMERS AND CARBIDE TOOLS 


civilian government agencies who SERVE you BEST! 
purchase in the Indiana area. In 
these exhibit the actual items A wider range of sizes 
needed by the government were dis and styles 
played so that manufacturers were 
ible to pick up the article and look i 
it over and see whether they could , ifthe liveries af lower cost 
make it U Uniform high quality for 
The SBA wa reated in 1953 longer tool life 
to advise t und protect all 


Rapid off-the-shelf de- 


mall busine enterprises. It offers Sound advice in selecting 
three major services to small] firm the right tool 
|. Management and _ technical 

aid. ‘The SBA issues publica 


tion prepared by recognized 


authorities to assist small bu W 4 B DISTRIBUTORS: 
inesses with management and Your sales efforts are being 
technical problem supported by national 
Busine i disaster bOaTis ' advertining ouch 69 tile, 
I'he SBA makes loans to small 
firms to rehabilitate busine 
concern hom damaged 

by storms, floods, and other J 


disaster 








ra 
Contract issistance Ihe Fad 
SBA aid mall firms in ob f 
taining a fair share of govern 
ment contracts for goods and ' 
eTVIC In addition, the SBA j y 
encourage large produ crs ) 


and prim ntractor to place 


a larger share of their ordes 


with smal! firm 





buy and use / 


CHRISTMAS SEALS _ 


light tuberculosis 1 Whitman & Barnes distributor for complete informatior 


aA Ae 


tep toward increased production and lower tool cost 





40010 PLYMOUTH ROAD LYMOUTH MICHIGAN 


NEW ror . } * LO> ANGELES 
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_ American Pulley Holds Distributor Clinic 


Vivid Permanent 
Markings 


Distributor representatives from eight firms attended The American Pulley Co.'s 


Mark up ‘plus’ sales by following the 
recognized teader in industrial marking 

. Dixon! Unequalied in quality and value, 
Dixon Lumber Crayons are completely 
sun-and-rainproof. And they're com. 
pletely profit-proof ... always in demand 
for in-plant and yard marking . . . always 
ahead in sales and satisfied customers! 
for merking steel, iron, lumber, 
concrete — clearly, quickly, perma- 
nently — recommend 


colors. 


THE JOSEPH DIXON CRUCIBLE COMPANY 
PENCIL SALES DIVISION—DEPT. iD—12 
Wayne & Monmouth Streets 
Jersey City 3, New Jersey 


linic in Philadelphia 


The 25th Distributor Sales and 
Product Clinic of The American 
Pulley Co. was attended by ten di 
tributor representatives 

Present at the four day sessior 
were: (front, left to right) Header 
Bynum, Jr., Textile Mill Supply Co 
Charlotte, N. C.; William H 
Bridge, John Bridge & Sons, Chester 
Pa.; William J. Burney, Beardsle« 
Equipment Co., Long Island, N. } 
David D. Derrow, Bernstein Broth 
ers, Inc., Paterson, N. J.; Robert P 
Rudy, American Pulley; Charl 
Mease, Columbia Supply Co., C: 
umbia, S. C.; Percy Hobson, J: 
Montreal Gear Works, Ltd., Mont 
real, Quebec; Floyd Adams, ‘Textil 
Mill Supply; W. A. Williams, Amer 
ican Pulley; (back row) William 
McCormick and John F. Mullet 
American Pulley; A. W. Wood 
Montreal Gear Works; Albert 
Marion, American Pulley; Waiter 
G. Miller, Bush-Miller, Inc., York, 
Pa; William J. Allen, Syracuse 
Supply Co., Syracuse, N. Y.; H 
Merrill Bowman and Carl Duckwitz 
American Pulley. 


Dayton Rubber Appoints 


William Manion and Len G 
Hedinger were appointed salesmen 
for the tire division of Dayton Rub 
ber Co. Mr. Manion has mack 
Chillicothe, Ohio, his headquarter 
and Mr. Hedinger was assigned t 
the Chicago office. 
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Employees, Officers Buy 
Wessendorff, Nelms Stock 
Following a major stock transac 
L. L. Nelms, 
endorff, Nelms & Co., 


l'ex., said the firm is now com 


president of 
Hous 


yletely owned by of its 65 em 


sloyees and officer 
Mr. Nelms, Edward Brazelton and 
the late T. B. Wessendorff founded 
the company in 1922, each owning 
1 one-third interest. Mr. Wessen 
dorff later bought Mr. Brazelton’s 
interest After Mr. Wessendorff’s 
death in 1930, controlling interest 
the company had been divided 
umong several of his heirs. It was 
the agreement of these stockholders 
to sell that enabled personnel to buy 


Wessendorff, Nelms & Co 


Electro Dynamic Unit 
Promotes Three 
Rodney F 
years purchasing agent, Electro Dy 
namic Division of General Dynam 


Plimpton, for many 


ics Corp., has been appointed ad 
ministrative assistant to John F 
Churston, division general manager 
Edward A. Troxel succeeds Mr. 
Plimpton as purchasing agent. 
Bruce A. Guinter has been pro 
moted to plant engineer. He will 
serve also as special assistant to Ray 
mond B. Carey, Jr., assistant division 


rene! i] Manager 





Hajoca Reports Profit, 
Defers Dividend Action 


J. W. St. Clair, president of Ha 
joca Corp., Philadelphia, reported 
net profit for first nine months after 
all reserves was $295,915 or $1.77 
per share, compared with $214,774 
or $1.29 per share for same period 
in 1955. 

Dividend action was deferred as 
two properties offered for sale, hav 
ing a book value in 
$300,000, have not been sold 

The firm’s 21 


increase in sales of 14.8% over 1955 


excess of 
branches had an 
Decrease in sales for Hajoca for the 


nine months period was 8.78% as 


compared with 1955 





Herbert G. Ewald 


Stanley Electric Tools 
Appoints Representative 


Herbert G. Ewald has been named 
sales representative for Stanley Ele« 
tric ‘Tools, division of The Stanley 
Works. He has been assigned to 
the Philadelphia office and from 
there will cover Virginia, West Vir 
ginia and Washington, D. C 

Mr. Ewald joined the firm last 
year and has had six months of 
special sales training 


Re-elect Directors 

Stockholders of The 
Fuel & Iron Corp. reelected for 
three-year terms as directors: Charles 
Allen, Jr., Franklin Berwin, J. I 
Holtzmann, and Charles G. ‘Terr 


Colorado 


NO Vivittitssts t7 
4 ut teen etl tae eet 


- to HAMILTON —— 


Revelation 
SUCTION 


> 


.. CRUSHED BY TRUCK TRAFFIC . 





... because it s 


CORD INSERTED 


. REGAINS UNDAMAGED SHAPE 


ow 








No wire is used in the carcass of 
Hamilton REVELATION Su 

tion Hose. Specially-treated, hard 
twisted cord and multi-ply heavy 
duck insure recovery to original 
shape and prevent conventional 
failure due to crushing abuse. 


Weather and wear-resistant cor 
rugated cover over the multi-ply 
carcass provides a smooth-bore 
suction ~ for mining or con 
struction work in six popular 
sizes trom 1° to 3° LD. Ask your 
Jobber for details, or send for 





our literature. 


yes, REVELATION SUCTION 
HOSE is designed to meet specih« needs, 
just as are the other 22 industrial hoses 
listed below Write us today for further 
information, literature and prices. No 


obligation, of course 








TANK TRUCK 
VACUUM 
VARI-PURPOSE 
WATER DISCHARGE 
WELDING 

WIRE BRAIDED 


CREAMERY ROAD BUILDERS 
DREDGING SLEEVES ROCK WOOL 

FIRE SAND BLAST 

FUEL LINE SPRAY 

PAINT SPRAY STEAM 

PLASTIC HOSE & PIPE SUCTION, WIREANSERTED 








wMevur 10 
movutter 


Be sure...use Hamilton... Always dependabie!l 


HAMILTON RUBBER 


MANUFACTURING CORPORATION 
Executive Office and Factories, 1017 Meade $t., Trenton, W.J. 


Branches in 


4 "ATLANTA * 


CHICAGO * CLEVELAND * HOUSTON * PITTSBURGH 
INDIANAPOLIS “LOS ANGELES “NEW YORK “SAN FRANCISCO 
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” PRECISE 
DRILL BIT 
4 PLACEMENT 


- 


pe iter Base has been 
magnetically 


attached 


ow MAG-=Toot 


MAGNETIC DRILL PRESS 


has MICRO-MATIC 
ADJUSTMENT!" After 
Mag-Tool has been 


magnetically attached 


to the working surface, / A 


the drill bit may be 
easily adjusted for ab- 
solute accuracy without 
moving the drill press 
NO OTHER DRILL 
PRESS HAS THIS 
EXCLUSIVE FEATURE. 


Portable Mag-Tool‘performs all drill press functions on 
the spot. Mag-Tool goes anywhere, attaches to fer- 
rous surfaces, develops over one ton of holding power. 
ACTUAL SURVEY OF THE NATIONAL INDUSTRIAL 
FIELD HAS PROVEN MARKET ACCEPTANCE OF 
MAG-TOOL WITH MICRO-MATIC ADJUSTMENT! 
Magnetic Too! Corporation 


FREE LITERATURE Sente Clore, Cellet 
NAME 
STREET 


CITY 
COMPANY 


*Paten! Pending 
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W. H. Beegle 


McJunkin Opens 
Pittsburgh Office 
McJunkin Corp., Charlesto 


Va., has opened a new sal 
1 Pittsburgh 
W. H. Beegle has been ippointed 
Pittsburgh district sales manager 
Formerly with Ketchum, Macleod 
& Grove, In he is a graduate of 
the University of Pittsburgh 
Located at Two Gateway Center 
the new office will serve industry in 
tern Pennsylvania and eastern 
ompany officers said. It will 
ilize in the sale of pipe valve 
fittings and related item 
NMicjunkin now has branch 
Columbu ind Marietta Ohio 
\ Pikeville and Louisville, Ki 
Hlamlin and Lenore, W. Va ind 
(a It also ha i sale 
n New York Cit 





MUSIC NEVER HEARD 


As mony as four programs can be 
transmitted at the same time on the 
moin carrier of on f-m broadcasting 
station—sending out music and in 
formation never heard by the home 
listener, according to Electronics, 
McGrew-Hill publication. One pro 
gram may supply beckground music to 
restaurants, stores and factories; an 
other, music and special advertising 
to @ super morket chain; ond a third 
stock reports to selected wsers 














When your customers ask for BIG Cap Screws— 


get them Cleveland’s huldig 


EXTRA LARGE 
SIZES 


Modern developments in things of massive size 
earth moving and road building machinery, hydraulic 
equipment and other unusually large assemblies — 


have increased the need for extra large ¢ ap Screws 


If your manufacturer customers are calling for a few or many in 
sizes not ordinarily catalogued, assure them you can meet their 
needs, Every day we are shipping diameters up to 2", in lengths 
as required. Occasional special orders call for diameters up to 


4 inches. 


Of course, size alone doesn't always provide required physical 
properties. Cleveland pays close attention to steel selection, test 
ing and preparation; maintains strict control throughout manu- 
facturing processes, and final critical inspection to guarantee cap 


screws of known strength as well as brute size. 


Anticipating the demand for more of the larger sizes, Cleveland 
will install the world’s largest Boltmaker which will produce 
in volume, cap screws up to 1%" x 10"... . Write or wire for 


delivery and price information 


The Cleveland Cap Screw Company 
2931 East 79th Street + Cleveland 4, Ohio + Vikan 33700 TWX CV.47 


Werehouses: Chicege + Philedeiphia « New York + Previdence + Les Angeles 
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, UNCONDITIONAL GUARANTEE 


this Housing ever 
Breaks or Distorts we 
will replace it Free. 


ore 7.7 
THE RIDGE TOOL CO 
FLYRIA.O 
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TIME OUT for writing up order is 
der of the moment for outsid ake 
i \ ( ollin of \ ta ve & 

Ca Detrort 





H. M. Harper Meeting 
Held in North Woods 


Ihe 15th annual meeting of 
Hi. M. Harper Co.’s field sales or 
ganization was held at Coon’s Frank 
lin Lodge, Woodruff, Wis 

[here were morning and evening 
business sessions with the afternoons 
free for “muskie” fishing, swimming 
ind hiking. Marketing, merchandis 
ing and advertising plans for 1957 
were outlined by E. A. Channer, 
vice president and general sak 


manager 


New Duties 


H. M. Harper, Jr., has been pro 
moted from pricing manager to 
assistant to the president at H. M. 
Harper. He will handle special 


issignments in his new job 





UNITED STATES VS. RUSSIAN 
STRENGTH 


So much emphasis has been placed 
recently on the U. S. S. R. outpacing 
the U. S. in technical manpower thet 
it’s easy to overlook our own strengths, 
notes Chemical Week, McGrow-Hill 
publication. For example, the U. S., 
with one fourth the lend orea and 
one sixth the population of Russia 
and its sotellites, outproduces the 
lron Curtain countries by nearly 100% 
in steel, 380% in petroleum, 300% in 


aluminum, 150% in electrical power 














Hewitt-Robins Adds 
New Sales Territory 


A new sales territory, the San 
Francisco sales district, has been 
established by the industrial prod 
ucts divisions of Hewitt-Robins Inc 

Theodore C. Zinter has been 
made manager of the new district 
which includes the northern half of 
California, most of Oregon and 
Washington and portions of Idaho, 
Montana and Nevada. Previously, 
this area had been served by the 
Los Angeles office 

Mr. Zinter has been with the firm 
36 years and is credited with playing 
a leading part in pioneering many 
important technical advances in con 
veyor belting 

Merrill H. Hickey succeeds Mr 
Zinter as manager of belt sales and 
development at Buffalo, N. Y. Mr 
Hickey, former manager of belt de 
sign, joined the firm 17 years ago 


American Pulley Buys 
Materials Handling Unit 


The American Pulley Co. pur 
chased the materials handling divi 
sion of ‘The Market Forge Co. as 
of the first of November. 

L.. M. Beckwith, president of Mar 
ket Forge, said the division had been 
sold because of the firm’s rapid 
growth over the past several years 
and the need to devote its full plant 
and facilities to other division. 

Nathaniel Warshaw, who: is re 
sponsible for the development of 
this line, has joined American Pulley 
as manager of its material handling 
division. The new line will be manu 
factured at American Pulley's Phila 
delphia plant 


Directs Emeryville Branch 


Glenn W. Jeans has joined War 
ren & Bailey Co., Los Angeles, as 
manager of the Emeryville, Calif., 
operation. The past nine years he 
has been with Howard Supply Co., 
Los Angeles, as assistant manager of 
the company’s Oakland, Calif., 
branch 


RE ee 


NATIONAL SANDERS 


METAL 
wcop 
LEATHER 


POWERFUL . . . LIGHTWEIGHT 
MODEL 400 ORBITAL ACTION 





Versatile block sander . . . speed can be 
varied from 4000 to 6000 rpm a re 
ing on the surface and abrasive. Weighs 
only 4 Ibs. but has 25 sq. in. of abrasive 
area. Over 125,000 in use throughout 
the nation .. . in many types of industry. 


MODEL 300 TWO-PAD 





A straight-line action, two pad sander 
with built-in water spray for wet 
sanding. Nine different pads and two 
sizes of pad shoes are available. 
Write for details. 


MODEL 500 ELECTRIC 

\ Powerful block sander, with 4 HP 

‘\ electric motor. Orbital action, operating 

at a constant speed of 5000 7 Has 

38” of abrasive area. Sponge rubber and 

felt pads available. 
MODEL 600 SINGLE-PAD a 

A straight-line action, single pad, air 
driven block sander. Weighs only 
5 ibs., but operation at 3200 rpm. 
A 5/16” pad stroke assures rapid 
stock removal. Has built-in water at- 
tachment for wet sanding. Both 


rubber and felt pads available. 








Write for literature 
NATIONAL AIR SANDER, INC. 


2820 AUBURN &ST., ROCKFORD, tit, 
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@ BROAD MARKETS 


It seems there are Kimwipe applications in every type of 
industry,” says A. G. Sharp, Vice-President in Charge of 
Sales of Kimberly-Clark Corporation. ‘Kimwipes have a 
broad market and to reach it we need the broad cover 
age industrial distributors offer. We support field sales 
effort with stimulating sales aids and allocate a fair share 


of promotion funds toward sound trade advertising 


@ “KIMFACTS” 


This weekly sales letter is mailed to distributor salesmen 
7 

Kimfacts is tied in with the Kimwipes ‘Prize Holiday 

Contest to keep distributor salesmen alert to opportuni 


ties for Kimwipes sales, and to win awards in the Kim 
wipes ‘Prize Holiday.” The Kimfacts letter also serves as 
a medium of reaching distributor salesmen with selling 


tips and facts on the product 


eFAC TORY 


MANAGEMENT AND MAINTENANCE 























Kimwipes “Prize Holiday’ offers Kimwipes distributor 
salesmen a sales contest with a wide variety of mer 
chandise prizes for home and personal use. Attractive, 
colorful merchandise catalogs are mailed to all dis 
tributor salesmen. For every unit of Kimwipes sold 


the distributor salesman is awarded contest points 


applicable toward a merchandise prize 





(@) ADVERTISING IN FACTORY 


Says Mr. Sharp: ‘This is especially helpful in the 
Kimwipes Trade Advertising Program to reach 
individuals in control of plant operations. It ex 
poses these key men to the values of Kimwipes 
in shops and on the production lines.” 


* +e i 
FACTORY is read by more plant operating men 
the men who influence your sales . . . than 


any other businesspaper. Ask for the sales sup- 
port that includes advertising in FACTORY. 


A McGraw-Hill Publication .330 West 42nd Street, New York 36, New York 


(=) SALES PROMOTION KITS 


Supplied to distributors with the kind of promotion 
items distributors like. Simple, easy-to-use self-mailers, 
envelope enclosures, return cards and samples give 
the distributor ample opportunity to in lude Kimwipes 
material in his own promotion efforts 


8) DISTRIBUTOR SALES SCHOOLS 


Located at Kimberly-Clark's new Sales Promotion Cen 
ter, these are a vital factor in training distributor sales 
men. Designed to do a job of product education, the 


distributor schools have developed a reputation for 


putting across a sales story the easy way 













Frank J. Smith 


How to keep informed on the 


Columbus Bolt Elects 


part of Smith Vice President 

Frank J. Smith has been elected 
i to the new position of vice presi 
your business dent—marketing by Columbus Bolt 
& Forging Co. He was formerly 
general manager of the consumer 
products division. 
AT YOUR FINGER TIPS, issue after issue, Mr. Smith will have overall re 
is one of your richest veins of sponsibility for sales, advertising, 
job information — advertising. market research, merchandising, 
You might call it the “with what” type — publicity, sales training and other 
which dovetails the “how” of the editorial pages. related marketing activities for al! 
Easy to read, talking your language, geared company products 
specifically to the betterment of 
ycur business, this is the kind of practical 
data which may well help you do a 
job quicker, better — save your company money. 





LEGAL NOTICE 
Each advertiser is obviously doing STATEMENT {Brat IRED BY THE ACT OF AUGUST 
AS 4 


AMENDED RY 


his level best to give you helpful information. “Maneh 9." 1005 AND JULY 3 


United States Code 


™ 33 
By showing, through the advertising pages, eNO adit "AND 
" CULL ‘ 
how his product or service can benefit you Of Industria} Distribution. published monthly ot 


Albany. N. ¥. for OGetober 1, 10956 
; ; | The nam ane Adress a u publisher, editer 
and your company, he is taking his most managing ‘eiiter and’ batmass: mapaber ter" Public 
seotare mh P bntiata ‘ ar Inc 330 Went 42nd 
efficient way toward a sale. Miron. New York 36, N.Y. Balter, Walter ¥. Crowder, 
© West 42nd Rtreet New York 34 Ma ne 
editor, BR. W_ Barnett, 830 West 42nd Brest New York 
. ’ 
> N.Y Busine man C. H. Holdsworth, 330 
Add up all the advertiscrs and you've got 6, N.Y: Business ‘manager, CH. Holdew 
3. The mr i Mot Hill Publish! 
a gold mine of current, on-the-job information. : Wee dind Bt "Now Yor, 36, NY Mok 
heiding 14 r more of stock are: Donald C 


Yours for the reading are a wealth of data 4 ir and Wille iT Chevalier Trustees under Deed 


{ ase amended, m/b Jame ii Me 
; irew lows | or r McG) 4 Hareid W 
and facts on the very latest in products, aw. deceaeed: Donald indore “my iarola W 
cOrae ~ 1/37 mended; Donald ( fA 
services, tools . . . product developments individually; Harold \W. Modraw, individually ; 


mh M ff) 1 Metirew ‘all of 350 
materials, processes, methods. West dind Mt., } N. ¥.); Mildred W. Me 
Grew, Madieo P| chren, S26 
Arenas & < o 


You, too, have a big stake in the ion n "Flores 5 ner & Heane 10 P ne at 


y muchatone & Co.. ofo Wellington Pund 


adve : ly, “| The known bondholders, mortgagees, and other secu 
carefully to keep job-informed on the i y beste pune @ baie 1 percent © mee at tts 
“with what” part of your business. T perecreste 9 ond © tactete, tm cass whee ts 


toe fer r security hol@-r appears upon the books of 
company a4 trustee or in any other fiduct 
the mame of the person or corporati f 


McGRAW-HILL PUBLICATIONS ar cave os cheat el Seas 


holders and security he > 
Pree dp 4 the ‘company ae truste 





ns - ‘ f< ] 
“Mook we Hill PUBLISHING COMPANY IN« 
iy JOUIN J. COOKE. Seoretary 
and subeoribed before me this 14th day of 
4 


JANET A. HARTWICK 
Commission expires March 30, 1957) 
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Owen Honored by Dumore 
And Ellis Engineering 


A banquet honoring Earl Owen, 
retired vice president in charge of 
sales for The Dumore Co., climaxed 
the firm’s annual day outing 

R. E. Ellis Engineering Co., Chi 
cago, were guests at the outing 
which began with a luncheon and 
was followed by an afternoon of golf 

At the evening banquet, Mi 
Owen was presente d with gifts from 
both the Ellis and Dumore sales 
departments. 


Earl Owen (center), retired vice presi- 
dent-sales. Dumore is flanked by Art 
Moore, Sr., president, R. E. Ellis 
Engineering Co., Chicago, and Lee 
Augustine, territorial sales manager for 
Dumore 





Chain Belt Acquires 
General Road Machines 


General Road Machines, Inc., has 
been acquired by Chain Belt Co. 
and will be operated as a wholly 
owned subsidiary for the present. 

Donald T. Heltzel and J. J. Mar 
cello, president and vice president 
of General Road Machines, con 
tinue as general manager and sales 
manager. 


Advances Schram 


Richard A. Schram has been pro 
moted from manager of works stand 
ards to assistant sales manager for 
aircraft bearing products by th 
Shafer Bearing Division of Chain 
Belt 


A COMPLETE RANGE OF SIZES IN... 


ALLOY “SUPERRENCHES''® 
Over 30 patterns in 36 sizes 
from Ki," to 3%" openings 


POWER IMPACT SOCKETS 
For al! power and impact 
wrenches. Seven square drives 
yu” to 1%". Hen and square 
openings K,” to 3% 


VA 


HOIST HOOKS AND EYE BOLTS 
Proot-tested Moist Hoots 
shank and eye patterns, ) to 
Ton capacities. Eye Bolts 
plain and shoulder patterns 
diane or threaded 


CARBON WRENCHES 
Over 1 patterns in S81 ¢ 
with open ngs from Ks 
™” 


TOOL HOLDERS AND 
SET UP ACCESSORIES 
A complete range of tool 
holders, ‘athe dogs utters 
T-siot belts and nuts, wedges 
washers and strap (lamps 


PIPE TONGS AND VISES 
Tongs 4 styles % to 
pipe capacities 
Vises Zz 
prpe Capacitive 


SUPERSOCKETS' ® 


DROP. FORGED C CLAMPS 
General and heavy tery : 
Deep throat standard and spat 
ter-resisting, Tool makers 
and Machinists 


PLUS Thumb nuts and 
sfews, machine hendies (od 
ends, lenge jacks, screw 
érivers, plert, soft-face and 
bell pein Remmerst, punches 
hisels, pullers, teeter 
Gevget, body and tender 
tools, masonry bits, screw 
extractors, suger bits 


“THE BROADEST LINE OF ITS KIND” 


ILLIAM 


INDUSTRIAL TOOLS 
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WOODINGS-VERONA 
TOOLS 


salable items—widely used 





OO ST SS A A A KL 


MATTOCKS 


4 


Woodings-Verona tools in- 
clude, in addition to the above, 
sledges, adzes, hammers, chisels, 
wrenches, mauls, punches and 


other items that are in steady 
demand by industrial and rail- 
road buyers. Highest quality— 
well designed and made. 


WOODINGS-VERONA TOOL WORKS 


Af AOA A 


Verono Tools 
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NEWLY CONSTRUCTED Intercity 
Division branch of Syracuse Supply Co., 
Syracuse, N eS on Curry Road in 
Schenectady, Y , is headed by Phillip 
B. Scott Rew building has just about 
doubled the prior space 





Joy Mfg. Transfers 
Moody to Boston 
John Moody, 


man, has been promoted to district 


Chicago sales 


manager of the Boston industrial 
district sales office by Joy Mfg. Co. 

Ile succeeds Don L. Archibald, 
who has taken over the duties of 
York 


the firm's newly-formed New 
industrial district sales office 


Purchasing Agent Changes 


H. J. Halliday, purchasing agent 
for The Jeffrey Mfg. Co., 


elevated to director of purchases 


has been 


Three division purchasing 
A. Lane, 


mining; 


agents 
were also named: C. indus 
trial; C. E. 
KI 


supplies 


Firestone, and 


Corwin, machinery and factory 





FIBER FROM FISH 


A new Russian fiber, said to look 
and feel like wool, contains 20% pro 
tein from whale wheat and fish refuse, 
reports Textile World, McGraw-Hill 
publication. Claims include crease 
resistance ord color-tastness superior 
to wool blends 














The BIGGEST Distributor Line 


biggest in dollar VOLUME 
biggest in dollar PROFITS 





7124 STANDARDIZED TRANSMISSION PRODUCTS 


to meet any need with more products 
added regularly as markets develop 


AVAILABLE ANYWHERE “OFF-THE-SHELF” AT FACTORY PRICES 


from local Distributor’s stock saves the buyer 
time and expense simplifies servicing his products 


250,000 SATISFIED BUYERS USING BOSTON GEAR PRODUCTS 


Cost-wise buyers everywhere rely on 
BOSTON Gear quality and economy 


CONTINUOUS ADVERTISING PROMOTING pDiSTRIBUTORS 


Industry-wide publication program, plus 
service literature that simplifies selling 


SALES EDUCATION FoR DISTRIBUTORS’ SALESMEN 


A consistent schedule of product training courses 
at plant, and locally for Distributors 


AGGRESSIVE SUPPORT FROM TOP-RATED FIELDMEN 


Active assistance to Distributors from BOSTON Gear 
Field Engineers who are qualified specialists 


SELECTIVE, LIMITED DISTRIBUTION 


Assures maximum area sales potential for all 
BOSTON Gear Distributors 


SELL ANY QUANTITY — ANY ACCOUNT 


BOSTON Gear Distributors are free to sell to any account... 
any quantity of any item, at factory prices 


-THE NEW CATALOG No. 56 
10 carloads supplied Distributors to meet demand 
— building bigger-than-ever sales potential 
Bigger (by 192 pages) than previous full-line catalog 
includes hundreds of new listings has more 
selling information, more engineering data. It's the 
most-used guide book for drive design and mainte 


nance economy in constant use by designers, plant 
engineers, and purchasers everywhere 


BOSTON... 


7124 
STANDARDIZED TRANSMISSION PRODUCTS 
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SKINNER 
+GF+ 


WORK DRIVERS 


~~ a 4 


* FAST- POWERFUL - 


The Best for Turning on Centers 


+6F+ Work Drivers are the ideal 


means of driving smooth or rough | 


bars and forgings located on cen- 
ters. Jaws are easily reversed to 


accommodate direction of spindle | 


rotation. 


MADE IN FIVE SIZES 
To accommodate work from %4” 
to 8s" diameter. 
e 2 turn does clamping — no 
wrenches needed 


Each size has wide clamping 
range 


Cuts clamping and unclamping 
time 


Clamps out-of-round work 
evenly 


Clamping force always matches 
cutting pressure 


Write Skinner or your nearest Skinner 
distributor for illustrated folder. 


THE CREST OF QUALITY 


a SKINNER 


CHUCK COMPANY 


205 Edgewood Avene, New Britain, Conn. 


214 


| 


| 
| 





Auto Production Picks up Again 


TRS AMOS 
OF VEecEsS 


200 
Weenly Avercges by Yeors 








lhe rapid seasonal spurt of passenger 
duction of new models 


ar and truck production 
Production has already equalled last year's level for October 


TRHOUSANOS 
oF vemc.es 
) 280 


Source Words Reports Statistics include possenger cors, commercial 
vehicles, ond trucks produced n U.S. and Canodo 


\ i eee ewes ea ewe 
mee Fm aA mM tA OE ORO SCF wMBeeamMe de A REO KHSO 
19668 . 


Vational Research Bureau 


coincides with intro 


though total output this year was never expected to break 1955's all-time record 


Seasonal lows have affected distributors closely dependent on the industry 


but the 


industry will soon finjsh a year expected to rank fourth best in its history and demand 


for new cars will probably soon diminish th 


number on hand this time last year 


na tock on hand (about half the 





Smith-Woodwell Plans 
New Pittsburgh Quarters 


Smith-Woodwell, Inc., wil! move 
its headquarters Jan. 1 from Canons 
burg, Pa., to Pittsburgh, the firm's 
officials have announced. 

The company has acquired a 
6-story, 92,000 sq. ft. building at 
2901 Smallman St. Its present di 
play branch on Market St. in Pitts 
burgh will be closed 


Columbus McKinnon Picks 
Two Representatives 


Columbus McKinnon Chain 
Corp. has named two new represent 
atives. 

They are Robert L. Klar, of Long 
Beach, Calif., representing indus 
trial chain products in southern Cal- 
ifornia, and Paul H. Peterson, selling 
the automotive lines in Nebraska 


and lowa. 





Industrial Supplies Gets More Space 


a 


Huge increase in space was obtained when Industrial Supplies, Inc., 
North, Birmingham, Ala 


to this building at 1216 Third Ave., 


INDUSTRIAL DISTRIBUTION « DECEMBER, 1956 


recently moved 





Olson Appointed 


® 
“Ria 3. Obes bs Hammerlok 
Edwin B. Olson has joined Min 


neapolis-Honeywell Regulator Co COUPLING LINK 


as manager of marketing planning Greatest Chain Development of the Day ! 
He will be responsible for sales plan 


ning, manpower planning, market 
analysis and economic forecasting 
activities 

Mr. Olson has been associated 
with Westinghouse Electric Corp. 
the last ten years. When he left, 
he was regional manager of market 
planning for all the company’s divi 


sions in 1] midwestern states 


A typical Herc-Alloy 
chain assembly mode 
up with Hommerlok 
coupling links. 


Plans Suburban Plant 


A new threeacre plant is being 
constructed at Fort Washington, 
Pa., for Minneapolis-Honeywell Reg 
ulator Co.'s valve division. The new 
building will house the division's 
entire manufacturing, sales, research, 


development and administrative @ NO PEENING—The Hom. 
' , ) merlot link 1s securely locked 
facilities now located m I hilade ] by the herdened stee! pin 
which bites deeply into the 
phia. iwbuler stud. The leckin 
errangement is hidden on 
ineccessible 


@ SIMPLE ASSEMBLY —E~- 

rthelp is unnecessery This 
ink con be properly essem 
bled by enyone whe con 
drive @ neil 





NOW your customers can make up their own Herc-Allo 
chain assemblies ... quickly, simply, safely... with oll 
components supplied by you. 


A WONDERFUL NEW SOURCE OF REVENUE FOR DISTRIBUTORS 


No longer do your customers have to wait for custom made (or re- 
paired) alloy chain assemblies to reach them direct from the factory. 
Now they can moke up their own assemblies with Herc-Alloy chain, 
Herc-Alloy attachments and Hammerlok coupling links furnished by 
you. Or, if your customers prefer, you can make up the assemblies 
(repairs included) yourself in a jiffy. No special tools or skill are re- 
quired. Hammerlok links save valuable time for your customers and 
opens up a new source of revenue for you 





Harvey W. Seymour 


American Chain & Cable 
Names Unit Executive 


Harvey W. Seymour has been 





assigned to the newly established Made by the makers of HERC-ALLOY the original alley steel choin 


post of general manager, Page Steel 


and Wire Division, by American 
Chain & Cable Co., In Wh C 


He has been with the company 
CHAIN CORPORATION 


0 years and for the past 16 years 


has been plant manager of the | TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Conoda: McKINHON COLUMBUS CHAIN LIMITED, 51. CATHARINES, ONTARIO 


Monessen works 
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Chicago- 
| Latrobe 
Drills 


L——S—_ 








experts 
choice 








(©) 


Danis 
roots . REAMERS © COUNTERBORES 




















Chieago-Lat 


427 WEST ONTARIO STREET + CHICAGO 10 
© COUNTERSINKS 


HIGH SPEED 
AND 
CARBIDE 


Standardization on Chicago-Latrobe 
High Speed and Carbide Drills is be- 
coming commonplace with production 
experts. Reason? Better production 
results... less down time fewer 
re-grinds. Another reason? Chicago- 
Latrobe distributors carry the most 
complete stock and consequently 
offer unexcelled service. Order 
Chicago-Latrobe next time—specify 


“no substitute.” 


DISTRIBUTORS: 
The aggressive (-L 
ad program works 
endlessly in your 
beholf . . . helps 


© CARBIDE TOOLS 
move drills faster! 


* SPECIAL TOOLS 
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COUNTER CONFERENCE bring 


' to E. L. Tomezak, manager of 
th upply department, and N. W 
Hawkins, treasurer and general manager 
of Walz Industrial Supply Co., Sagi 
aw, Mich 





Executive Changes Made 
By Perfection Industries 


Iwo manufacturing vice presi 
dents and a vice president-engineetr 
ing have been elected by Perfection 
Industries Division, Hupp Corp 

Daniel N. Greds 


in Cleveland, has been advanced to 


plant manager 


vice president im charge of engineer 
ing. Hl. A. Consor, former assistant 
to the president, has been elected 
vice president of manufacturing at 
the firm's Cleveland plant John 
Gardner who directed operations of 
the Waynesboro, Ga. plant has 
become vice president of that opera 


hon 








and use 
Christmas 
Seals... 


Fight 
Tuberculosis! 














Carl E. Rowe 


Rowe Is Made Officer 


Of Milwaukee Valve 


Carl E.. Rowe has been 
VICE president ind general manager 


be 


was also made a director of the firm 


for the Milwaukee Valve 


I imed 





~ Easier Pulling Means More 





SIMPLEX JACK SALES 





Mr. Rowe recently joined the firm SIMPLEX HYDRAULIC JENNY gives straight VERSATILE SIMPLEX HYDRAULIC RE-MO-TROL 
is assistant general manager. Before line pull through center of jock — requires has remote controlled “center-hele” ram end 
y 5 75% less effort in pulling a gib key from o@ puller. Terque-free pull quickly removes sheft 
that he had been associated w ith large fly wheel, for example. on printing press (above) 
Pressco Casting & Mfg. Co vice 


president | harge of 


turing 





manufa AM EXCLUSIVE SELLING FEATURE time, and prevents damage to parts 


-~ the Simplex “Center-Hole” — helps and honed surfaces caused by off-cen 
you sell a Simplex Hydraulic Puller to ter pulling. The Jenny Puller is a self- 
any prospect with a pulling problem contained hydraulic unit, easily por- 
For only the Simplex “Center-Hole” table and compact. The Re-Mo-Trol 
Jenny and Re-Mo-Trol completely has a ram separated from hydraulic 
eliminate torque in removing wheels, pump by flexible hose, permitting 
pins, shafts, clinder liners, keys, bush- greater safety and case of use on some 
ing and valve seats. The pull rod is jobs. Re-Mo-Trol models in capaci - 
drawn through the center of the puller ties 10-100 tons; Jenny models from 
for direct, straight-line pulling. Ac- 30-100 tons. Both pullers described in 


tually pulls 75% easier, reduces set-up Bulletin Hydraulic 56. Write for copy 

















rat 
Hydraulic pullers are only part of 
the complete Simplex line of lever, 
screw and hydraulic jacks, There 
are more than 125 different 
Simplex models. No other ling 
George M. Hartley offers your customers such a wide 
selection—-no other line enables 
4 Correction you to fill all jack needs from one 
7 source, You profit, too, in lower 
: 9 10A . » . . SCREW JACEE 
On page 128 of the November ost ee nen cog _ less a de 
; ee , . este hat onde 
issue, the picture in connection with iia ap -aae a - , poem n aeetk ANG selling san owke. telotige 
‘ J 1 ‘ 7 re eanie . 
the article on Metallurgical Product TWeene capecity Poms CESEESS PoCerenet enles Ve nes 
J ‘ * . 
Department of General Electric Co WORLD'S LARGEST mPGOS OF INDUSTRIAL eoessty 
“ MECHANICAL AND HYDRAULIC JACKS 
was erroneously captioned “Gene cn 
R. Voigt”. The picture of ar ax cae 
George M. Hartley, manager of mat % a Ba Pe L - xX anna @ . e 
ardner ood 
keting on Metallurgical Product RE-MO-1HOL JACKS mee Broadyv 1h 
Mr. Voigt is connected with Aro UTH-A-TOOt sou-ros , tow, “inete 


Equipment Cor 
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Kiem Supply Salesman Wins Polaroid Camera 


SELL TOP QUALITY 






. 
ARBOR SPACERS “et 
SHIMS and SPACING 
COLLARS ¢ Arbor Spacers and 
Shims iv: 20 sizes and thicknesses from 
O01" te 125”. Arbor Spacers furnished 
with standard keyway; Shims, with no 
keyway. Also Spacing Collars in nu- 
merous popular diameters, and in 
thicknesses from '4” to 3”. Hardened 
and ground; edges chamfered. Fur- 
nished with standard keyway 









Victor Phillips (left), salesman for Klem Supply, Inc., Elkhart, Ind., receives a 
Polaroid Land camera from Don Sulr, standard products sales manager, } r 
bngimeering Co. for having dt | t LD Shoplifter manufact d 









h.conomy 








Sanson & Rowland Invites SKF Industries Forms 


Wives to Sales Meeting New England Sales Area 
FEELER lor the first time, Sanson & Row \ New England sales district ha 
STOCK « ’ : . tarsl ’ 
oy all land, Inc., Philadelphia nvited been established by SKF Industri 
tempered stock, rolled to close toler- wives of sales pe rsonnel to the firm’s In onsisting of Connecticut 
; ” “ < a 
ances, 4" «25 coils packaged in trans annual sales conference Maine, Massachusetts, New Hamp 
parent plastic boxes, except above 
020”. Strips 14” « 12”, in cellophane Ihe three-day, weekend meetin hire, Rhode Island and Vermont 
27 thick All thick fro 
Ol” to O32" (For eo & onde was held at Mt. Pocono, Pa. A com fhe new district combines the 
fitting, dhoching clearances, inspec- bined meeting with the wives wa former Boston and Hartford sales 
, . 
tion and production work.) held on Friday evening to give th districts except for part of eastern 
laches present an opportunity to bet New York State which is now part 
ter understand the firm's operation of the New York State district 
The men spent Saturday discussing D>. H. Amidon of the Hartford 
sale problems while the Vive ile district has been ippointed 
toured the country side. No acti New England district manager and 
SHIM ties of anv kind wer planned fo wil ontinue to make Hartford his 
STOCK « Sunday headquarters 
Steel or brass. | 7 





Selected from 
material rolled 


ilies anton Hajoca Constructs New Roanoke Facilities 


tected by oil coating. Coils packed in 
carton for easy dispensing and protec- - 
tion, 15 thicknesses, 001" to 032". : 
Sheets 6” x 12”; coils 6” x 120°. Avail- 
able also in two assortment packages 
~~12 thicknesses, 001" to 015", and 
15 thicknesses, 001" to 032” 





Hajoca Corp., Philadelphia, has moved its Roanoke, Va., branch operation into a 
newly constructed building at #1 Boulevard S.W. Company officers and R. 7 


Crawford, branch manager ver n hand t t severa undred guest Ny 


DETROIT STAMPING CO. attended recent formal opening 
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James FE. Hindes 


Somers, Fitler Appoints 
Assistant Sales Head 


Somers, Fitler & Todd Co., Pitts 
burgh, has named Jarne | Hindes 
issistant sales manage! 

Previously an outside salesman 
for the firm, he had been with Har 
nis Pump & Supply Co. from 1939 
until 1954 and before that with 
Standard-Machinists Supply Co. 
Both are Pittsburgh distributors 

He will work directly under E. L. 
\lberter, first vice president and 
sales manager of Somers, Fitler & 


l'odd 
Salesman Joins Branch Staff 


William Armstrong has joined 
Somers, Fitler & ‘Todd as outside 
alesman at its Youngstown, Ohio, 
branch. He was formerly with Ster 
ling Grinding Wheel Co 


School Board President 


John Kennedy Beeson, president 
of Pittsburgh Gage & Supply Co., 
Pittsburgh has been elected presi- 
dent of the board of trustees at 
Shady Side Academy. Mr. Beeson 
had attended Shady Side. 





BURLAP IS CHIC 


Burlap is becoming a favorite in wom- 
en's wardrobes, Textile World, Me 
Grow-Hill publication, declores. One 
New York designer, who is creating « 
complete wardrobe from burlap, says 
this “high feshion” fobric hos been 
used too long to dress pototoes 





















Solve them with 
this TEFLON hose 


» Handles virtually every fiuvid and 
gas from —100°F to + 500°F 





* Ageless — and stays flexible 
indefinitely 





5 


74 


Solve your customers’ really tough jobs fo 
hose with Fluor oflex®-T hose asse mblies 
the original Teflon hose now proved by over 


4 years of demanding service 


OARORROGEE ED: 


aa 


SQW 














Nw 


With tube made from a patented, special 
compound of Teflon, the hose is completely 
inert to the most corrosive chemicals, active 


. 


>. 


oils and fuels, gases, steam 


4 —" 


. 


fm ee 


ele 
AMS 


SAE 304 stainless steel braid reinforces 
for up to 1000 psi service (higher in some 
cases) and maintains this strength by ite 
corrosion resistance 

Permanent, swaged fittings give positive 
protection against leakage and blowoff 


A ~“* : 


PoC Ona dadede aabdeady 


. ~v o_o 
+ 


. +. .' .. 


These lightweight, space-saving hose as 
semblies are now being stocked by leading 
distributors nationally .. . profitably round- 
ing out their line of industrial hose. For 
more information, write RESISTOFLEX 
CORPORATION, Roseland, N. J.; Western 
Plant: Burbank, Calif.; Southwestern Plant: 
Dallas, Texas. 


, Aye 


®Tefion: DuPont trademarh 


Fluoroflez: Resistofiex trademark 


20th year of service to industry 


RESISTOFLEX 
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Sell these 3 Great Names 
in Belt Fastening 
and Repairing 


- « « THEY MEAN MORE 
PROFITS TO YOU! 


7 
: 
. 


... the quality fastener that does an out- 
standing job in joining and repairing 
conveyor and elevator belts. 


FLEXCO HINGED FASTENERS 


aze used for joining extension conveyors. Has 
removable hinge pin. Troughs naturally. 


ALLIGATOR V-BELT FASTENERS 


and open-end V-belting. Your customers 
can make up belts in any length to fit any 
drive, the fast economical way. 
ALLIGATOR 
CONVEYOR 
BELT LACING 


is universally used 
to join flat conveyor 
belts of any width. 
Only a hammer re- 
quired to apply it. 


REMA, the sew 
and amazing self-vul- 
canizing rubber re- 
pair material chat 

adds years of life 

to conveyor 


belts. 


The FLEXCO-ALLIGATOR Prestige Line 
—sold by key distributors everywhere 
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| Factory Employment Rising 


so, 
Yearly Stotetcs 
(Let? hand scole) 


1947-49100 


Ihe 
Recovery from the stecl strik 
high level of activity in the 
tributors’ goods and services 


nd 


nation 


factory workforce i ose t me 
Umer 
plants ha 


Monthly Stonstcs | 
(Right hand scale) 


(Without adjustmem for seasonal vorahon) 
Source: U.S. Bureou o& Labor Stotistics 


Rurea 


esearch 


is last year and still getting bigge: 
vacation effects has been complete. This 
meant increased demand for di 


since mid-1954 





Greist Mfg. Establishes 
Research Director Post 
Samuel P. Caldwell ha: 
named to the newly created position 
of director of research and develop 
ment by The Greist Mfg. Co 
For the past year and a half, he 


bec 1} 


has served as vice president and 
assistant general manager of the air 
marine division. He also was sales 
manager 

In his new post, Mr. Caidwell will 
continue as executive assistant to 
M. D. Vanderbilt, president, and to 
Robert M, 


president. 


Greist, executive vice 


Samuel P. Caldwell 


Paul J. Morga 


Morga Joins R. C. Neal, 
Directs Elmira Branch 


Paul J. Morga has joined R. ¢ 
Neal Co., Buffalo, N. Y., as 
general manager of the firm’s Elmira 
ofhice 

He was most recently sales man 
ager of Production Tool & Gage Co 
Mr. Morga also spent 10 years in a 


Im . 


supervisory capacity and as purchas 
ing agent for Remington Rand in 


their Syracuse, Elmira and New 


York offices 

The Elmira the 
Elmira, Binghamton and southern 
part of New Y wk State, as 
northern Pennsylvania areas 


branch serves 


well as 





W. C. Ferguson 


“Lazy Kight” Society 
Gets New Officers 


; 


At the second annual meeting of 
Hi. M. Harper Co.'s “Lazy Eight 
Society,” W. C. Ferguson, J. M 
Tull Co., Atlanta, Ga., was elected 
honorary president 

| \ Miller | he Williams Co., 
Pittsburgh, is the new vice president 
and secretary-treasurer of the group 

I he society gets its name from the 
firmn's trade mark and its members 
are H. M. Harper industrial dis 
tributors 


Comptroller Appointed 


Johnson Bronze Co. has named 
Thomas H. Conner as comptroller 
lie was formerly with Cleveland 
Graphite Bronze Co 





EDWARD C. EVANS has joined 
Warner Electric Brake & Clutch Co 
as a field representative. He will work 
out of the New York office. 


Because customers want 
realistic answers fast 
on small hole drilling 
and tapping problems... 





Profit-wise distributors 
speak up for 


’ 

Ettco tapping attachments 
made in sizes to fit any drill 
press For small, medium 
and large taps and dies 
Popular stock items, sold 
universally for basic tapping 
needs 


SPECIALISTS IN THE PLANNING AND 
MANUFACTURE OF EVERY COMBINATION 
OF EQUIPMENT FOR SMALL HOLE 
DRILLING AND TAPPING 


When Ettco distributors team up with Ettco engineers to plan a small 
hole drilling and tapping program, the customer finds it easy to take 
The equipment is always realistically priced, exactly suited to the job, 
never needlessly over-powered — and will be delivered on time 


That's because Ettco equipment is built by specialists of standardized 
“Unit-Engineered” parts and fewer parts, most of which are inter- 
changeable for other jobs. 


There's another big Plus. Dealing with a single supplier who offers 
undivided responsibility and complete, authoritative answers on all 
drilling and tapping problems, your selling job is simplified! 


The famous “Tap & Drill Twins” shown 
at the left may be used separately or 
in combination — single spindle or with 

| multiple heads as required, BELOW they 
are combined with standard Ettco multi 
ple heads and work holding fixtures to 
make a fast, high production special 
machine, Their possibilities are un 
limited 





As an Ettco distributor, you 
can cash in even more on the 
extra profits available by 
“speaking up for Ettco” when- 
ever there is a small hole 
drilling and tapping problem. 


ETTCO TOOL & MACHINE Co., INC. 
569 Johnson Avenue, Brooklyn 37, N. Y. 


Chicogo * Detroit * Leos Angeles * Indianapolis 


TAPPING ATTACHMENTS © MULTIPLE HEADS « ORILLING & TAPPING UNITS AND MACHINES 


SPECIAL MACHINES « INDEXING FIXTURES « TAP & ORILL CHUCKS 
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Master \- es Distributor Class 


PADLOCKS 


for industrial 
protection! 


Members of recent Standard Pr 





Fifteen industrial distributor rep 
resentatives graduated from Stand 
ird Pressed Steel Co's factory scho 
on threaded fasteners 

rom left, standing, are: Willian 
\. Wright, Jr, H. R. Huston Co 
New Castle, Pa; E. H. Registe: 
Harry P. Leu, Inc., Miami, Fla.; A 
J. Brancato, Andrews Hardware & 
Metal Co., Fullerton, Calif; J. ‘T 
Green, Andrews Hardware & Met 
Los Angeles; R. J]. Bennet, R. ¢ 
Neal Co. Buffalo, N. Y. D. H 
Dodd. Quad lool & Dix Supply ( 
Merchantville, N. ].; D. H. Putnam 
Erie Tool & Supply Co., Toledo 
Qhio; and A. C. Henrie, Standard 
Pressed Steel 


Se: I . . = 
eated, from left, are Wright Hoist Shifts 


Huston, H. R. Huston Co. New . ; 
Castle, Pa.; F. FE. Keenan, Harry P Willson to East Coast 


Leu, Inc., Orlando, Fla.; A. L. Shaw K. A. Willson has been assigned 
Andrews Hardware & Metal; R. | to New York headquarters as district 
Lipp, R. C. Neal Co.; C. M. Elli nanager of the New York and New 
Quad Tool & Die Supply; R. H ngland territories by the Wright 
Volk, Erie Tool & Supply; and | oist Division, American Chain & 


M. Bauer, Standard Pressed Steel ble Co., in 
Willson had been district 


r of the Los Angeles office 
last four years. He also had 


} 


R. A. Willson 





18 months in Texas covering 

FREE BROCHURE AUSTRIAN MILK PIPELINE 
Guidenced, coer to eco The problem of transporting milk 
~~ ~~ RO from Alpine meadows to valley proc a 
veed ter industriel ep. essing plants has been solved by one New Chicago Quarters 
plications. Write tedey Austrian dairy with a 7,217-foot plastic 


: new $3 On 
pipeline, reports Food Engineering, \ new $300,000 office-warehouse 


: McGrow-Hill publication. Milk is is being constructed by The Power: 

> 
Master Padlocks pumped through only in the early Regulator Co. at 6645 N. Ridg« 
. morning. Woter is run through the Ave.. Chicago. The 16,000 sq. ft 
rest of the day to insure cleanliness 


Master lock Company. Milwaukee 45. Wis. building is expected to be ready this 
World s “Largest Padlock Manufacturers pring 
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Machine Tool Distributors 
Emphasize Sales Training 

Industry-wide expansion of sales 
traiming programs to keep machine 
tool selling methods apace with the 
industry's rapid and highly divers 
fied technological de velopment was 
the theme of the recent 32 annual 
meeting of the American Machine 
lool Distributors’ Association held 
t the Broadmoor Hotel 

More than 400 members and thei 
ests, including representatives of 

machine too! builders, attended 
the two-day conference and partici 
ated in group and panel discus 
ons centering around the theme of 
Better Sales Management ind 
overall distribution activities in the 
achine tool fiel 

The imdust: iles training pro 
ram was dramatized in the form of 

ictual sales mecting, to illustrate 


l and “don't in sale 


specifi 
meetings. Elements in effective sales 
mectings were cited as including 
cle velopme nt of organized procedure 
hefore starting the meeting, com 
fortabl angement frequen 
keved to umstances, convenient 
time of v, brevity of duration, 
pace and a vance for participation 
by salesmen 
Various types of distributors’ pro 
rams to supplement promotion 
efforts by builders were discussed bi 
the Sales Promotion and Advertising 
Panel. It wa empha ized that such 
program 1 necessar©y ind \ iluable 
preliminary to a salesman’s contact 
of a potential customer but that it 
must be followed by effective ile 


representation ind procedure 


Elects Officers 


New of ot the association 
Joseph F. Owens J gencral man 
crf, J | Owens Machinery ( 0.. 
Syracuse, \. Y., president; Frank H 
Habicht pre ident and general 
manager, Marshall & Huschart Ma 
chinery (¢ Chicago, first vice presi 
dent; J. O. Ellison, president, Har 
ron Rickard & McCone Co. of 
Northern California, San Francisco 
econd vice president; and J. Russell 
Clark, president White Star Ma 
hinery & Supply Co., Inc., Wich 
ita, Kan retary-treasuret 


| 


™ 


| 
| 
| 


dressers wear longer | 
cutters change quicker | 


Longer life—by far—plus quick 
than-ever cutter change ore basi 
provements in the patented, new type 
Desmond Huntington dressers. Supplied 
at no extra cost in No 2, 21, and 22 
sizes. Note the new construction: hard 
ened side washers, press fitted into head 
positively secured w th slotted hex heod 
bolts and lock washers. Remove one bolt 
(with wrer or screw driver) to tree 
spindle for k cutter change 

Ask your Desmond industrial distrib 
utor for Bulletin D-48. He can help make 
your grinding wheels perform bette 


wilh progr er ares 


DRESSERS AND CUTTER 


Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. 
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Me 1°) 
precision 


PRESSURE 
REGULATORS 


14 modets to meet 
aimost all industrial needs 


Send for catalog 
Now available from the Stratos 
Industrial Products Branch are 
two complementary lines of pneu- 
matic pressure regulating valves 


The pilot-operated Goveswaine 
very high flows are regulated by 
small signals in these self-con- 
tained, pilot operated models, Up 
to 250 psi supply pressure, pipe 
sizes from ‘4 to % NPT 


~ 

The direct acting Kenpatt: also 
ivailable in a wide flow range 
these force balanced types are 
designed for operation at up to 
250 psi supply pressure. Pipe 
sizes from ‘4 to “ NPT 


STR AVEO S 


INDUSTRIAL PRODUCTS BRANCH 
A divisional F airchtid Engine and Airplane C or; 


Route 109, West Babylon, N. Y 


INDUSTRIAL DISTRIBUTION «¢ DECEMBER, 


N. James Bosted 


Seither & Ellis 
Changes Ownership 


James Bosted has purchased 


Seither & Ellis, Inc., Newark, N. J., 
supply firm founded in 1919 

Former sales manager of H. W 
Mills & Co., Passaic, N. J., Mr 
Bosted succeeds Mrs. G. ‘IT’. Seither 
is Seither & Ellis president. M1 
Scither has headed the firm for the 
past hive years 

Mr Bosted had 


and was sale 


with Mills 


inanager 


her I 
for 20 years 
for the past 10 year 


Advances Keane 
J. J. Keane, 


Landis ‘Tool 
office 
general sales manager 
the Detroit office for the 


years 


manager of 
Co.'s Detroit sale: 
has been appointed assistant 
He headed 
past 10 


former 





DIRECTS SALES: James H. Brod 
erick, acting field sales manager since 
1949 for the Geometric Tool ¢ LD 
sion of Greenfield Tap & Die Corp 
has been made sales manager 


of fer’s on 


PIPE UNIONS 


convincingly prove 
their high quality 
and dependability 


The outstanding high quality of JEFFERSON 
UNIONS has been proven time and again in 
a diversified field of industrial users. Mainte 
nance men, engineers, master mechanics and 
boss pipe fitters have been completely con 
vinced after trial! and test that JEFFERSON 
UNIONS really effect savings in both installa 
tion and maintenance 


The reasons for all this are easily ac 
counted for: air refined malleable iron cast 
ings are used having on average tensile 
strength of 55,000 Lbs. P.S.I. so that Jeffer- 
son A-4 Unions are safely recommended for 
500 Lbs. P.5S.1. STEAM and OL at 500° F. or 
2000 Lbs. P.S.1. NON-SHOCK COLD W.0.G 
in sizes Va" to 2 Szat rings are cut from 
specially drawn hord brass tubing, obviating 
the porosity in cast brass seats. Seats are 
ground together not just machine-finished 
and can be furnished either in brass-to-iron 


or iron-to-iron 


All JEFFERSON products are air-tested and 
inspected to insure tight joints when installed, 
for the protection of all users and corry U.L 
approval when used in the services for which 
they are recommended 

included in the complete Jefferson line 
are: 150 250 end 300 untens 


union elbows, wnion tees ond flange 
vnions 


ASK US FOR COMPLETE INFORMATION ON THE 
JEFFERSON LINE 


JEFFERSON 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 


For everlasting satisfaction . . 
Sell JEFFERSON 


1936 





J. Ted Gregory 


Gastonia Mill Supply 
Appoints Gregory 
J. Ted Gregory was 


the newly created position of man 


ippointed ti 


wer of industrial engineering sale 
at the Gastonia Mill Supply Co 
Castonia. N. ¢ NI Cregorv will 
assist CGeorge W. Anderson. general 


/ 


manager, handling and developing 


sales of pumps, motors, power trans 
mission, industrial rubber goods. 
The move, W. D. Anderson, pri 
ident 
growth and expansion of the tech 


said, was another step in the 


nical assistance and services that th« 


company is now offering customer 


Mr 
S, <.. 


Gregory, a native of Union 
spent three years in the Army 
Air Corps as bombardier with the 
rank of second lieutenant. He wa 
graduated from Clemson College in 
1949 with a B.S. in Mechanical En 
vineering. Since then, he worked 
lire & Rubber Co 
and Charlotte 
Goodyear industrial 


since 1954 


with Goodveat 
in Akron, Ohio, 
N.C. He wa 


field representative 


Cleveland Cap Serew 
Elevates Blonska 


Francis P. Blonska, a member of 
Cleveland Cap Screw Co.'s sales 
department for the last three year 
has been advanced to administrative 


issistant in sales 


Mr. Blanska will be responsibl 
for coordinating administrative a 
tivitic onnected with special cap 
crew sales. Before his new appoint 
ment, he had coordinated activitie: 


of sales r presentatives in four area 










You Can Sell BARNES 
HACK and BAND SAW BLADES 



















find most practical solutions 





Complete test facilities duplicote customer problems te 





Research engineering concentrates its efforts on constantly increasing 





the quality of Barnes Saw Blades. Every improvement means in- 





creased cutting efficiency and lower cutting costs for your customers 





Quality control methods are rigidly enforced. Thorough inspections 





after each step in production assures your customers of receiving 





only Barnes highest quality blades 





Really convenient Barnes packaging is designed with the customer 
y if ging 4 





in mind. Sturdy boxes amply protect each blade during shipment 






and storage until put in use. Clear, easily read markings on each 





box identify the contents quickly 





Barnes Sales Engineers are metal cutting experts. Their braod ex 





perience enables them to solve most cutting problems right in a 





customer's plant. The unusual problems are solved in Barnes’ own 






testing laboratory. Complete facilities enable Barnes engineers to 





duplicate any customer problem and find the most practical solution 





Barnes Blades and 





All these factors create customer confidence ir 






in your service as a Barnes Distributor 





For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 





















1956 
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Yale Promotes Marsh To Sales Area Chief 


Richard H. Maresh Richard C. Slater 


Richard H. Marsh has been pro- tories. A western region headed by 
moted to southern regional sales Frank Boufford has already been 
manager of Yale Materials Handling — established. 

Division, The Yale & ‘Towne From Atlanta, Ga., headquarters, 
Mfg. Co Mr. Marsh will supervise sales and 

His appointment marks the sec service activities of both industria! 
ond step in Yale's program to set up lift trucks and hoists in Alabama 
four domestic regional sales terri Arkansas, Florida, Georgia, Louisi 





A copy of this quick-reading, 8-page booklet is 
yours for the asking. It contains many facts on the 
benefits derived from your business paper and 
tips on how to read more profitably. Write for the 
“WHY and HOW booklet.”’ 


McGraw-Hill Publishing Company, Room 2710, 330 West 
42nd $t., New York 36, N. Y. 
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ina, Mississippi, North Carolina 
South Carolina, ‘Tennessee an 
l'exas 

Mr. Marsh has been with the firm 
eight years and for the past tw 
years directed the Worksaver and 
Warehouser sales department. Rich 
ird C. Slater succeeds Mr. Marsh: 
in this post. Mr. Slater joined th 
firm earlier this year and prior t 
his promotion had been assistant 
gas truck sales manager 


Directs New York Branch 


Joseph J. Murray, formerly assist 

t general sales manager, is nov 
nanager of Yale Materials Handling 
Division’s industrial lift truck branch 

New York 

Ni Murray has been with the 
hrm 23 vears and headed the New 
York operation from 1949 to 195] 
during an expansion program which 

ulted in the establishment of thi 
present New York branch in Longs 
Island City 

Ile was also manager of the el 


tric truck sales departme nt, manager 


of Worksaver and Warehouser sal 


ind sales training manager 


Joseph J. Murray 








PIGGY-BACK CONCRETING 


Piggy-bock truck-trains were used 
to pove a rail yard, reports Construc 
tion Methods and Equipment, Mc 
Grow-Hill publication. A Pittsburgh 
firm used three tronsit-mix trucks, 
perched on top of a supply train, to 
dump concrete ahead of a finishing 
mochine for a railroad paving job 























Ceorge M. Chandler 


Chandler Succeeds Rehner 
At Allegheny Ludlum Steel 
Cecorge \i. Chandler, 


with General Electnc Corp., is now, 
ales manager of the Carmet Divi 
ion of Allegheny Ludlum Stee! 
Corp. He succeeds Paul F. Rehnetr 


who is on special assignment for the 


former|' 


firm 

Mr. Chandler had been with Gen 
eral lect 
when he left was 
keting admin 
xlucts department 


more than 20 vears and 
manager of mar 
tration with the met 


illurgical ¢ 


On Firth Sterling Board 
Ierrett Mi. Grablk 


president of 


Wear-Ever International, Inc., has 
been ck 
to of | 


to the board of dire 
rth Sterling [nc 















HEADS TRADE GROUP: Joseph 
Moore ident and western dis 
trict mana f Detroit Ball Bearing 
( Ly t is been elected president 


Friction Bearing Distribu 
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Industry today has a multitude of uses 
for weldiess chain in maintenance, re 
pair and as a part of original equip 
ment. Shown below are just a few of 
these uses. You can cash in on this 
market if 
these RUSSELLLINE chains 


stock and sell 





you know 


Here Are Some Sales ideas 

Take advantage of the wealth of help 
ful selection data in the RUSSELLLINE 
illustrated catalog. Use it and get your 
Its designed to 


customers tO use it 





SASH CHAIN 


Used where small size com- 
bined with fairly ettrec- 
tive eppeorence and high 
strength is desired. Also 
where ability to run over 
pulley is needed 










Light 
beeper 
(heim 


SAFETY CHAIN 


For lighter duty applications 
m some circumstances as 
sash choin 


| SINGLE JACK CHAIN 


For general purpose use 
where cost not strength is a 
factor, Also where smooth. 
ness of appeorance is more 


of @ factor then strength Steen 


DOUBLE LOOP CHAIN 


General purpose use where 
strength in relation to cost is ] 
the prime factor ond physical , 
site 6 Not foe important 





LADDER SPROCKET CHAIN 


Used as light duty sprocket chein 
where positive pitch is required but 
lood is not sufficient te require 
roller chain 















Window eper 





—" 4 


Hanging lighting 


© oe FE quipmen! reper | 
- Dita , 





make it easy for them to buy from you 

Remember that our close-knit, 
flexible organization can give you 
quick deliveries and can produc« 


special chain assemblies, special fin 


ishes, etc. to suit your customer's 
needs And for continuing sales 
acthon uM our promouonal folde rs 
with your imprint 

lf you re not already familiar with 
RUSSELLLINE weldiess chain send for 
your free catalog today 








a. 
Hers! contre! reper 












we (absne! doe: stop 
—> | 





















Se! sige wipension “ . | 





Seylignt ventilete 
chemin reper 





Reteining chore 


Weovy sg 































a BIG ORANGE FN, 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Py + the pin is made 
ot hatrength steel and 
heat-treated 


Ke pw 
onywhare on ¥ ~ 
’ AT ~. @ polr 
HOOKS 
SLiP MOOKS 
mn Available 
- for Chain 
J wie, % 
\ Nb", 
“% Vy” 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


Forged of WE STRENGTH "STEEL 
Avail in sizes a" to 2”, RA STRONG 
~~E¥TRA TOUGH. Self. 4+. -- galvenized 

Order trom your Distributor or Write 
MIDLAND INDUSTRIES, INC. 

Cedar Rapids, lowe 











Kutto: 
The Handiest 
Carton Opener Made 


Known and used by most of 
your customers 

A necessary tool in all shipping 
and receiving rooms 

Made of heavy quality steel for 
long, rugged service 

Complete with 5 extra blades 
stored in handle 


Now profitable KUTTO business in your 
morket area is yoursboth new and 
replacement orders. Stock KUTTOS 
let customers know you sell them—oadd 
on to sales and profit 


Write tedey for 
literature and prices 
MODERN SPECIALTIES CO. 


4301 Ogden Ave. Dept. 10 
Chicege 23, i! 
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Owen-Richards Moves Into New Building 


ae 


Operating efficiency has be 
new building at 824 Nort 





Head of Eberhardt-Denver 
Is Morse Chain Officer 


Robert O. Bass, president of 
Eberhardt-Denver Co., has been 
pointed executive vice president and 
assistant general manager for Mors 
Chain Co a Borg-Warner sub 
sidiary 
N, ¥ 
will oversec 
Ithaca, New York: 
Simcoe, Ontario 

He will 
Eberhardt-Denver, which was pur 
chased by Morse Chain in February 
of this year. 


rom Ithaca, 


Mr. Bass 


, he udquarte I 
ope! ton 


Detroit 


also continue to dire 


Robert O. Bass 





Holds Class 


The latest industrial-automotive 
training class of Black & Decker 
Mfg. Co. included three sales rep 
resentatives from Mexico, one from 
Vancouver, Canada, and several 
United States representatives 


1956 


William Rainey 


Rainey Takes Post 
With W-S Fittings 

William Rainey has joined W-S 
Fittings Division, H, K. Porter Co., 
Inc., Pittsburgh, as manager of new 
product development 

He will be responsible for market 
research and new product develop 
ment and will assist in correlating 
the efforts of the sales 
ig departments. 

Mr. Rainey will make his office 
it the Rosell, N. J., plant but will 
travel extensively contacting division 
distributors and cu 


ind enginee: 


salesmen 
tomers 
Before joining the firm, he was 
self employed as an air conditioning 
engineer and contractor. He had 
previously been with Orr & Sem- 
American Chain & 


bower Co. and 


( able Co 











C. A. Vetter Heads 
Pittsburgh Club 
C. A. Vetter 

C. A. Turner, In 
been clected president of the Pitts 
burgh Industrial Supply Club. He 


e president of 
Pittsburgh, has 


succeeds E.. L. Alberter of Somers, 
Fitler & ‘Todd 

Other officers John Tierney, 
Penn General Supply Co., first vice 


president; George H. Cherrington, 
Jr., Standard-Machinists Supply Co 
preside nf ind Noah 


2nd _ vice 


Young, secretar 








Stanley J. Roush 


Borg-Warner Gets 

Group Vice President 
Stanley J. Roush has been elected 

to the 

president tor 

Several of th 


will report directly 


Mr Roush 


ion of group vice 
Borg-Warner 


orporation’s division 


ncw po 


Corp 


to him 
mtinues as president 
of both the Atkins Saw Division of 
Borg-Warner and Morse Chain Co 
a Borg-Warner subsidiar: 
Ducommun Sales 
Set New Peak 

Earnings of Ducommun Metals & 
Supply Co 
30.6% for the 
1956 over the 
i new high of $1,210,163; this was 
equal to $2.45 a share as compared 
with $1.90 a share for 1955 

Sales for the period also reached 
an all time high of $34,697,344, an 
increase of approximately 20% overt 


1955 


Los Angeles, increased 
first nine months of 


ame 1955 period to 


sales for the sam pe riod 








NOW increase your profits 


with these 


Pe J NEW 
RAWL PRODUCTS 





When you make money — we make it too... 


These latest additions to our line, we believe, enable 


you and your salesmen to get more sales dollar vol- 


ume out of more anchoring sales opportunities . 





or is taken away from work 


ore selected by turning the collar 


RAWL 
CALK-IN 


Improved machine screw an 
chor. Sleeve is precision-cost 
of an exclusive Raw! lead a! 


loy, especially developed for 


matonry 


soft enough for easy, com 


plete caulking 


enough for tremendous hold 
Sizes up to %” 


ing power, 


Write for free new dimensional! 


anchors 


and hard 


RAWL DRILL-HAMMER 


CONVERTS AN ELECTRIC DRILL, ECO. 
NOMICALLY, INTO A DEPENDABLE, FAST, 
POWER HAMMER. MORE THAN DOUBLES 
THE VALUE OF YOUR ‘4 ELECTRIC DRILL. 
Drill quickly into softest or hardest ma- 
sonry or stone with inexpensive Raw/ldrills 
Saves money — eliminates necessity for 
carbide-tipped drills 


using expensive 


Automatic clutch starts or stops action 


automatically when the drill point touches 
; Light", 
RAWLDRILLS TO FIT 


RAWL 
SCRU-LEAD 


The most holding power possi 


ble with any lead screw anchor 


"medium" or ‘‘heavy" blows 


Exclusive Row! lead alley weed 
for easy installiotion and huge 
holding power The top flare 


Ovl speeds vp anchoring time 


t's jwet 


becavute screws con be inserted 
Guickly. Use for either wood 


screws Of sheet metal screws 





chart and catalog 


wall 








RAWL-OFIVES 





TOGGLE BOLTS 


RAWL- ANCHORS 


Rawiriuos 


THE 
RAWLPLUG Co., Inc. 


Box 406K, New Rochelle, N. Y. 

















Raw wawi 
LAG SCREW CAmbio€ 
Omnis 
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Whos handling 
public relations for you 
behind the Iron Curtain? 


oe —e. a. a 


It’s not an easy assignment—or the kind you'll find many 
people volunteering for. 


But there is an important “public relations” job to be done 
behind the Lron Curtain—for you for America for the 
whole concept of freedom, free enterprise and individual 
rights. This job is an opportunity and a challenge as well as 
a serious responsibility for American business. Fortunately, 
with your help, there is an agency that can do the job 
Crusade for Freedom, which supports Radio Free Europe 
and Free Europe Press. 


Both these powerful, privately operated organizations 
continually challenge the barrage of Communist misstate- 
ments and false truths. Using saturation radio broadcasts 
and mass newspaper drops from message balloons, Radio 
Free Europe and Free Europe Press are constantly on 
the offensive against the Red campaign to annihilate 
right, reason and national pride. 


Continued and heated Communist protests testify to 
the tremendous effectiveness of Radio Free Europe 
and Free Europe Press. Support freely given by free 
American business and private citizens will increase 
this effectiveness and the scope of their operations 
4 contribution now is perhaps the best investment 
you can make towards a peaceful, prosperous world. 


Give generously. It’s your future! 


Check list for business executives 
in the Crusade for Freedom 


Order display material for your company bulletin board. 


(_) Plan a paycheck stuffer to fully acquaint your employees 
with the importance of the Crusade for Freedom. 


|_| Plan to conduct an in-company solicitation. 
[) Match employee funds with your Truth Dollars. f 


For campaign materia! and information write CRUSADE FOR FREEDOM, 345 WEast 46th St, N. Y. C. 17, 
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188O WORLD'S GREATEST TOOLMAKERS «+ 


HOW TO SELL 


STARRETT COMBINATION SQUARES 
AND COMBINATION SETS 


Take 3 Minutes To Sharpen Up Your 


Knowledge of These 


4 Starrett Combination Square or 
Combination Set is easily the most 
useful tool in any mechanic's kit 
Because of its wide utility 
steady demand for it among machin 
ists, toolmakers, pattern makers, car 
penters—infact,among craftsmen ofall 


types including home workshoppers 


you find a 


The combination square was in 
vented by L. S. Starrett in 1877 and 
has been developed and perfected by 
the company which he founded. To 
day, the complete Starrett line of com 
bination squares, Combination sets 
and bevel protractors offers the me 
chanic the widest possible choice of 
size and type to meet his needs 

lo sell Starrett combination squares 
and sets effectively 
know the difference 
various numbers as well as the dis 


it is important to 
between the 


tinctive features which make Starrett 
so tar superior to imitations 


ELEVEN TOOLS IN ONE 


The infinite uses of a combination 
square are what makes it so indis 
pensable to all mechanics. In its sim 
plest form, consisting of a blade and 
it can he used as a try 

height gage, depth 
gage, level, plumb, marking gage 
scriber and steel! rule. With the addi 
tion of a center head, it becomes a 


center gage. Add a protractor head 


square head 


square miter 


and the tool becomes a combination 
set with all the uses of a combination 
square plus those of a bevel protractor 

In selling Starrett combination 
squares oF combination sets, key fea 
tures tO point out ime lude 

le mpere d steel blade 
reading, distinctive, machine divided 
praduations untformly clear cut, pre 
cisely spaced and easy to read 

Wide choice of fractional or decimal 
reading graduations also Metric or 
Fnuglish and Metric 

New, pate nied, reve? sthle lock holt 


which permits reversing blade without 


with quick 


removine bolt or nut 


Indispensable Tools 


Precision ground faces on square, cen 
ter and protractor head 

Direct reading double graduations on 
protractor heads with full 0 to 18 
degrees in both directions 
l and hardened 


quar ti 


fecurate spirit leve 
scriber incorporated in most 


heads 
HARDENED OR CAST HEADS 


One kev to the wide range of num 
bers offered in the Starrett line is the 
construction of the heads. These are 
either cast iron or hardened drop 
forged steel 

Protractor heads are either reversi 
ble or non-reversible. The reversible 
type has shoulders on both sides of the 


blade. The non-reversible type has a 
single shoulder 
Ihe popular No. 11 Series of com 


bination squares have cast heads, The 
No. 44 Series have drop-forged heads 
Ihe letters H or He 
numbers indicate 
or square head and center head, Both 
IR and 


following the 
sqjuare head only 
series are available in 4, 6, | 
24-inch sizes 

There is also the No. & Series, avail 
able in 18 and 24-inch sizes, which 
offers extra large, heavy duty com 
bination squares and the No. 44] 
Series which offers G6-inch ‘‘junior 
combination squares with blade and 
heads smaller and lighter than standard 

Combination sets are made in four 
types No. 9 Series have cast heads 
with non-reversible 
No. 445 Series have cast heads with 
reversible protractor head. No, 44% 
drop forged heads with 
non-reversible protractor head. No 
434 Series have drop-forged heads 
with reversible protractor heads 


protractor he ad 


Series have 


Combination sets are available in 
12, 18 and 24-inch sizes 


NEW DECIMAL BLADES 
You can now offer decimal gradu 
ated blades in 4, 6, 12, 18 and 24 
inch lengths which are interchange 
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No. 11H 
COMBINATION SQUARE 
With Cast Head 





No. 33HC 
COMBINATION SQUARE 
With Drop-Forged Heads 








mn) AP 


COMBINATION SET 
With Cast Heads 
Non-Reversible Protractor Head 


An A 
S) i 





No. 434 
COMBINATION SET 
With Drop-Forged Heads 


Reversuble Protractor Head 


able with Starrett combination 
combination sets and hevel 
protractors, These blades are gradu 
ated in quick reading SOths (.02) 
both edges of both sides to the speci 

= 


aircratt, 


sjuare 5 


fications approved by the stane 
committees in automotive 
electronic and other industries 
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NEW 


IMPROVED 
SHAPED 
SECTION 


ROUND 


ACCO Registered’ Slings-Wire Rope & Chain 


THE STANDARD OF EFFICIENCY AND SAFETY 


We Changed the Shape of This Link to Boost Your Sales! 


e This new master link for Wire 
Rope and Chain Slings is the latest 
development of acco’s sling engineers 
They found that by shaping the link 
as shown above they could make it 
keep its shape under loads up to 18 
greater than does the old standard 
round link. Just as shaping a quantity 
of steel into an |I-Beam allows it to 
carry more load than it would as a 
square or round beam, so does this 
new shaped link stand up better un 
der these higher loads 

he new shaped master link is a 
safer link. Although it costs 
you can offer this im 


proved new link to your customers at 


better 
more to make 


ho increase in price 
BIG NEW MARKET 

The development of this new link 
is but the latest step in a continuing 
technological advance which has been 
converting slings into precise mate 
rials-handling tools. You can cash in 
on this trend 


Every one of your customers who 


has a crane or a hoist uses slings 
Many of them are probably still using 
old-fashioned, hand-made slings 
Necessarily the safety of these slings 
must be open to question 
Every one of these customers is a 
good prospect for acco Registered 
Slings. They will readily appreciate 
the greater safety and lower lifting 
costs they get with acco Kegistered 
Slings 
NO EXTRA CALLS 
The business is there. It's good 
business, it's repeat business and it’s 
business you can get without making 
extra calls. You can get up to 10 
greater volume from your present cus 


tomers by asking for the sling business 


EASY TO SELL 
Intensive advertising in trade 
itions tells your customers of 


ACCO Re gistered 


publi 
the adv 
Slings 


integes of 


helps to make your selling 


joOD easier And oo provide ' com 
plete and well-illustrated literature 
which makes a simple job of choosing 
the right sling for your customer 

need for 


completely eliminates any 


technical training. acco’'s distributor 
program keeps your inventory down, 
yet enables you to make fast deliver 
ies which build good will 

Call your ACCO representative today 
for complet« 
program and the facts on the potential 
If you don't know 


information on accos 


im your territory 
write our Bridgeport offic: 
« rede Merk Begiuter:¢ 


his nar 


ASCO AMERICAN CHAIN & CABLE 


BRIDGEPORT, CONN 


Better 





Atlanta, Boston, Chicago, Denver, Detroit, Houstor 
Philadelytua, Pittsburgt 


New York, Odessa, Tex 


Los Angeles 
Portiand, Ore 


Value 


San Francisco, Wilkes-Barre, Pa., York, Pa 


in Canada: Dominion Chain Co 


Lid, Niagara Falls, Ont 





